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Top Cars 


Wew-car registrations for two 


hs, plus 16 states for March: 

- 1957 
Make Pos. 

Chevrolet 239,915— 2 
Ford 254,706— 1 
Plymouth 101,430— 3 
Oldsmobile 72,581— 5 
Buick 80,018— 4 
Pontiac 58,266— 6 
Dodge 43,668— 8 
Mercury 47,052— 7 
Cadillac 26,014— 9 
Rambler 16,378—12 
Chrysler 20,023—11 
DeSoto 20,120—10 
Edsel 
Studebaker 11,048—13 
Lincoin 71,379—14 
Imperial 5,593—15 
Met. 1,322—16 
Packard 1,185—17 
Misc. 21,248 

Total All Makes 
828,979 1,027,946 
Further details on Page 31. 
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Price-Tag/ Bill Draws Support 
From Makers, Dealers and Public 


By William Ullman 

Washington Bureau Chief 
ASHINGTON.—After weeks of 
industry indecision, the 
Monroney-Thurmond price- 
disclosure bill drew almost univer- 
sal su rt at hearings last week. 

NADA came forward strongly, 
urging | immediate enactment “to 
restore| sanity to pricing and ad- 
vertisi practices” in the auto 
industry. 

Ford éalled the bill desirable on 
the balance, General Motors said 
the measpure could make a real 
contain to the return of sound 
practices, Chrysler said it neither 
opposes ‘ee supports. AH the mak- 
ers suggested technical, changes 


ore Centralization Seen 


n Chrysler Shakeup / 


SWEEPING reorganization of 
Chrysler Corp. management 
announced last week by L. L. 
Colbert, president, after a meeting 
directors in New York. 

The move was interpreted by 
some observers as a return to cen- 
tralized management, marking a 
retreat from the postwar program 
of decentralization. 

Highlights of the reorganization: 


‘Floor-Plan Rates 
ut Full Point 
0 414 Percent 


By Kenneth C. Kelley dr. 
Staff Writer 

R-PLAN financing rates 

were cut a full percentage point 

last week by finance companies in 

the wake of renewed easing of the) 

Money market touched off by the 
recession. 

Commercial Credit Corp. and 

Universal CIT Credit Corp. re- 





d@uced the charge on financing 

inventories of new cars from 5% 

fe 4% percent. It was the second 
(Continued on Page 37, Col. 2) 


E. C. Row, administrative vice- 
president, was elected first vice- 
president and chairman of the ad- 
ministrative committee. 


William C. Newberg, group vice- 
president - automotive, supervising 
all the company’s vehicle divisions, 
was elected executive vice- 
president. 

* 


T THE same time three new 

groupings of functions at the 
corporate executive level have been 
established. 

One of these groupings will be 
responsible for all automotive 
sales and marketing activities 
under a new office of group vice- 
president-automotive sales. 

Byron J. Nichols, who has been 
general manager of group market- 
ing since October, 1956, was elected 

(Continued on Page 35, Col. 2) 


This Issue— 


IN TWO SECTIONS: 
SECTION ONE 





n-Block Salesroom— 


Dancing in the streets followed a 12-hour Spring Sales Festival in downtown Flint 

. 21. Seven blocks of the city's main street were closed to traffic during the 

and the area was turned into a gigantic outdoor auto salesroom with a Mardi 

Gs atmosphere of clowns and music. Eleven Flint dealers reported they sold 277 
during the period. Other merchants joined in festival. Story on Page 33. 


which they said would not mate- 
rially affect the bill’s purposes. 

Public witnesses endorsed the 

bill. 

= 

Y outright immediate opposi- 

tion came from the National In- 

dependent Automobile Dealers Assn. 

There also was a hint of opposition 

from the Justice Department, which | 

refused to testify at the hearings! 


* * 


Dealers Back Monroney Bill— 


Dealers and NADA officials who attended the Monroney-Thurmond hearings on | 
the price disclosure bill were, seated, from left, Rowland F. Kirks, NADA legislative | 


but will submit a report later. Ob- 
servers drew the inference that 
Justice will oppose. 


In testimony before the Senate 
auto marketing practices sub- 
committee, Thomas F. Abbott jr., 
chairman of NADA’s national 
affairs committee, said the meas- 
ure will help greatly in “obliterat- 
ing” false and misleading adver- 
tising, price packing, unethical 

> > . 


counsel; Morgan R. Purdy (Buick-Pontiac), Van Wert, O., president, Ohio Automobile 
Dealers Assn.; William M. McCune (Ford), Kittanning, Pa., NADA director, and Roland 


Hughes (Lincoln-Mercury), Jonesboro, Ark. 


. NADA director. Standing: Frederick J. 


practices, confusion in the mar- 
ket place and the causes under- 
lying buyer resistance. 

The aims of the bill also drew 
support from the Assn. of Better 
Business Bureaus and the Ameri- 
can Automobile Assn. The Federal 
Trade Commission indicated it had 
no objection to the legislation. 


The legislation is sponsored by 
two members of the auto subcom- 
mittee, Chairman A. S. Mike Mon- 
roney, Oklahoma Democrat, and 
Strom Thurmond, South Carolina 
Democrat. 

> > 
T WOULD require new cars 
shipped in interstate commerce 
to contain a windshield sticker in- 
cluding the following data: 

1. The factory suggested retail 

delivered price of the car. 


dealer to whom the car is shipped. 
4. The method of transportation 
used in making delivery of the car 
and the amount charged the dealer 
for transport of the unit from its 
final assembly point. 
> > > 

ABBOTT testified that the aims 
and methods of approach of the 

bill are “sound and desirable” and 
that the legislation “has captured 


(Continued on Page 8, Col. 1) 
. * * 


Bell, NADA executive vice-president; Senator Strom Thurmond, South Carolina Demo- | Stradella to Testify 
crat; Senator A. S. Mike Monroney, Okichoma Democrat, and Thomos F. Abbott jr. 
(Pontiac-Rambier), Fort Worth, NADA director and chairman of the notional offairs 


committee. NADA is supporting the bill. 


Week’s Total: 59,814... 


Car Output Slumps Again 


By Martin L. Whitmyer 
Staff Writer 

c= production in the U. S. de- 

clined to an estimated 59,814 
units last week, less than one-third 
the practical capacity of the na- 
tion's auto plants. 

The week’s total was 18.3 per- 


Spring Upturn 
Boosts Market 
For Used Cars 


By Robert M. Lienert 
Associate Editor 

PRING came on with a rush last 
week in the used-car market, 
according to reports from wholesale 

centers around the country. 
Auction operators, almost with- 
out exception, reported an abun- 
dance of clean cars, with re- 
sultant fast bidding and strong 
prices. And while this would have 
provided sunshine enough for 
most operators, many auctions 
were additionally blessed with 

balmy spring weather. 

Wholesalers reported an excep- 
tional demand, and some said that 
clean pieces were bringing “almost 

retail.” 
* 


* * 


7s strong market was reflected 

last week in Automotive News’ 

index. Overall average price of 4 
(Continued on Page 4, Col. 1) 


cent below the previous week's 
outturn of 73,217 cars. 

And with car output at its lowest 
level since the summer of 1952, 
industry observers already are 


speculating about dates for model | 


changeovers for the various 
makers. Latest report is that 
General Motors suppliers will begin 
shipment of parts between July 1 
and July 15, and that the corpora- 
tion’s car producing divisions will 
go down for model! changeovers 
beginning July 12. 

Last week’s car assemblies repre- 
sented 47 percent of AUTOMOTIVE 
News’ three-year index, as com- 
pared with the 57.5 percent com- 

(Continued on Page 37, Col. 4) 


At M. i 

| onopoly Hearing 

| WASHINGTON. — GMAC Presi- 
dent Charles G. Stradella will be 
among the witnesses as the Senate 
| Antitrust and Monopoly Subcom- 
| mittee resumes hearings this week 
|on so-called “administered” pricing 
in the auto industry. 


The sessions, which will begin 
Tuesday, will be directed specifically 
to the question of what has hap- 
| Pened to automobile demand and 
| Proposals designed to reverse the 
| sales slump. 

Other witnesses will include 
Laurence Crooks, automotive con- 
| sultant to Consumers Union; Dan 
Lino, Automotive Finance Assn.; 
| Dr. George Katona, project director 
of the University of Michigan’s 
Survey Research center; Richard 
| Latham, industrial designer, Lat- 
ham, Tyler & Jenson; Dr. Daniel 
|B. Suits, associate economics pro- 
| fessor, University of Michigan; Dr. 
Gregory Chow, assistant professor 
of statistics, Massachusetts Insti- 
tute of Technology. 





Inside Automotive News... 


Dealer conventions: 


Arizona, Page 2; Brooklyn 


and Long Island, Page 3. 

Are brakes adequate? Page 16. 

Praise for price-disclosure bill, Page 12. 
Economy Run finals, Page 4. 


Page 31. Editorial, Page 14. 
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‘Deal for Profit or Don’t Deal’ .. . 


AUTOMOTIVE NEWS, APRIL 28, 1958 


Hard-Sell Urged in Arizona 


CHANDLER, Ariz.—Members of 
the Arizona Automobile Dealers 
Assn. were told that aggressive 
selling is needed and were warned 
not to make any deal unless there 
is a profit in it. 

The association’s llth annual 
convention was held at the San 
Marcos Hotel here. It was opened 
by Lee J. Beaudry, a Tucson 
Chrysler-Plymouth dealer who 
was reelected president of the 
group. 

Calling himself a pessimistic op- 
timist, Beaudry said he believes 
the dealer’s situation will improve, 
but he cautioned that the coopera- 
tion, discipline and effort of every 
dealer is necessary. 

C. W. Burns, Phoenix, convention 
chairman, introduced Arthur H. 
Kenny, a Vallejo (Calif.) Chevrolet 
dealer, who told the 75 delegates 
that the dealer problems of today 
are the result of a “progressive 
sickness” that began several years 
ago. 

He said the solution lies in 
factory-dealer cooperation, Dealers 
have the responsibility to provide 
sound management and adequate 
facilities, while the manufacturer 
must build an acceptable product 
at a competitive price, Kenny 
added. 


Excise Tax Perils 
Truck Industry, 
Mack Chief Says 


WASHINGTON.—P. O. Peterson, 





“Even oo Mack does not pay 
tax directly, but rather acts 
the collecting agent, the levy 
eee hen @ besad impact en the 
manufacturing business be- 
cause it is inhibiting the sales of 


| 


Meanwhile, Rep. Thomas Ludlow 
Ashley, Ohio Democrat, introduced 
in the House a bill calling for sus- 

of the excise until Jan. 1 
to “provide a stimulant for the de- 
pressed industry.” 


A. V. Bodine, president of the 
National Machine Tool Builders’ 
Assn., said revision of “outmoded” 
depreciation policies of the Internal 
Revenue Service applying to ma- 
chine tools and other durable pro- 
ductive equipment would be “the 
most important antirecession mea- 
sure the Treasury could adopt.” 

He expressed his views in a letter 
to Treasury Secretary Robert 
Anderson. 





Buy’ Symbol— 
E. Siegel, president, Milwaukee 
Automobile Dealers Assn., shows 
association's display, a simulated 
models of 1958 automo- 
perimeter. The display 
used as tribute to the industry at 
kick-off dinner for the “You Auto 
Now” campaign in Milwaukee. 


they (the makers) are hiding be- 
hind a “legal smoke screen.” 

The factories can exercise an 
influence for good in rebuilding the 
quality dealer program “if they 
will,” Kenny said. 

NADA President Dean Chaffin 
declared that the outlook for the 


4-Cylinder Diesel 
Tested by British 
On Cars, Trucks 


LONDON. — (UTPS) — A small 
four-cylinder, high-speed diesel 
engine has been tested by its 
maker, F. Perkins, Ltd. Peter- 
borough, on a number of autos and 
light commercial vehicles. 

Perkins said the engine combines 
diesel power and economy with the 
gasoline engine’s speed and flexi- 
bility. 

The British Royal Automobile 
Club said a Vauxhall Velox, in inde- 
pendent RAC tests, averaged 56.6 
miles per gallon at an average 
speed of 34.8 miles per hour, while 
a Ford Consul averaged 50.8 miles 
at 34.7 m.p.h. 

Cruising and top speeds of autos 
fitted with the diesel engine have 
proved equal to those of similar 
auto gasoline engines, the RAC 
said. A top speed of well over 80 
m.p.h. was obtained with some cars, 
the club added. 

Perkins said a Bedford van with 
a 1,700-pound load completed 101,- 
202 miles on the high-speed track 
of the British Motor Industries 
Research Assn. with an average of 
37 miles per gallon at 56 m.p.h. 

The “Four 99” diesel engine is 
compact and weighs only 320 
pounds, Perkins said. It develops 
43 horsepower at 4,000 r.p.m. for 
autos, 42 horsepower at 3,600 r.p.m. 
for trucks and other commercial 
vehicles, and an industrial version 
is also available at 32.35 horsepower 
at 3,000 r.p.m., the firm said. 





elimination of the excise tax is 
not good at present. He said that 
the Monroney price-tag bill, with 
amendments, would give dealers 
some relief. 

Chaffin said his personal objec- 
tives include a system of distribu- 
tion keyed to the potential of the 
dealer’s area and reorganization of 
the NADA business relationships 
committee for more-effective deal- 
ing at the top level of the industry. 

M. L. Goeglein, vice-president of 
Pacific Finance Corp., accused 
dealers of suffering from “cus- 
tomer blindness.” He urged the 
auto merchants to win back the 
confidence the public once had in 
them. 

He warned the dealers that the 
factories will support them only 
as long as they sell enough cars 
to satisfy the manufacturers. An- 
other merchandising method will 
be found if the dealers don’t sell, 
he said. 

Chain operators will increase, he 
declared, noting that this type of 
selling has invaded other businesses 
and auto dealers are not immune. 


Goeglein warned dealers to use 
good management in their own 
dealerships and told them to “prac- 
tice more trend setting and less 
trend spotting.” 

Officers elected in addition to 
Beaudry were Louis V. Mason, 
Douglas, vice-president, and Walter 
Bennett, Flagstaff, secretary- 
treasurer. Clinton Steinhoff, AADA 
manager, said next year’s conven- 
tion will be in Yuma. 

Serving with the officers on the 
AADA board of directors are: 
Robert J. DeRosier, McNary; Ray 
S. Sachs, Globe; Carl Reinemund, 
Safford; Truman Mullins, Clifton; 
Fred Scoles, Glendale; Mel Temple- 
man, Kingman; Ralph H. Cake, 
Winslow; Dean Coulter, Phoenix; 
Cc. J. Wilson sr. Casa Grande; 
Henry J. Arana, Nogales; William 
J. Cline sr., Prescott, and Horace 
B. Griffen, Yuma. 


Auto-Buy Campaigns Prod 
Car Sales Across Nation 


By John E. Walsh 
Staff Writer 


EPORTS of increased sales 
poured in last week from dealer 
groups sponsoring Auto Buy Now 
campaigns. 
Edward L. Cleary, executive 
vice-president of the Chicago 
Automobile Trade Assn., esti- 
mated 8,100 new and 30,000 used 
cars were sold during the first 
nine days of the campaign, which 
was extended one week to Apr. 
27. The estimate was based on a 
projection of spot-check figures. 

“The daily average sales for the 
nine days were far over the aver- 
age of about 400 new cars per day 
registered through the 12 days pre- 
ceding the campaign,” Cleary said. 
“They also are over the average 
of 669 new-car registrations daily 
in April of 1957.” 

The campaign was conducted 
jointly by the CATA and the 
Greater Chicago Used Car Dealers 
Assn. 


MINNEAPOLIS and St. Paul, 

a spot check revealed new-car 
sales on the first two days of the 
drive were more than 28 percent 
ahead of the daily average for the 
first 17 days of April. Used-car 





Dealers Want Factory 
To Train Salesmen 


neither the tools nor funds to 





sales were reported 42 percent 


higher. 


units were sold on the first two 

days. Used-car dealers are sup- 

porting the drive, which was 

slated to close yesterday (Apr. 

27). 

Dealers in the Milwaukee 
(Continued on Page 36, Col. 4) 


area 


Business Barometer = | 


| been cut 10 percent since Jan. 1 
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Chaffin Meets Arizona Officers— 


NADA President Dean Chaffin, seated, met with the officers of the Arizona Auto. 


mobile Dealers Assn. at the group's 11th 
Bennett, Flagstaff, secretary-treasurer; Lee 


annual convention. From left, are, Walter 
J. Beaudry, Tucson, reelected president, 


and Lovis V. Mason, Douglas, vice-president. 





Ford’s First-Quarter Net 
Dips 77% to $22.7 Million 


DETROIT.—Henry Ford II an- 
nounced that Ford Motor Co.’s 
consolidated earnings for the first 
three months of 1958 were $22.7) 
million, compared with first-quarter 
earnings of $100.5 million in 1957. 


Earnings per share of capital 
stock amounted to 42 cents in 
the first quarter this year, Ford 
said, against $1.85 in the corre- 
sponding quarter of 1957. 

First-quarter earnings did not 
cover Ford’s customary quarterly 
dividend of 60 cents a share. How- 
ever, Ford already has announced 
it will pay a 60-cent dividend early 
in June, its second such payment 
this year. 

Ford said the decline in earnings 
was due almost entirely to a sharp 
reduction in automotive sales. First- 
quarter sales totalled $1,095,800,000, 
or 30 percent under the $1,569,500,- 
000 for the corresponding period a 
year ago. 

Factory sales of cars and trucks 
in the first three months totalled 
400,419 units, 36.1 percent below last 
year’s 626,206. 

Ford division sold 288,747, com- 
pared with 427,836 a year earlier; 
Mercury, 35,612 as against 100,633, 
and Lincoln and Continental, 10,- 
512 as against 14,512. 

Edsel’s first-quarter sales totalled 
5,519 units. Ford division sold 60,029 
trucks in the first three months, 
compared with 83,225 a year earlier. 

Ford said cash and marketable 
securities as of March 31, amounted 
to $230.6 million, almost $35 million 








Automotive News Economic Index — 


98.7 Percent of Last Week 
85.8 Percent of Like Week Last Year 


Auto Production 

Truck Production 

Auto Registrations— Year to date. 
Truck Registrations—yYear to date. 
Steel Production—tTons 
Paperboard Production—Tons ... 
Soft Coal Output—tons 

Oil Refinery Output—tBorrels .... 
Electric Output—Kilowatt hours .. 
Barometer Freight Car Loadings 
Department Store Sales index .. 


U.S. Government Spending 
—Fiscal year to date 


Percent of 
Percent of Like Week 
Last Week Last Year 


86.8 61.9 
98.8 71.5 
80.6 
83.7 
56.6 
93.3 
70.3 
96.1 
96.7 
80.2 
84.4 





73,217 
16,637 
828,979 
119,876 
1,285,000 
263,614 
6,950,000 
46,816,000 
11,107,000,000 
322,012 
103 

3147 


Commercial and Industrial Loans $30,208,000,000 


Savings Deposits 


Apr. 23 Apr. 16 
1% 9% 


. 45% 45% 
41%-37% 
36% -33% 


* Kaiser industries, parent firm of Willys Motors. 
(Apr. 28, 1958) 





less than the Dec. 31 total of $2651 
million. 

Inventories were down from 
$653.6 million on Dec. 31 to $5554 
million on March 31. Costs and ex- 
penses in the first quarter were put 
at $1,058,900,000, compared with $1,- 
359,000,000 in the corresponding pe- 
riod of 1957. 


S-P to Introduce 


Lower-Cost Car 


To Bow This Year, 
Churchill Reveals 


By Maynard M. Gordon 
News Editor 

SOUTH BEND. — Harold E 
Churchill, Studebaker-Packard 
president, told stockholders here 
last week that the company would 
introduce a new lower-cost car 
this year. 


“It will be,” he said, “lower-cost 
yet well made transportation that 
retains full-sized passenger space 
for comfort, safety and more eco 
nomical operating cost.” 


The new car will be built in 
South Bend. Churchill said that 
the price will be realistic and the 
size of the car “what Americans 
want.” 

Churchill told stockholders that 
S-P suffered a loss in the first 
quarter, partly as a result of the 
recession. 


Dealer car stocks, he said, have 


The firm now has 2,074 dealers and 
is steadily improving the quality 
of its dealer body, he added. 

Rumors that S-P would merge 
with various firms were discounted 
by S-P spokesmen. 


Buick Dealer Body 
Meets May 14-15 


FLINT.—The third annual meet- 
ing of the N&tional Buick Dealef 
wane will be held here May 

~15. 


The 12 council members, repre 
senting Buick retailers from co 
to coast, will meet with Buick & 
ecutives to discuss mutual prob 
lems within the automotive 
industry. 

The 1958 national council mem 
bers are R. D. Stewart, Arlington, 
Va., and M. H. Bury, Philadelphia, 
eastern region; P, H. Abel, Muncie, 
Ind., and W. D. Smythe, Rome, 
N. ¥,, central region; B. H. King 
jr., Orlando, Fla., and S. E. Kost 
man, Cleveland, Miss., southeast 
region; R. M. Foley, Wilmette, u 
and F. W. Berndt, Milwaukee, m 
west region; H. C, Gillespie, Co 
Christi, Tex., and R. S. Darwi 
Albuquerque, N. M., southwes 
region, and R. E. Rudd, Burl 
game, Calif, and G. W. Vaugh 
Los Angeles, Pacific region. 
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Dealer Forum 


by Robert M. Finlay 





UTO BUY campaigns are fine. 
th ey stimulate salesmen as 
well as the public, But examine 
carefully the reasons used in the 
campaigns—like “you ought to buy 
because dealers need the money,” 
or because “sales are needed to 
keep auto workers on the payroll.” 

The only reasons that will 
touch the customer in the right 
spot are those that tell him what 
HE will get—like the big value 
he gets at today’s prices. 

From the public’s standpoint, it 
is smart to buy when dealers are 
selling so hard. 

* 


* * 


Ire and Prices 

ARELY has there been so much 

discussion about prices in the 
industry. Many dealers are sup-| 
porting the Monroney disclosure 
bill simply because they are fed up 
with the price confusion and the 
deceptive practices many dealers 
use. 
Requirements of the bill would 





lowa Convention 


| recommended prices will result in 
| higher prices to the public. 





To Stress Methods | 
Of Selling Service | 


DES MOINES.—“Sell service for 
safety and success” will be the) 
theme of the convention of the 
Iowa Automobile Dealers Assn. 
which is scheduled for May 11-13) 
at the Fort Des Moines Hotel. 


The convention has been ex- 
tended to three days this year with | 
the opening session on Sunday, May 
ll, to be devoted to a service man- 
agers’ clinic at which methods of 
fast service and good public re- 
lations will be discussed. 


M. H. Darlington, manager di- 
rector of the Inter-Industry High- 
way Safety Committee, will address 
a Monday luncheon of the IADA 
Young Executives. 


Other Monday speakers will be 
Dean Chaffin, NADA president; 
Elson Sims, a Ford dealer in Vin-| 
cennes, Ind., and Thomas J. O'Neil, | 
of Ford Motor Co.’s Dealer Policy 
Board. 

Tuesday, the delegates will divide | 
into discussion groups to talk about 
special methods of selling service. 
Convention chairman is M. O. 
Kahn, of Sanders Motor Co. 
(Dodge), Newton, Ia. 


Missouri Dealers 
Elect Directors 


JEFFERSON CITY, Mo.— The 
Missouri Automobile Dealers Assn. 
has elected seven new members to 
the board of directors and reelected 
ll directors. 

New directors are C. T. Shaon, 
Bowling Green; Jerrold Stuart, 
Trenton; A. R. Leuenberger, Kan- 
sas City; R. E. Baird, Carthage; 
Guy Moore, Joplin; F. Jim Tlapek, 
Perryville, and Phil Beck, Troy. 

Holdovers are Clint F. Coons, St. 
Joseph; R. G. Bentrup, Kansas City; 
R. Lloyd Ketcham, Liberty; J. A. 
Smith, Kansas City; J. M. Alton, 
Columbia; Don Essen, Ballwin; L. 
P. Francis, C. A. Gilbert, I. F. Jor- 
dan, A. H. Roeper, all of St. Louis, 
and D. W. Riesmeyer, Webster 
Groves. 
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be a bookkeeping headache for 
dealers and makers; yet, like 
fed-up voters, many dealers are 
supporting the measure just to 
get a change. 

Some envision two tags on cars— 
the price recommended by the fac- 
tories, which would be the price 
called for by the Monroney bill, and 
the lower price at which dealers 


are selling cars. 
* 


* * 


What Happens to Prices 
_ are wondering whether 
tagging of the cars with the 


And some sources point out that 
there is nothing that prevents the 
factories from advertising what 
cars should cost. There is nothing, 
of course, except the thought that 
they would be spending money on 


jads that might chase away busi- 


ness. 


There are those who maintain 
that in today’s hard market the 


| only purpose of advertising is to 


attract business. Advertising of 
prices that are much higher than 
those the dealers are getting 
would be more likely to scare 
people away from cars than to 
attract them. 

There are many viewpoints on 
auto prices, of course. Some ask: 


| Why should the industry use price | 


practices that favor the chiseling 


price shopper and hurt the unin- | 
| formed, but trusting buyer? 


Does the price shopper set the} 


pace of auto pricing or does the 


dealer? 


> * 


Negative Viewpoint 
ya can see this negative point 
of view among well-informed 
people in the industry. For example, 
we've heard praise for a news- 
paper column that appealed to the 
public to leave the dealer enough 
profit so that he could properly 
prepare the car for delivery. This 
is sentimental slop. 

Is the price chiseler or the auto 
dealer running the business of auto 
retailing? Some contend that the 
price chiseler and the chiseling 
dealer are in league to set the pace 
for the trade. 


But the fact is that any dealer 
who wants to have a future in 
the auto business will darned well 
see to it that the cars he sells 
are properly prepared. 

And there are dealers who are 
building public confidence by selling 
cars on a one-price system. They 
sell new cars to the uninformed 
school teacher and the informed 
price chiseler at the same price. 
They do it by having a realistic 
price policy and sticking to it. 

For all the talk about new selling 
techniques and volume sales 
theories, we have a hunch the in- 
dustry will never find better deal- 
ers than the service dealers who 
make a profit on all departments 
of their business and who use their 
customer service list to prospect for 
repeat new-car business. 

> © + 


Hold the Initiative 


PEAKING of initiative in the 

industry, we liked the editorial 
in the New York Herald Tribune 
asking what became of the sales- 
man. 

The editorial recalls the inspira- 
tion of Chevrolet’s Bill Holler, who 
certainly took the initiative and 
kept it. He didn’t wait for the law- 
yers or the accountants to tell him 
what he could do. As he put it, 
he did what he had to do and then 
let the lawyers and accountants 
worry about it afterwards, 

The editorial added: 

“Not only is selling on the wane. 
Many industries are cutting back 
their advertising budgets right now 
at the very time when effective ad- 
vertising could stimulate sales. We 
would do well to resurrect Bill 
Holler’s great slogan: ‘Sell America 
Into Jobs.’” 
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N. Y. Dealers Hear Auto Executives... 





Hard Sell, Cost Curbs 
Called Keys to Profits 


By Ed Brown 
Staff Correspondent 

NEW YORK. — A. B. Nielsen, 
director of group-marketing field 
operations, Chrysler Corp., told 200 
members of the Brooklyn & Long 
Island Automobile Dealers Assn, to 
“get back to the fundamentals of 
selling.” 

Each speaker at the group’s 
annual meeting emphasized the 
importance of “creative selling” 
and tighter control of operating 
costs. 

Referring to a recent comment 


| by President Eisenhower that man- 
| ufacturers should produce what the 


An ‘Auto Buy’ Customer— 
Rep. Edgar W. Hiestand, right, Cali-| public wants, Nielsen observed that 


fornia Republican, receives keys from| mo one wanted the auto when it 
Edwin L. Stohiman jr, of Stohiman Chev-| made its debut. 

rolet, Inc., for his new car purchased| “Creative selling made the auto- 
during Washington's “You Auto Buy Now” | mobile a much-desired commodity,” 
week. Hiestand thought the promotion an| he continued. “We must return to 
excellent one and announced that it was | that era of creativity in selling and 


being conducted in his home state. 





|facturers wondered how their 
dealers felt about cut-rate, subsi- 
| dized sales to governmental units, 
| the events of the last few weeks 
should have answered the questions. 


| Dealers are overwhelmingly op- 
posed to these sales, and they’re 

letting the factories know how 
| they feel. 


In general, the practice consists 
|of sales to government at prices 
below dealer cost. The manufac- 
turer gives the delivering dealer 
either a cash rebate or a parts- 
account credit in the amount of the 
subsidy. 

Many of the dealer protests are 
in the form of resolutions from 
state associations; thus each com- 
plaint is backed by hundreds of 
the manufacturer’s only customers 
—the dealers who buy the factory’s 
| products for resale to the public. 
| The resolutions are couched in 
| strong language. They “condemn” 
|the below-invoice transactions as 
|“destructive sales practices,” and 
| they declare that such sales “jeop- 
|ardize the financial existence of 
| dealers everywhere.” 

One of the latest protests has 
| been lodged by the Louisiana 
| Automobile Dealers Assn, The 
| resolution declared that a “radical 
| departure” in the procedure of 
selling vehicles to states and 
municipalities “has greatly in- 
jured the dealers of certain manu- 
facturers.” 

Noting that a continuation of the 
procedure “can only add to dealer 
difticulties in operating at a profit,” 
the Louisiana group requested that 
the practice be stopped “before it 
spreads throughout the 48 states 
to the cumulative injury of our in- 
dustry.” 

An often-voiced complaint against 
the practice is the effect on the 
used-car market when the cut-rate 
cars are dumped a year or two 


Alsbury Heads 
Dealers in L.A. 


LOS ANGELES.—Mel Alsbury 
sr. has been elected president of 
the Los Angeles Motor Car Dealers 
Assn. Other officers are: 

Frank French, vice-president; 
Lou Albertson, secretary; Phil Hall, 
treasurer; Dan R. Ashcraft, Irvin 
Kaiser and Ray D. Wilson, direc- 
tors. 


$70,000 Fire at Evans 


DARLINGTON, S. C.—Fire of 
undetermined origin destroyed 
Evans Motor Co, (DeSoto- 
Plymouth), causing loss estimated 
at $70,000. Billy Evans, who pur- 
chased the building and the deal- 
ership from his father, Raymond 
Evans sr., in February, said the 
building was a total loss, but was 
partially covered by insurance. Five 
cars were destroyed. 

















make people want the products we 





Louisiana Joins Campaign 
Against Below-Cost Sales 


DETROIT.—If automobile manu-| later. It drives down the value of 


other units of that year since the 
government agency purchased them 
below cost and can afford to sell 
them below market. 

Another objection mentioned by 
dealer groups is the customer’s re- 


action when he reads that the! 


state has purchased a quantity of 
new 1958 models for hundreds of 
dollars less than the price quoted 
him by his neighborhood dealer. 


A dealer association official ex- 


plained, “The customer sees those | 


prices and he immediately as- 
sumes that his dealer is trying to 
stick him for a 60 or 70 percent 
markup. 

“Even if the dealer opens his 
books, the customer won't believe 
the invoice figure, and who can 
blame him? Just try to convince 
such a customer that he’s really 
getting his car for $100-$150 over 
dealer cost.” 

New York and Pennsylvania as- 
sociations are long-time foes of 
these below-cost sales. Among the 
trade groups that have added their 
protests are those in Maine, Louisi- 
ana, Indiana, Connecticut, Utah, 
Northern California, St. Louis and 
Seattle. Others are joining the 
movement each week. 

The Indiana protest hit the auto 
manufacturers in one of their 
most sensitive spots. The associa- 
tion wrote directly to the Depart- 
ment of Justice complaining 
about such sales. 

Victor R. Hansen, assistant at- 
torney general, replied that less- 
than-dealer-cost sales are under- 
going Federal scrutiny and appear 
to relate “to a matter which may 
possibly come within the scope of 
the Robinson-Patman Act.” 


On the House . . 


about the lack 





Wemhboft 
which several auto dealers have 
bulletins feature a “Why Discount?” cartoon panel, in which these 
choice words occur: “Discounting is frequently an alibi for lack 
of service’; “Discounting is a milestone on the road to bankruptcy” 


and “Discounters don’t last—and 
dealers”... 


have today, which are so different 
from the products we offered as 
short a time as two years ago.” 

Nielsen urged the dealers to re- 
turn to these four “proven methods 
| of automobile selling:” 

Ask people to buy, demonstrate 
the auto, be proud of what you 
have to sell and put all your 
efforts into the business. 


“Most of us put a maximum of 
about 20 percent of our total effort 
into our jobs,” Nielsen continued. 
“Try putting the other 80 percent 
behind the job to be done and 
watch the picture change rapidly.” 

Pat Crowley, GM director of 
dealer relations, defined creative 
selling as the art of getting a pros- 
pect to buy your product when he 
desires something else. 

“The dealer must make an in- 
dividual want something he feels 
is a postponable purchase,” he 
| continued, “Businesses using the 
doorbell ringing approach had 
the best year ever in 1957. These 
people have a message for every- 
one willing to learn.” 

Crowley told the dealers that the 

|industry has plenty of prospects 
| from the 1955 sales year and quite 
a few from 1956 who have com- 
| pleted auto payments. In addition, 
four million cars will be scrapped 
in 1958, he said. 

Crowley estimated 16 million 
Americans are potential new and 
used-car buyers this year, but said 
they must be stimulated into buy- 
ing. 

“This is the era of selling,” he 
said, pointing out that savings are 
}at an alltime high. 

A volume of 200-400 cars a year 
is big business, Nielsen said. 

“You are no longer a small 
businessman,” he warned, “and 
you must operate efficiently. And 
it is no longer a one-man opera- 
tion, 

“Paying supervisory help only a 
salary is not smart,” he said. “Give 
them a piece of the profit.” 

If dealers are to prosper, Crowley 
said, it is necessary to know costs 
in order to plan profits. 

“This means proper cost analyses 


(Continued on Page 34, Col. 4) 





Tax Evasion Nets 
Burger 4 Years 


ST. LOUIS.—Adolph C. (Andy) 
Burger, Ford dealer here, has been 
sentenced to four years in prison 
for evasion of Federal income 
taxes. The maximum sentence could 
have been 10 years in prison and 
a $20,000 fine. 

Burger was conviced by a jury 
on March 27 on charges of evading 
$68,796 in taxes for 1947 and 1948. 
Burger’s attorney said he would 
appeal. 

Burger, who is president of Andy 
Burger Motors, still faces two 
other charges of income-tax eva- 
sion. A plea for leniency was denied 
‘by the court. 





Dealers staging Auto-Buy Days are complaining 


of full cooperation from the fac- 


tories, who have as much to gain as the dealers 
in these campaigns. 
factory advertising, which does not carry an Auto- 
Buy theme. Except for one ad by Plymouth, all 
other factory ads merely carry an Auto-Buy line 
at the bottom, dealers say. Dealers feel that, with 
all the advertising counsel factories have, 
could put through a crash program on ads that 
would tie in directly with current sales drives .. . 

We were impressed by the philosophy being 
used by the maker of Evinrude boat motors, 


Biggest gripe is over the 


they 


taken on recently. The company’s 


they won’t last long as Evinrude 


Mario J. Vagge, auto dealer who was elected mayor of Nashua, 


N. H., was honored recently at 
Christmas gift this year, Pacific 


a “Happy National Mother-in-Law Day” tie. 


a civic dinner . . . Instead of a 
Finance’s Pete Taylor sends out 


—Petre Wemuorr, Editor, 
Automotive News 
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Auctions Get Clean Pieces... 


Prices, Demand Firm 
In Used-Car Market 


(Continued from Page 1) 


cars sold at wholesale auction went 
up $8 to $971. 

It was the first time in three 
weeks that the average had moved 
upward and the first time since 
the index of Jan. 20 that every 
individual year-model shared in 
the gain. 

Meanwhile, the average consign- 
ment rose to the year’s high of 
233.5 units. 

Increases last week saw ’58s move 
up $19 to $2,663; ‘57s, up $3 to 
$1,654; "56s, up $9 to $1,154; ’55s, up 
$11 to $901; ’54s, up $4 to $606; ’53s, 
up $5 to $372; '52s, up $7 to $237, 
and ‘5is, up “ to viee. 


SAD J. H. Ruhl, of the Manheim 
Auto Auction, Manheim, Pa., 
“The used-car business must be 


Public Awakened 
To Value of May 
Safety Checks 


Eprror’s Note: This is the fourth 
of a series of articles on how 
dealers can build service and 
sales by promoting Safety. 


By Maynard M. Gordon 
News Editor 
J THE National Vehicle Safety- 
Check starting this week ac- 
complishes nothing else, it can 
awaken states and local communi- 
ties to the value of periodic car 
and truck inspections. 

Fourteen states and the District 
of Columbia al- 
ready have laws 
requiring regu- 
lar checkups. It 
is in the other 
states where the 


Committee is 
concentrating its 
annual May 





of t 


hese non-legal- 


category. 

Said D. B. Broderick, manager 
of the South Dakota Automobile 
Dealers’ Assn., in his monthly bul- 
letin to members: 

. > > 

‘T. IS most important, this year, 

that as many vehicles as pos- 
sible are checked and that the check 
is thorough, because the Associa- 
tion is contemplating the introduc- 
tion of a compulsory motor vehicle 
inspection measure in the 1959 
legislative session. 

“The number of defects found 
during the May Safety-Check will 
play an important part in convinc- 
ing the legislators of the need for 
compulsory motor vehicle inspec- 
tions.” 


According to statistics compiled 
Insurance Com- 
there was a 


fl 


This increase, despite the drop 
in the fatality total, points up the 
continued need for inspections, 
whether compulsory or voluntary. 

Of the 47,650 fatal-accident ve- 
hicles last year, defects in equip- 
ment or tire blowouts figured in 4.4 
percent. The 1956 total of defects 
on 49,100 fatality vehicles was 3.6 
percent. 

> 7 . 


TOTAL of 670 death vehicles 
had defective brakes last year; 
100, faulty steering; 140, one or 
both headlights out; 50, taillights out 
or obscured; 380, tire blowout or 
and 760, other defects. 
The 10 points in the “Circle of 
Safety” during the May Vehicle 
Safety-Check cover these items. 
The 14 states already part of the 


their inspection laws are: 
Colorado, Connecticut, Delaware, 
Maryland, Massachusetts, New 
Hampshire, New Mexico, New York, 
Pennsylvania, d, Texas, 
Utah, Virginia and West Virginia. 


definitely improving by the way 
dealers are buying cars. Prices are 
firm and popular cars are bringing 
even more money.” 

Tim Anspach, who operates in 
Albany, said he had never before 
sold so many cream puffs in any 
single sale. Fast bidding, he said, 
strengthened the market. 

“Throw away your price books,” 
he advised dealers, “buy clean, 
quality cars and you will make 
money.” 

In New England, a wholesaler 
reported that units of good quality 
“changed hands with ease.” Retail 


business, he added, has “perked 
up.” 
A “rootin’ tootin’ red-hot sale” 


was reported at the Syracuse 
(N. Y.) auction, with “swarms of 
buyers all over the place.” 

. > * 


ORE restrained was an auction 
operator in the Pacific North- 
west, who said simply, “Business is 
A second Pennsylvania auction 

reported strong prices, with 90 
percent of its consignments sold. 

In Atlanta, consignments were 
reported high, with last week’s sale 
setting a record for percentage of 
sales. Bidding was reported brisk, 
with prices holding firm. 

Some Southern dealers, however, 
appear to be trading down on their 
inventories. A Northern operator 
said he had noticed an increasing 
number of dealers from Dixie at 
his auction. 

“They bring late models and take 
older cars home,” he said. 


Fastest Turbine Car 


To Be Shown in Montreal 

MONTREAL.—The world’s fast- 
est gas-turbine-powered car, the 
“Shooting Star,” will be displayed 
at the second Montreal Interna- 
tional Trade Fair, May 30-June 8, 
R. Lebouedec, general manager of 
Renault of Canada, announced. 

The experimental car made three 
runs against the stop watch at the 
Bonneville Salt Flats in Utah, re- 
cording 191.2 miles per hour over 
a measured mile, and 190.7 miles 
per hour over five kilometers. This 
was 40 miles an hour faster than 
any previous turbine-powered car 
had travelled. 


Continental 
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1958 Economy Run—Los Angeles to Galveston 
*SWEEPSTAKES WINNER — Imperial Crown, 62.7188 Ton Miles. 
Miles Ton Miles a 
MAKE Place Per er ENTRANT LOCATION DRIVER 
Gallon Gallon 
LOW-PRICE CLASS 
Chevrolet Bel Air 18.7284 44.3255 Rush Chevrolet, Gardena, Calif. John Hartman 
Chevrolet Delray 6 3 20.6441 47.0738 Holiday Chevrolet, Chandler, Ariz. Gus Retzlaff 
Chevrolet Impala 17.1787 41.2717 Holiday Chevrolet Dorothy Retzicf 
Ford Custom 6 5 20.8870 46.2543 Ford Dealers Adv. Assn. of So. Calif. Ivan Lewis 
Ford Fairlane 4 19.7775 46.8827 FDAASC Marshall Martin 
Plymouth Belvedere 2 19.9897 48.1801 W. R. Shadoff, Pomona, Calif. Mary Davis 
Plymouth Belvedere 1 20.0088 48.3264 W. R. Shadoff Pierce Venabie 
LOW-MEDIUM-PRICE CLASS 
Buick Special 16.9445 45.7969 Al Parker Buick, Houston Joe Hill 
Dodge Custom Royal 500 17.8137 44.2404 So. Calif. Dodge Dealers Assn. Bob Donkin 
Dodge Custom Royal 500 17.5490 43.4382 SCDDA Joan Fischal 
DeSoto Firedome 2 18.9471 49.2339 Tom Dalby, Huntington Park, Calif. Myra Buchanon 
Pontiac Super Chief 4 18.8017 48.3955 Retzlaff Pontiac, Barstow, Calif. Lynn Paulette 
Studebaker President 19.2608 43.3224 So. Cal. Plating Co. Auto Accessories Div. Pete Novotny 
Oldsmobile 88 1 19.2377 50.5951 Yeakel Oldsmobile, Los Angeles Link Paola 
Mercury Montclair 18.1621 48.1613 Lincoln-Mercury Declers Assn. Fran Hernandez 
Edsel Pacer 3 19.2518 48.9044 Edsel Dealers Adv. Assn. Don Rice 
Edsel Pacer 5 19.0052 48.2209 EDAA Loretta Colange 
HIGH-MEDIUM-PRICE CLASS 
Buick Century 17.6698 47.9027 Al Parker Buick, Houston, Tex. R. M, Flanagan 
Chrysler New Yorker 1 21.0217 58.4928 Mel Alsbury, Hollywood, Calif. George Alsbury 
DeSoto Fireflite 18.2869 47.0751 McNeil-Stanley, Inc., East Los Angeles Ruth Doushkess 
DeSoto Fireflite 2 19.6573 51.9198 Hart Fullerton DeSoto, Santa Monica Hart Fullerton 
Oldsmobile 98 5 17.4849 48.2714 Yeakel Oldsmobile, Los Angeles Ray Brock 
Mercury Park Lane 4 174186 48.4367 LMDA Verne Hovle 
Mercury Turnpike Cruiser 3 18.8390 51.0536 LMDA Bill Stroppe 
Edsel Citation 17.2474 47.1114 EDAA Art Rene 
HIGH-PRICE CLASS 
Buick Roadmaster 4 17.4024 50.3234 Bill Murphy Buick, Culver City, Calif. Don Bridges 
*Imperial Crown 1 20.5821 62.7188 Mel Alsbury, Hollywood Mel Alsbury, Jr. 
Continental 2 18.0737 55.8884 LMDA Danny Eames 
3 17.9628 55.3927 LADA Nicky Griffen 








AVERAGE MILES PER GALLON, ALL CARS...........................18.7529 
AVERAGE TON MILES PER GALLON...............................---.---. 48.8693 


MEN: TON MILES 





Economy Run Winners— 


VOMEN: TON MILES aeeeeeneecseenees iT S447 — MPG 


49.2908 — MPG 





The Imperial Crown driven by Mel Alsbury jr., left, which won the overall Sweep- 
stakes Award in the Mobilgas Economy Run with 62.7188 ton-miles per gallon and 
the Chrysler New Yorker driven by Mel's brother, George Alsbury, which set the 
highest gasoline mileage of any of the 28 cors in the run (21.0217 m.p.g.) sweep 
across the finish line in front of the Galvez Hotel in Galveston, Tex. 


Dealers’ Promotion Aimed at Women 


PHILADELPHIA.—Two auto 
dealers are planning a month-long 
promotion directed to women. The 
promotions, co-sponsored by Ladies’ 
Home Journal, are being staged at 
Dave Reese Rambler, Drexel Hill, 
Pa. and Greenwald Plymouth, Inc., 
Akron. 


Theme for the promotion is 
“Every Day in May Is Ladies’ 
Day.” Plans include a fashion 
show devoted to travel and va- 
cation clothes as the kickoff 
event. 


At Dave Reese Rambler, the show 
was presented last week in the 
service department in the midst of 
a display of new Rambler models. 

The Akron show will be produced 
in the studios of WAKR-TV on May 
1 before a studio audience of 300 
and an expected viewing audience 
of more than 10,000 women. 

During May, both dealers will be 
conducting an essay contest for 
women. To compete for prizes 
which include vacation wardrobes 
and matched luggage, women will 
be asked to write in 50 words or 
less why they want a new automo- 
bile 

Other special events include a 

Car Care Clinic for women and 

a contest for the dealer salesmen 


been designed for the promotion 
by Ladies’ Home Journal and will 
dominate the showroom areas of 
both dealerships. These include 
blowups of Rambler and Plymouth 
advertisements appearing in the 


Blank Contracts 
Cost Helbig a 


15-Day Suspension 


CLEVELAND. — Helbig Auto 
Sales, used-car fitm operated here 
by Carl Helbig jr. has been given 
a 15-day suspension of its license 
by the state dealers’ and salesmen’s 
licensing board. 


The firm was found guilty of two 
charges of failing to give customers 
invoices listing all financial details 
of car purchases as required by 
Ohio law. 


Helbig’s attorney said he would 
ask for a stay of the suspension 
and would appeal the board’s find- 
ing. He said he would challenge 
the constitutionality of a rule de- 
signed to discourage the practice of 
having customers sign blank con- 
tracts. 


The firm faced similar charges 
in 1956 which, were later dropped 
due to insufficient evidence. 


magazine, cover blowups, themeatic 
banners and fashion displays. 

Extensive local newspaper adver- 
tising is being planned by both 
dealers and, in Akron, a saturation 
radio spot campaign is being used. 

These promotions are the result 
of a survey which showed that it 
is the wife who most strongly 
affects the planned time and pur- 
chase of a new car, the magazine 
said. 


Winerich Edsel Marks 


Its 55th Anniversary 

SAN ANTONIO. — The Winerich 
Motor Co, (Edsel) is observing its 
55th anniversary this week. It was 
established in 1903 by Frank Wine- 
rich, who purchased Woodward 
Carriage Co., 213 N. St. Mary’s St. 

The firm became one of San An- 
tonio’s first automobile dealerships, 
handling Austin, Cord, Hupmobile, 
Jeffrey, Pierce-Arrow and Willys- 
Overland. It was a Studebaker out- 
let for many years before becoming 
an Edsel dealership. 


Plymouths for Police 
ANDERSON, Ind. — Broadway 
Sales has sold 100 Plymouths to the 
Indiana State Police at a unit cost 
of $1,527. No tradeins were involved. 
About 100 used State Police cars 
will be sold at auction. 








18.8598 
18.4171 


N.C. Dealer Wins 


Reserve-Tax Suit 


U. S. Must Rebate 
1953-54 Collections 


TARBORO, N. C. — Another 
dealer victory over the Internal 
Revenue Service policy of taxing 
reserve funds has been scored here. 

Federal District Judge Don Gil- 
liam has ruled that the IRS must 
rebate taxes collected in 1953-4 
from Marine Chevrolet Co., Inc, 
Jacksonville, N. C. 

In February, Hine Pontiac won 
a similar ruling in a case tried 
in Dallas. The IRS has until May 
15 to decide whether to appeal 
the Hine case, which involves 
about $50,000 in taxes collected 
in 1953-54 and $75,000 in taxes 
levied for 1955-56 but not collected 
pending outcome of the suit. 

Whether the IRS will appeal 
either the Marine Chevrolet or 
Hine Pontiac rulings remains 
doubtful. Tax observers believe 
that the IRS is seeking to postpone 

as long as possible a finalizing de- 
cision by the U. S. Supreme Court 

The Federal Court of Appeals 
covering North Carolina already 
has reversed the IRS policy in an 
earlier case, but the Hine Pontiac 
suit was the first decided on any 
level in the Texas circuit. 

A western Circuit Court also has 
upheld the dealer position that 
dealer reserves are not taxable 
while the funds are on deposit with 
a finance company. 

In the Marine Chevrolet case, 
GMAC held the finance reserve 
funds. Judge Gilliam ruled that 
until GMAC elects to make pay- 
ments out of these accounts te 
dealers, amounts credited to the 
account are not available to the 
dealers and therefore are not 
taxable. 

Two other North Carolina dealers 
have brought similar suits in Fed- 
eral District Courts. 

Judge William H. Atwell declared 
in his Hine Pontiac award that “it 
is the soul and life blood of e# tax 
against the citizen that the citizen 
should have received something 
which justifies the tax.” 

The U. S. Tax Court has gene rally 
upheld the IRS position on d:aler 
reserve taxation. 
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...nas helped tip the scales 


in our favor many times” 


says BEV SMITH, Ford dealer, West Palm Beach, Florida 


*‘We are using CommerciAL Crepit as our house plan 
for a lot of reasons but primarily because of the high 
standards and broad vision of the CommerciAL CREDIT 


a Ae AI a iN ae nt a a a th A Races a ane 


organization. We have had experience with other big 


finance companies but our present setup is the best. 


Jom tto 


Our close working arrangement with their local 
= office people is one of our greatest comforts. We are 
getting deep penetration of our market because 
CommerciAL Crepit is highly competitive and wants 
us to be and I might mention that they don’t run 
when the going gets a little rough. The completeness 
and the popularity of their 7-Point Plan has helped 


tip the scales in our favor many times.” 
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ee. Commercial Credit dealers 
: are successful dealers 









Write or call our nearest office for complete 
information on the benefits of COMMERCIAL 
Crepit Pian. Why not do it today? 


ro wv & 







A service offered through subsidiaries of the 
Commercial Credit Company, Baltimore . . . Capital 
and Surplus over $200,000,000 . .. offices in principal 
cities of the United States and Canada. 
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He’d Whack Excise and Cut $100 Off Invoice .. . 


Senator Seeks Cheaper Cars 


By Frank Gawronski 
Staff Writer 
ENATOR PAUL DOUGLAS, 
Illinois Democrat, suggested 
last week that the Government, 
auto manufacturers and United 
Auto Workers join to cut car 


prices and get the assembly lines | 


operating again. 

The legislator, 
long an idol of 
labor, proposed: 

That the Govern- 
ment cut the 10 per- 
cent excise tax by 
more than one half. 

That the auto makers of the 
three most popular car lines cut 
their lowest price models by about 
$100 per unit. 

That both cuts be passed along) 
to car buyers. 

That the UAW take “these fac- 
tors into consideration and make 
its contribution to revival of the) 
auto industry at the bargaining | 
table.” 

“Watch my smoke,” Douglas} 
said. “If there is favorable reaction | 
to this idea from those involved, | 
Tll push for the whole program | 
this session.” 

ad = > | 

OUGLAS, who has strong pro- 

labor views, declined to name 
specific figures. He offered this 
hypothetical example of what his | 
proposal might do: 

Reduce the excise tax on cars | 


about $120 for low-priced, popu- 

lar units. 

Provide an additional $100 per 
unit by the manufacturer, the total 
| reduction to the consumer would 
be $220. 
| Any downward adjustment of 
| union scales would be added to the 
| total cut. 

“T think the resultant cut would 
be sufficient to give a waiting public 
incentive to, buy,” Douglas said. 

“I think the Government should 








lU. S. Steel Executive 


Sees Summer Upturn 


BOCA RATON, Fla.—An upturn 
in industrial activity during the 
summer was predicted last week 
by Marcus J. Aurelius, adminis- 
trative vice-president, U. S. Steel 
Corp. He said U. S. Steel studies 
indicate that the decline has 
reached its low point and that 
moderate summer gains will be 
followed by a further rise during 
the fourth quarter. 

Aurelius said the studies also 
indicate that auto manufacturers 
will produce more than 45 mil- 
lion cars this year, assuming a 
substantial pickup in the fourth 
quarter with introduction of 1959 
models. 





Auto Loan Delinquencies 
Show Rise, Bankers Report 


NEW YORK.— The delinquency | 
rate on auto loans and all other 
installment loans made by banks 
went up in February, according to 
a@ survey by the American Bankers 
Assn. 

Meanwhile, the American Col- 
lectors Assn. reported some im- 
provement in the first quarter of 


10 Appointed 
Volvo Dealers 
In Southwest 


HOUSTON. — Appointment of 10) 
Volvo dealers in the Southwest has 
been announced by Nils Olof 
Sefeldt, president of Swedish Motor 
Import, Inc. They are: 

Anderson Motors, Fort Worth; 
Jesse James Smith Servicecenter, 
Austin, Tex.; Leveridge Motors, 
Oklahoma City; Lone Star Motor 
Import, Inc., Houston. 


Couch Auto Sales, Ardmore, 
Okla.; Moore Motor Co., Bartles- 
ville, Okla; Ed Debrecht Motor 
Co., St. Louis; Spooner Motors, St. 
Louis; McLaurin Sales Co., Jack- 
son, Mo., and Pesha Auto Service, 
Tulsa, Okla. 

A complete line of parts and 
full service is offered by each 
dealer, Sefeldt said. 











Closing a Deal— 


To prove there's plenty of buying ac- 
tivity going on at its dealership, Brooks 
Plymouth, Jacksonville, Fia., has moved 
its closing table to the showroom window. 
On the closing table is a sign stating: 
“We Are Buying Plymouth.” Above, Brooks 
salesman, Bob Julian, closes a deal. 


1958 in the bill-paying habits of | 
those whose credit problems come 
to the attention of the nation’s 
bill collectors. 

The ABA survey showed that .733 
percent of all auto loans obtained 
directly from banks were delin- 
quent at the end of February. Of 


| the loans obtained indirectly, most 


of them through dealers, 1.543 per-| 
cent were delinquent. 

At the end of January, .662 per- 
cent of direct loans were delinquent 
and 1.379 percent of indirect loans 


take the lead. There would be no 
statutory compulsion on the part of 


the manufacturers or the union to 
cooperate. 


“But I believe the auto builders 
are honorable men, that the union 
is made up of honorable men. I 
think everyone involved wants to 
see the auto industry pulled out 


is the way to do it.” 


* * * 


possibility of drawing a blank 
at Ford in 1958 if it wins its de- 
mand for a share of profits. 


cated that profits will not be 
high enough to give workers a 
share should the union’s formula 
be adopted. 

The same holds true for Chrysler 
Corp., which had a first-quarter 
loss. General Motors profits also 


|} are expected to show a sharp de- 


cline from 1957. 

In current contract talks with 
the Big Three, the UAW is seek- 
ing a 25 percent share of profits 
before taxes if they exceed 10 per- 
cent of the company’s net worth. 

In Ford's case, it has a net worth 
of $2.15 billion and first-quarter 





profits before taxes of $45.4 million. 


Auto manufacturers normally ex- 


| pect to do little better than break 


even during the third quarter be- 


|eause of shutdowns for model 


changeover. Therefore, multiplying 
Ford's first-quarter profit figure by 
three gives the company a pro- 


jected 1958 profit of $136.2 million. | 


This is 6.33 percent of net worth. 
Under the union's plan, the fig- 
ure would fall short of the required 
10 percent figure. 
> 


EAN WHILE, the possibility | 


that the UAW may launch a 
new maneuver in its bid for public 
support in current negotiations 
with the auto makers was seen 
last week as the union’s 25-man 
executive board was summoned to 
a meeting in Detroit. 

It was the first board session 
since the start of the talks with 
the auto manufacturers. The 
officers heard a report on the 
progress of the talks to date. 


of its slump. It seems to me this 


HE UAW last week faced the! 


Ford’s first-quarter report indi- | 


It was reported that Reuther out- | 


were behind. At the end of Febru-|jined new strategy to give the 


uary last year, the percentages! ynion complete flexibility in the 
were 640 for direct and 1.344 for) light of the present economic 





Sanders Wins Brand Names Award— 


J. A. Sanders, left, Sanders Chevrolet Co., Watertown, S.D., received top honors 
in Brand Names Foundation's 1957 Brand Name Retailer-of-the-Year Competition, 
Certificates of Distinction runnerup honors went to, second from left to right, Harold 
B. Robinson, Harold B. Robinson Auto Sales Co. (DeSoto-Plymouth), Philadelphia; 
Gloria E. Taylor and Ethel T. Martin, Taylor Motor Co., Inc. (Dodge-Plymouth), King 
William, Va. Also winning Certificates of Distinction, but not shown, were: Applegate 
Chevrolet Co., Flint, and Raleigh Motor Sales (Pontiac), Beckley, W. Va. The five 
firms were among 134 in 25 retailing categories honored for their presentation of 
manufacturers’ advertised brands to the public during 1957. 





Se ac te i, el einer Hs 


GM Pays Curtice $621,1 00; 


Ford, Breech Get $370,000 


DETROIT.—Compensation of top| bined total of $2,853,610 in salaries 
executives of General Motors and)|and fees and $2,676,000 in supple- 
Ford Motor Co. during 1957 was| mental compensation. 
revealed last week in proxy state- Curtice’s bonus award is payable 
ment issued by the two firms. $62,225 in stock and $357,775 in 

GM President Harlow H. Cur- | C@Sh, with the award value of the 
tice received salary, fees and stock figured by GM at $41.10 a 
bonus awards totalling $621,100, Share. 
while Ford President Henry Ford Only two other directors were 
II and Ford Chairman Ernest R. | siven part of their bonus awards 
Breech each received $370,000 in in stock because of their ineligi- 
salary and supplemental compen- | bility to participate in a stock- 
sation. option plan introduced last year. 

GM estimated that Curtice’s total| They = Thomas H. Keating 
would drop to $107,351 after pay-| and Ivan L. Wiles. 
ment of Federal income taxes and| GM said they are ineligible be- 
making allowance for other taxable| cause they are too close to the 
income. “presumed” retirement age. 

Ford and Breech each had net; Keating was paid $146,200 in sal- 
compensation of $89,365 after de-| aries and fees, stock valued at $51,- 
duction of estimated taxes. | 745 and cash bonus of $263,255. 

GM said 1957 salaries, fees and | Wiles, who retired Dec. 31, got 
bonus awards for 60 directors and | $145,900 in salary and fees, stock 
officers amounted to $10,528,477, | Worth $42,744 and a cash bonus of 
of which $6,179,338 was in bonus 
awards which are paid in equal 
installments over five years. 

Ford said directors and officers 


$182,256. 
Other directors listed were: 
Albert Bradley, board chairman, 


indirect loans. 


Of the direct loans, .559 percent | 
were delinquent from 30 to 59 days| 
while .174 percent were behind for 
60 to 89 days. The comparable fig- 
ures for indirect loans were 1.183) 
percent for 30 to 59 days and .360) 
percent from 60 to 89 days. 

While most sections of the na- 
tion went along with the country- | 
wide increase in delinquencies in | 
February, there were some areas 
where the delinquency rate fell 
during the month. 

The Pacific Coast, Rocky Moun-| 
tain and Southwestern states all) 
showed lower delinquency figures 
on direct loans at the end of 
Febru than they did a month 
earlier. In the Upper Midwest, the 
delinquency rates dropped on in- 
direct loans during the month. 

The collectors report noted a rise 
in the association’s bill-paying 
index, the first in a year. 

However, the average number of 
repossessions made per agency 
nearly doubled between March, 
1957, and this March. There were 
125 repossessions per 100 collection 
agencies this March, compared with 
67 a year before. 

The collectors’ March survey 
showed these additional compari- 
sons with year-earlier figures: 

Average number of accounts 

referred per agency—772, up 19 

percent from the 651 in early 

1957. 

Average dollar volume per agency 
—$33,187, up 2 percent from $32,457. 

Total number of accounts on 
which the collectors were unable to 
make a collection —1,327, an in- 
crease of 12 percent over the 1,186 
total a year earlier. 


Wondering how new-car and truck pro- 
duction and sales are making out? AUTO- 
MOTIVE NEWS gives you the entire story, 
plus many other pertinent facts concerning 
the automotive industry, every week 
throughout the year. 


$120,367 in salary and fees only. 


Frederick G. Donner, $161,280 
salary and fees, $281,250 bonus. 

Louis C. Goad, $146,100 and $243, 
750. 

John F. Gordon, $121,200 and 
$217,500. 

Carl H. Kindl, $111,100 and $189,- 
000. 


of the company received a com- 


slump. 



































Used-Car Bulletin from Detroit .. . 


Latest Auction Prices 


1958, by Automotive News) 








(Copyright, 


Aptco Auto Auction. Sale every Wednesday. a M. Kyes, $110,500 and 
- . . 250. 

Apr. 28 Sm. |. San VOte $000", $B, SHON" || Cyrus R. Osborn, $110,900 and 
BU scien” aa ee ee ‘SS Fairlane conv., $1,025*; Victoria, || $210,000. 

'S6 Super 2-dr., $1,395* (ps), $1,- sees, Sree Grebe, Guten aon George Russell, $101,325 and $187,- 
365° (ps); Special Riviera, $1,125*, $810; Main 2-dr., $605, $560, $535. 600. 
$1,075°. ee - - : 

'S5 Super Hardtop, $1,105* (ps), ee ae $670°; Custom club Sherrod E. Skinner, $121,100 and 
$025°; RM Sar. 1.008" on): Bow ‘51 2-dr.. $280. os — $101,380 
cial conv., *; sedan, +. . 7 ° 7 harles . radelia, ’ 

. HUDSON — ‘55 Hornet sedan, $600; 
$875* (ps). Wasp 2-dr., $220. and $168,750. 


"54 Super Hardtop, $635°*. 


’53 Special 2-dr., $365*; Super sedan, Directors granted stock options 


LINCOLN — '57 Premiere club coupe, 


e153". $2,875° (ps). and the number of shares for each 
CADILLAC—'56 coupe de Ville, §$2,- MERCURY—'57 Monterey 2-dr., $1,- were: 
530° (ps). 350°. a ° Gan 
'55 (62) sedan, $1,690° (ps). ‘56 Montclair Phaeton, $1,400* (ps); Donner, 6,843; Goad, 5,928; Ger 
CHEVROLET—'58 Impala (8) sport custom conv., $1,215°. a don, 5,289; Kindl, 4,377; Kyes, 
coupe, $2,350*; Delray club coupe, 6 an see ere ; Mon- 2,463; Osborn, 5,109; Russell, 4,- 
-_~} 54 Monterey sedan,’ $500°., 560; Skinner, 5,289, and Stradella, 


"57 Bel Air (8) station wagon, $1,- 
880°, $1,775; conv., $1,785*; sedan, 
$1,750* (ps); Hardtop, $1,740*, 
$1,690°, $1,675; Bel Air (6) 2-dr., 
$1,355*; Two-ten (8) station wag- 
on, $1,440; club coupe, $1,315. 


"53 Monterey club coupe, $360°, 
"52 Monterey sedan, $285. 
OLDSMOBILE—'57 (88) Super Hard- 
top, $1,910*°; (88) sedan, $1,890*. 
‘56 (88) Super Hardtop, $1,670* (ps), 


4,104, 

GM said the option price is $35.25 
a share. Under the plan, the firm 
added, options to buy a total of 


’56 Bel Air OFS, $1,030; Bel $1,650° (ps), $1,455*; conv., $1,- || 369,861 shares were granted March 
Air (6) 2-dr., $850; Two-ten sedan, 595°; (88) sedan, $1,500*%; (98) i i i e 
$990; 2-dr.. $980, $825. club coupe, $1,550° (ps). 18 to 255 executives, including th 


officers and directors. 


’55 Bel Air sedan, $900*, $850, $810*, 
The Ford proxy statement showed 


$790*; conv., $960; Two-ten sedan, 


’55 (88) Super sedan, $1,290* (ps), 
$1,150*, $1,140° (ps); (98) sedan, 


$735*, $715; club coupe, $720. $910°. - 
96 fwoten statien waaen, G96: ‘54 (98) Hardtop, $870*, $835; sedan, || the following compensation of di 
dr., $470; Bel Air 2-dr., $390°, $775°. rectors and officers: 


John S. Bugas, $115,000 salary 
and fees and $120,000 supplemental 
compensation. 

Lewis D. Crusoe, $66,242 in salary 
and fees. 

Irving A. Duffy, $115,000 and 
$100,000. 

Benson Ford, $120,000 and $100, 
000. 

William C. Ford, $65,625 and $70,- 
000 


CHRYSLER — '56 NY sedan, $1,700* 
(ps); Windsor sedan, $1,495. 
DeSOTO—'57 Firesweep sedan, $1,660* 

(ps). 
"56 Fireflite 2-dr., $1,360° (ps). 
"55 Firedome sedan, $935° (ps). 
=~ Coronet sedan, $2,450* 
ps). 

"57 Coronet sedan, $1,470*. 
"55 Royal Lancer Hardtop, 
Coronet sedan, $715°. 

*54 Royal sedan, $355°*. 

*53 Coronet sedan, o, 
FORD—’ 57 Fairlane (8) 500 conv., $2,- 


PACKARD—’'55 Clipper sedan, $815*. 
"53 Clipper sedan, $255°, $230°. 
PLYMOUTH—’'58 Belvedere (8) Hard- 
top, $2,125* (ps). 
*57 Savoy club coupe, $1,400*, $1,- 
330° 


"56 Savoy 2-dr., $775. 
’55 Belvedere sedan, 
$770°. 
*54 Plaza sedan, $400°*. 
’53 Cranbrook sedan, $355; 
$285, $195. 
— Chieftain Hardtop, $1,- 


$790*; coupe, 


$1,095°; 
coupe, 


100*, $1,900°, $1,800*, $1,690; 56 Star Chief sedan, $930*. ; Goss 

Hardtop, $1,790*, $1,755*, $1,750°, '54 Chieftain sedan, $410°, William T. ett, $125,000 and 

$1,725*; Custom 300 sedan, $1.405°*, ’53 club coupe, $400°*. $145,000, 

$1,370, "$1,325. BLER —'56 station wagon, $1,- D. S. Harder, $150,000 and $165,- 
’56 station wagon, $1,175; Fairlane 380°. 000. 

sedan, $1,020*; Victoria, $ "54 sedan, $675. 


Robert S. McNamara, $97,500 and 
$150,000. 

T. O. Yntema, $115,000 and $120,- 
000. 


*Indicates automatic transmission or overdrive and (ps), power steering. 


Other Auctions Are on Pages 25, 28, 30, 32, 34. 
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Stainless Steel trim can help you sell 





r- 


‘- When you show a customer the handsome new Dodge, be sure to show him the 
5 25 Stainless Steel trim, and tell him about it. Stainless is the best trim material 

‘ef used on cars because it never wears out. 

4 Stainless Steel resists corrosion, so the trim stays bright and new almost forever. 
© It has steel’s hardness so it can stand the blast of cinders and stones from 

eal speeding tires. The shine is as thick as the trim itself because Stainless trim 

ary is solid Stainless Steel. 


People are already sold on Stainless Steel. Put it in your deal. 
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Called Step in Right Direction ... 


Price-Tag Bill Gains 
Support of Industry 


(Continued from Page 1) 


the enthusiastic interest and sup- 
port of the dealer body of America.” 

He added that “once the con- 
suming public becomes aware of 
the impact that this bill will have 
upon the marketing of automo- 
biles, you may rest assured that 
the general public will join with 
us in advocating the immediate 
enactment of this legislation.” 

He said the bill not only will 


establish stability and sanity in the) 


auto industry “but will be of a per- 
manent and most beneficial result 


so far as the general public is con-| 


cerned.” 

It was brought out that only six 
of NADA’s 55 directors opposed the 
bill. Rowland Kirks, NADA legis- 
lative counsel, said the opposition 
was based primarily on fears that 
the legislation would extend Gov- 
ernment regulation of the industry. 


Abbott said he didn’t believe the 
bill would place a burden on deal- 
ers or the factories. 

+ * * 
REDERICK J. BELL, NADA 
executive vice-president, sub- 

mitted for the record three fac- 
tory replies to NADA’s request that 
producers use and advertise uni- 
form delivered prices on a national 
| basis. 

This was a plank in NADA’s ac- 
tion program adopted at its Miami 
| Beach convention in January. 

GM President Harlow H. Curtice 
answered as follows: 

“The use and advertising of 
uniform delivered prices on a 
national basis has been consid- 
ered by us from time to time 
over the last two years. On two 
occasions a national delivered 
price was being considered but 





the price increases necessary to 
accomplish this were so substan- 
tial that the change could not 
be justified under existing mar- 
ket conditions. 

“Consideration has also been 
given to advertising manufactur- 
er’s suggested delivered prices. We 
are in favor of such advertising 
but we and our dealers generally 
recognize that this would be im- 


practical unless members of the 
industry independently adopt the 
practice.” 


Curitce said the “objectives of 
such a vrogram” might be possible 
under the Monroney bill if it were 
amended “to meet practical oper- 
ating problems.” 

+ + * 

HRYSLER CORP. President L. 

L. Colbert replied: 

“As you know, the industry in 
the postwar years has moved in 
the direction of each manufac- 
turer having uniform delivered 
prices on a national basis and it 
seems likely this trend will con- 

| tinue as time goes on. 


“The program that has taken 
| Dlace to date has been calculated 
| to minimize any adverse economic 
| effects that might result from the 
| dislocation that inevitably takes 








Doll-Up Kit for Fairlane 
Announced by Ford 


DEARBORN.—Ford last week 
announced an optional, factory- 
installed trim kit for Ford Fair- 
lanes. 

It includes gold anodized side 
moldings, chrome headlamp 
bezels, rear fender “ports” and 
gunsight ornaments for the front 
fenders. Suggested list price is 
$22.50. Ford also announced a 
dealer-installed spare-wheel car- 
rier for the Thunderbird, at a 
suggested list price of $132.95. 





place when sharp changes are 
made in long standing pricing pat- 
terns. 

“We have spent a great deal of 
time on this subject and have stud- 
ied many markets to determine the 
effect of uniform delivered prices. 
This question has been the subject 
of considerable debate in the past 
because of legal, economic and 
| other practical problems that arise 
when changes are made that tend 
|to favor one group of dealers and 
|customers to the detriment of 
| others.” 

Bell commented that he wasn’t 





Read what a few members say... 





“We've needed a national 
hook-up .. . referral system 
and the economy and pres- 
tige of a first-class national 
organization.” 

David T. Nesbitt 
David M. Nesbitt Motors, Lid. 
Kingston, Ontario, Canada 






FORD 


“We're proud to join such a 
strong and eminently suc- 
cessful group.” 

Louis J. Maher 

Maher Bros. 

Dallas, Texas 
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DeSOTO - PLYMOUTH 
“...a system such as this will 
have big advantages over 
the ordinary run of rental 
agencies.”” 
H.K. Frost 
Frost Rental & Leasing 
Systems, Inc. 
Glendale, California 


The system for 


new car dealers only 


@ Now over 250 members strong 
—the Cars Rental System has 
enjoyed incredible success because 
leasing and rentals are hotter 


than a red fox. 


Furthermore, the system makes 
an independent operation a fool- 


ish extravagance 


bers every business aid at vast 


savings. Isn’t it 


boost sagging profits by joining 


ns AU torized Dealers Rental And Leasing System 















“Our savings in securing the 
CARS’ business forms alone 
were greater than cost of 

joining system.” 

Earl Wallace 

Earl Wallace Motors, Inc. 

Detray Beach, Florida 


seminar .. 





















LINCOLN - MERCURY 


“Thanks for the data on 
‘conversion’ and credit cards. 
Enclosed note order for 
newspaper mat ads.”’ 

Roy Zwickel 
Mulroy Cars Rental 
System, Inc. 
Catskill, New York 


RENTAL 





cost other than 
by offering mem- 


time you plan to 
the session. 


“CARS RENTAL SYSTEM 
. certainly three 
days well spent.” 

W. C. Shelton, 
L. P. Steuart, Inc. 
Washington 5, D.C. 


... about America’s 


rental & leasing system! 


CADILLAC 


“I have had several inquiries 
lately regarding the CARS 
SYSTEM fran- 
chise. I am listing below deal- 
ers I know are interested . . . 
H. W. Eichner 
Galles Rental Leasing Co. 
Albuquerque, New Mexico 


the system directed by new car 
dealer-members themselves? 
FREE 3 DAY SEMINAR — 
Qualified dealers in prime terri- 
tories can get a complete indoctri- 
nation into the leasing and rental 
business and learn about the scores 
of benefits offered by CARS at no 


This Seminar starts May 5 in 
Fort Lauderdale, Florida. You 
receive a University certificate on 
Leasing and Finance at close of 






“Suggested LEASE RATE 
FORMS a big help . . . also 
explanation of the national 
credit card system.” 

Fred A. Leisse 
Metropolitan Leasing Co. 
St. Louis, Missouri 









dr. 


fastest-growing 






“Am sending our sales man- 
ager to next CARS semi- 
nar. Thank you for the rate 
information .. ."" 

J. L. Davies 
Allegheny Rent-a-Car Corp. 
Meadville, Penna. 










Phone collect 
assure your reservation. Attend- 
ance entails no obligation whatso- 
ever. Meeting limited to 80 guests. 

Phone John Stuart at 


LOgan 


Wem! 
travel expenses. 


4 


910 Sun 





Cars Rental System, Inc. 
Mailing Address: P.O. Drawer 7126-0 


Ft. Lauderdale, Florida 
































“... the growth of leasing 
business was too great to 
be ignored .. .”’ 
Cory Kammler 
Kammler Auto Lease 
Company 
Elizabeth, New Jersey 










“Your influence on bank cred- 
it and lower insurance rates 
sold us.” 

Albert Bear 
Ontario Automobile Co., Lid. 
Toronto, Caneda 
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CHEVROLET 
‘I was, frankly, skeptical. 
Your staff, speakers were a 
revelation. Much impressed, 
too, by the types of dealers 
who have joined.”’ 
H.W. Viner 
Viner Chevrolet, Inc. 
Denver, Colorado 


or wire now to 
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clear on what Colbert “was lriving 
at” in the latter remark. 
+ * * 
MERICAN MOTORS 
President George Romn« 


SORP, 
v indi- 


cated the company would try to | 


go along “with whatever 
ments are reached with other 
panies in the industry.” 

Roland Hughes, NADA direc. 
tor for Arkansas, testified the 
price bill would not result in fur. 
ther Government control over 
the auto industry but would be 
an instrument to “insure the con- 
duct of the retail automobile 
industry in the public interest,” 

He said the measure won't penal- 
ize any segment of the industry 
and would have the merit of stimu- 
lating “quality selling” by dealers 
and prompting the makers to pro- 
duce cars of greater quality. 

“The factory will have to keep 
abreast of styling, safety improve- 
ments, economy of operation and 
comfort,” he said. “The dealer will 
have to deliver the car in tip-top 
condition and provide the quality 
service to keep the car in opera- 
tion and satisfy his customer.” 

7 * = 


| ergy R. PURDY, president 
of the Ohio Automobile Deal- 
ers Assn., testified that the bill 
|would rule out “charlatan prae- 
| tices” by unscrupulous retailers 
| and help dispe] public misconcep- 


. 


Milner Urges 
Better Selling to 


‘End Recession 


NEW YORK.—Aggressive selling 

—not Federal spending or tax cuts 

is needed to end the recession 
and keep the nation’s economy on 
a high level, Industrialist Dumas 
| Milner said here. 


Milner heads a $100 million em- 
pire which includes several Gen- 
eral Motors dealerships in the 
South. He also is publisher of the 
Jackson (Miss.) State-Times. 


He warned that if the Federal 
Government tries to spend its way 
out of the recession, it would lead 
| the nation into “another economic 
pit.” Tax cuts and other forms of 
economic pump-priming can only 
prove harmful in the long run, he 
added. 


| What is needed, Milner said, is 
better salesmanship and more 
salesmen, preferably young persons 
| trained by professionals. 


igree- 
com- 





> DAYS 


If you've been thinking about en- 





tering a subscription to AUTO- 
|MOTIVE NEWS but 
it off, don't delay any 


have been 


putting 


longer. 


You have only 5 days from the 
date of this issue to be sure your 
new subscriptionincludes the 
AUTOMOTIVE NEWS ALMANAC. 


It's part of your regular subscrip- 
|tion and worth many times the 


$2.50 non-subscribers will have to 


| pay. 


Its 270 pages are packed with 
every conceivable item of infor- 
mation about the automotive 
industry. 


Use the subscription blank on the 
inside back page of this issue and 
subscribe today! 


Automotive News 
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"i Stainless Steel trim can help boost your sales 

‘7 The designers of the economy-conscious 1958 Ambassador line used a lot of 

: Stainless Steel trim. You can use that trim to help you sell. Make sure your customers 

see it and know that it’s Stainless Steel. Tell them why Stainless is the finest 
trim material used on cars. 

e Stainless trim doesn’t depreciate. \|t stays bright and keeps its new-car look for 
years because Stainless resists corrosion. You never have to polish it. Stainless is 
hard and tough so it doesn’t dent or scratch as easily as some of the trim on 

h | older cars. And the shine is as thick as the trim itself because Stainless trim 

, is solid Stainless Steel. 

e 
People are already sold on Stainless Steel. Put it in your deal. 

. United States Stee! Corporation—Pittsburgh 

{ American Steel & Wire—Cleveland 





National Tube—Pittsburgh 

Columbia-Geneva Stee!—San Francisco 

Tennessee Coal & iron—Fairfield, Alabama 

United States Stee! Supply—Warehouse Distributors 
United States Stee! Export Company 






(iss) United States Steel 
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How Dealers Are Promoting— 


Typical example of how dealers are getting behind the “You Auto Buy Now” 
Promotions is this poster installation at Monroe Ford in Silver Springs, Md. Bob 
Comfort is holding the ladder while Matt Senton and Mac McQuire prepare to hang 
the big outdoor banner. The dealer aid material is designed and produced by Merrick 
Lithograph Co., of Cleveland and Detroit. 




















What's New... 





continued, would be one mechanic 
to every 60 cars. 
* * = 


Fram Offers Wall Rack 


PROVIDENCE. —A new wall 
rack for stocking filter cartridges 
is now available from Fram Corp. 
The rack is designed to provide 
faster turnover, extra sales and 
instant stock control, Fram said. 

+ > = 


Recession Need Not Hurt 


Jobbers, NSPA Aide Says 


WINSTON-SALEM, N. C.—“The 
present slump in our national econ- 
omy need not adversely affect auto- 
motive wholesalers if they accept 
it as an individual challenge to 
their ability as businessmen in an 
chanics, Turner declared. industry with a vital function to 

“By 1967, if the ratio of cars to| perform,” was the view expressed 
mechanics increases at the same| by J. L. Wiggins, executive vice- 
rate, there will be only one me-| president of National Standard 
chanic for every 103 vehicles,” he | Parts Assn. in an address before 
said. The “healthy” ratio, Turner'the Virginia-Carolinas Automotive 


AUSCO JACKS BEAT 'EM ALL 
FOR SPEEDY SHOP SERVICE! 


We haven't time to fiddle with 
balky jacks in our business, that's 


Shortage of Mechanics 


Is Called ‘Crippling’ 


MINNEAPOLIS.—A growing 
shortage of auto mechanics is 
“slowly crippling our economy,” 
Mel Turner, director of the auto- 
motive instruction program for the 
National Standard Parts Assn., said 
here. 

Turner was here to address the 
spring conference of the Northwest 
Automotive Wholesalers Assn. 

Eight years ago, Turner stated, 
there were about 49 million vehicles 
and about 670,000 mechanics to keep 
them operating, a ratio of one 
mechanic to every 73 cars. Today 
the ratio is 87 cars to each me- 
chanic with a total of more than 67 
million vehicles and 775,000 me- 
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why we depend on Ausco. 


Swiveling wheels permit 
fast, easy positioning in- 















ee A CAPACITY FOR 
overioaa vaive pro- 
tects the jack. EVERY SERVICE NEED 





The fool- proof release 
valve protects me! 








You get speedy service on 
Ausco Jacks with Replacement 
Power Units. No need to send 
jacks back for repairs. Just 
order a new power unit, 

slip it in and return 
old unit for credit. 














Use genuine AUSCO Hydrav- 
lic Jack Oil in all hydraulic 
jack equipment. It's specially 
made to prolong jack life. Buy 





it in Pints, Quarts or Gallons. 






AUTO SPECIALTIES MFG. CO., INC. St. Joseph, Michigan 
Other Plants in Benten Herber and Hartford, Mich., and Windser, Ont., Can. 


In Parts and Accessory Distribution 


Wholesalers Assn. spring meeting 
here, 


4 
He pointed out that a substan. 

tially increased market for the | 
products sold through independent | 
automotive wholesalers was already 
in existence, and that past experi. 
ence had indicated that production 
and sales showed a steady increase 
throughout past business slumps 


and depressions. 
. 


+ * 


Bendix Prepares Special Kit 


For Cleaners’ Distributors 


SOUTH BEND.—A _ demonstra- 
tion kit for use by distributor 
salesmen in introducing the new 
Speedclene parts cleaner has been 
prepared by the Bendix Products 
division. 

Bendix said each kit contains a 
pail of speedclene with a special 
lock ring and lid, a dipping basket, 
parts hook, instruction sheet and 
painted metal strips for demonstra- 
tion Speedclene characteristics. It 
is a cold-immersion parts cleaner. 


* > 


Wagner Division Introduces 


Brake-Product Merchandiser 


DETROIT.—The Automotive di- 
vision, Wagner Electric Corp., an- 


nounced the marketing of a new | 


merchandiser containing various 7 
brake-product. : 


Metal merchandising cabinets 
measuring 6 feet by 3 feet by 1% 
feet are designed to stock and 
attractively display Wagner Lock- 
heed brake products, the firm said. 
Basic assortment consists of fiuid, 
cylinders, hose, stoplight switches 
and repair kits for popular model 
vehicles. 

> 


International Service Show 


Wins Approval of 3 Groups 

NEW YORK.—Officers and di- 
rectors of the National Standard 
Parts Assn., Motor & Equipment 
Wholesalers Assn. and Motor & 
Equipment Manufacturers Assn. 
have approved the holding of a 
jointly sponsored and operated 
national Automotive Service In- 
dustry Show in New York City 
Feb, 10-14, 1960. 

The three associations have 
taken this step because of many 
requests for a show, national and 
international in scope, with liber- 
alized invitations to include 
principal channels of distribution, 
according to John Reynolds, 
NSPA president. 

> 


> * 


NEWA Says Members Seek 


Probe of Auto-Bulb Pricing 


CHICAGO.—The Motor & Equip- 
ment Wholesalers said it has been 
asked by some members to request 
a Government probe of a situation 


” 


| in which manufacturers of automo- 


tive light bulbs allegedly are “forc- 
ing” wholesalers to sell their deal- 
ers at lower prices while the prices 
to wholesalers are being raised. 
MEWA said these members want 
the Government to determine 
whether the action constitutes price 
fixing in restraint of trade and 


| whether it could be a move to di- 


vert business “from independent 
automotive wholesalers to other 
channels of distribution to whom 
we understand bulb manufacturers 


are selling.” 


* * * 


New Building Planned 
DAYTON, O.—Seat Cover Jack, 


a seat cover and accessories firm, * 


is planning a new building at N. 
Dixie Dr. and Berwyck Ave., ac- 
cording to the owner, Jack Malo- 
vany. 


aa * 


Parts Firm to Move 


RICHMOND, Va.—Standard 
Parts Corp., an automotive supply 
firm, soon will move into new quar- 
ters at 500 Ninth. The firm now 
has offices at 1611 W. Broad and © 
1017 W. Graham. 

* 


AP Parts Honors Quitlet 


TOLEDO.—Motor Rebuilders & 
Parts has been awarded a plaque 
by AP Parts Corp. in recognition 
ef 2% years ef business association 
as a whelesale eutiet for AP. 
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| Studebaker 
Dealers! 





Stainless Steel trim can help you sell 


Point out the Stainless Steel trim on the beautiful 1958 Studebaker and tell your 
customers why Stainless is the best trim material used on cars. 


Stainless stays bright and clean for the life of the car. This trim is so/id Stainless 
Steel. Stainless resists corrosion and pitting so it stays bright without polishing, and 
it can take the blast of cinders and stones from speeding tires far 

better than any other trim material. 


People are already familiar with the excellent service of Stainless Steel in other 
products. Put the Studebaker’s Stainless Steel trim in your deal. 


= (ss) United States Steel 


United States Stee! Supply—Warehouse Distributors 
United States. Stee! Export Company 
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says an irritated Missouri con- 
sumer, “and the place to start 
eliminating the double talk is 
with the manufacturers them- 
selves.” 

A man from Colorado writes: 
“For several years it has been a 
travesty on honest business prac- 
tices whereby automobile dealers 
can make a secret out of the true 
retail price of their merchandise— 
and yet at the same time all other 
industries advertise their product 
and include therein the factory 
retail price.” 

But there is no wrath like that 
of a housewife up in arms. Writes 
one from New York: “Any careful 
buyer must at present spend hours 
in an attempt to get comparable 
(price) quotations, and in the end 
you find that the car you bought 
does not have some of the things 
you thought you were going to get. 

> = = 


‘Misled to Tune of $75’ 


‘T HAVE just been through this 
ridiculous form of shopping and 
I was misled to the tune of $75. 
“The present chaotic marketing 
arrangements must add to the 
price of cars since they waste 
the time of both the dealer and 
the manufacturers, and they 
provide for none of the protec- 
tions to the consumer that are 





AUTOMOTIVE WASHINGTON 
‘Fed-Up’ Consumers 


Praise Disclosure Bill 


By William Ullman 


Washington Correspondent 
7 facts stand out from the mail pouring into Senator 
Mike Monroney’s office regarding his price-disclosure bill 
—first, the widespread public interest engendered by the 
proposal and, second, the uniformly critical tone of the 
correspondents over present auto-marketing practices. 


o—_————— 
= path oe yeni i ae know if you are getting anything 


é near a fair trade.” 
points on the compass, from; aA St. Louis 
consumers in all walks of life, as|clothier com- 
well as from dealers. There’s gen-| plains: “The pub- 
eral agreement that present pricing |lic is getting fed 
is a “no-man’s land” of confusion | up with an indus- 
from the customer’s viewpoint and/try in which 
that the situation is damaging the | ‘caveat emptor 
industry’s reputation. should be the 

“The price of cars varies with | order of the day.” 
each dealer,” writes a doctor from “It’s high time 
Asheboro, N. C., “and you have to| the auto dealer 
be an automobile expert and have 








cut out the 


access to all types of prices to| double talk,” Wiliam Uliman 


1958 


commonplace in retailing today.” 

A man from Greenville, S. C., 
sums up his feelings about the 
price-tag legislation in a two-word 
communique: “Great idea!” 

But a finance company executive 
in Florida has a little more to say. 

“For an industry that directly or 
indirectly hires something like one 
out of every seven people in the 
U. S.,” he writes, “it undoubtedly 
has the most fouled up and un- 
realistic marketing. practices I have 
ever seen. 

“It is unfortunate that such a 
gigantic industry has come to rely 
completely on misrepresentation 
and gimmicks for a livelihood. The 
industry has absolutely lost all 
public confidence because of its 
merchandising practices.” 

+ * = 


Dealers Hail Proposal 


EALERS who have written in 
also favor Monroney’s legisla- 
tion. 

“Terrific!” enthuses one. “You 
are to be congratulated,” says an- 
other. A dealer association man- 
ager chimes in: “It (the bill) 
would cut out an awful lot of 
shenanigans and would enable a 
customer to perform the remark- 
able job of finding out the cost 








She'll help close the sale... when you show her 
the beauty and high-fashion styling in 
upholstery of Du Pont Nylon 


She has an eye for beauty .. . and it’s on upholstery of Du Pont nylon! 
What's more, she can’t miss the high styling, the fashion rightness 

Du Pont nylon brings to upholstery. Be sure to point out all these other 
advantages of nylon, too: x longer wear x easier care % the all-season 
comfort of woven fabrics nylon upholstery stays new-looking longer 
% a wider selection than ever of colors, textures, designs. Use all the 
sales extras Du Pont nylon brings to automotive upholstery . . . 

see how they impress prospects, help close sales! 


BETTER THINGS FOR BETTER LIVING. . . THROUGH CHEMISTRY 





Ninety minutes everybody 
will be talking about—the 


“Du Pont Show 
of the Month’’— 
Wuthering Heights 
May 9, 1958, 
9:30-11 PM, EDT, 
on CBS-TV 


REG. U. 5. PAT. OFF 


SELL UPHOLSTERY OF DU PONT NYLON 


ey 


of the car without pre, iously 
being pushed around.” 

A Georgia Chevrolet retaiier tolq 
the senator: “In the past one of 
the great objectives raised by dea}. © 
ers to such efforts as you propoge 
has been the old cry that we do | 
not want any additional Coverpn. 7 
ment regulations. 

“T am afraid that we haye 
reached the point where there igs 
no other alternative. We seem un. 
able or unwilling to eliminate that 
small percentage of our industry 
that persists in taking advantage 
of an unknowing public.” 

Some correspondents offer ideas 
about broadening the proposed 
legislation. A Baltimore attorney 
thinks it should encompass tires 
and other manufactured goods, and 
a housewife in Mobile, Ala., sug. 
gests it extend to used-car sales, 
However, she does not explain how 
suggested list prices could be set 
on this type of merchandise. 

* * * 





Tax Listing Proposed 


Mmweost frequent suggestion is that 
the windshield sticker itemize 
the amount of tax on a new car, 
especially the 10 percent Federal] 
excise levy. 

One dealer expresses concern : 
that failure to include disclosure | 
of the Federal excise will give re. 
tailers room to get around con- ‘ 
sumers. : 

“If some dealers were per- 
mitted to insert a figure sup- 
posedly covering the Federal 
excise tax,” he says, “I am afraid 
this would give them an oppor- 
tunity to again manipulate final 
retail prices of automobiles to 
the detriment of the buying 
public.” 

Another dealer in Virginia has a 
completely different proposal for © 
curing the industry’s ills—require 
a minimum down payment of one- 
third on time sales and limit pay- 
ments to 24 months. 

“If we had had a time limit on 
automobile paper for the past two 

years,” he contends, “this recession 
would not have hurt us half as 
bad as it is hurting.” 
= > > 
Safer, Cheaper Car Urged 
Ganacon WAYNE MORSE 

Oregon Democrat, thinks the 
auto industry should develop safer 
cars that cost less to operate. A ~ 
starting point, he says, would be © 
for the industry to sit down with | 
insurance companies, go over the 
records for the past 20 years and 
find out about the factors that 
“have run up the cost of cars and 
their upkeep.” 

In a Senate floor address, the 
senator declared: 

“It was once said that what 
America needs is a good five-cent 
cigar. I say what America needs 
is a good, safe, cheap automobile. 
The automobile manufacturers 
ought to talk to the housewives 
of America, who, by and large, 
really control the budgets of 
American homes. 

“The housewives could tell them 
a lot about the American automo- 
bile and what is wrong with it 
They would tell the manufacturers 
that what they should produce is 
not a massive car, with expensive 
equipment and great horsepower, 
which has become almost a deadly 
weapon on the highways of Amer- 
ica, but a car which can compete 
with the small foreign cars that 
are already beginning to be 4 
serious competitive threat to the 
automobile industry in America.” 

Morse said it’s the industry's 
business if it wants to lose out in 
the competitive race by a “stub- 
born refusal” to meet little car | 
competition, But, he added, it’s the | 
public’s concern when the industry 
continues to produce “deadly in- 
struments” of high horsepower that © 
kill 37,000 to 40,000 citizens yearly. 
Morse said he was requesting ® 
Senate investigation of the “safety 
problems involved in the manufac- 
ture of the modern automobile.” 


2 Measuring Devices 


Are Offered by Tesco 

MURRAY HILL, N. J.—Testing © 
Equipment Sales Co. has introduced ~ 
miniature low-capacity differential- | 
transformer-type load cells for | 
measuring weight, force, twist oF 
torque. 

The company also announced 4 
differential transformer balan:e oF 
scale electronic amplifier kit for 
recording, indicating or controlling 
weight measurements. 
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BENDIX SELF-ADJUSTING BRAKES ADD 
TO THE SAFETY AND ECONOMY OF THESE TWO GREAT CARS 


Mercury and Edsel for 1958 feature 
Bendix’ latest development—brakes that 
adjust themselves! 

The new Bendix* Self-Adjusting Brakes 
not only save the bother and expense of 
periodic brake adjustments but are safer, 
too. Stopping power is maintained at 
maximum because all four shoes are 
always correctly adjusted. And the driver 
is assured of effective brake applications 
because there is always maximum clear- 
ance between pedal and floor. 


Bendix tivisioxn South Bend, wo. a 


Reasons such as these make Bendix 
Self-Adjusting Brakes a real sales feature 
for any car. We predict you will hear 
more about them in the years ahead. 

For over thirty years Bendix Products 
Division has demonstrated its ability not 
only to meet, but to anticipate the needs 
of the automotive industry. From four- 
wheel brakes to power braking and 
power steering, Bendix has pioneered 
and developed many of the industry’s 


most notable advancements. 
*TRADE MARK 








When shoe clearance exceeds a predeter- 
mined amount, a ratchet sets up the star wheel 
adjuster one notch as the brakes are applied 
while the car is in reverse. This automatically 
compensates for lining wear, adjusting the 
shoes to exactly the right fit within the drum. 











14 : 


AUTOMOTIVE NEWS, APRIL 28, 1958 








(Established in 1925) 


Member Published Every Monday by Member 
* SLOCUM PUBLISHING COMPANY, INC. @ 
@ DETROIT 26, MICH. 


Cable Address—AUTNEW, Detroit 


2666 Penobscot Bidg. Telephone WOodward 3-0495 
New York Washington Chicago Los Angeles 
51 E. 42nd St. 912 Colorado Bidg. 360 .N. Michigan Ave. 1800 W. éth St. 
Murray Hill 7-687! National 8-4303 State 2-6273 Dunkirk 3-0303 


- Publisher—George M. Slocum (1889-1949). ~F. 
Chairman of the Board—Mrs. George M. Slocum. 
Editor & General Manager—Pete Wemhoff. Editorial Director—Robert M. Finlay. 
Service & Truck Editor—J. C. Weed: News Editor—Maynard M. Gordon. 
Associate Editor—Robert M. Lienert; Engineering Editor—Joseph M. Callahan. 
Washington Bureau Chief—William Ullman. 
Editorial Associates—Martin L. Whitmyer, Frank Gawronski, John K, Teahen jr., 
Kenneth C, Kelley jr., John E. Walsh, Agnes Stewart, 
Dolores Augustine, Jean Rowles. 
Business and Advertising Manager—Richard L. Webber. 

Advertising: New York—Edward Kruspak, Advertising Director, Ray Billingham and Howard 
=". ir; Chica: . Goldstein, Manager, and William Gallagher; Angeles— 
obert H. Deibler; Michigan-Ohio—William R. Maas and Roy Holihan. 

Promotion & Research Director—Jared W. Finney, Advertising Production—Carol LeVeque, 

Manager; Beverly McLaughlin, Assistant. 
r—Eleanore Whalen; Circulation Dept. Manager—Lucy Matney. 
Advertising Dept. Manager—Eileen Parsons; Mechanical 
Superintendent—Samuel Pinkis. 


RESIDENT CORRESPONDENTS: Akron —Joe Kuebler; Albuquerque—John D. McKee; 
Atianta—E. C. Bash; Atlantic City—F. W. Schwarz; Austin, Tex—J. R. Hornaday; Baltimore 
— Kate Savage; Birmingham, Ala.—Stuart Riddle; Boston — Guy Livingston; Buffalo — 
G. E. Toles; Chicago—Wm. M. McCarty; Cincinnati—Frank Kappel; Cleveland—Sanford 
Markey; Columbus—Bert Strang; Dalias—C. K. Cates; Denver—ira Alexander; Des Moines— 
F. W. Lazell; Harrisburgq—George Shelley; Houston—Ruby Fenoglio; Indianapolis—C. L. 
Kern; Jefferson City—L. H. Houck; Little Rock—Inez McDuff; Los Angeles—Slim Barnard, 
William Carroll; Louisville—A. W. Williams; Lowell, Mass.—Charles Sampas; Madison— 
John Wynaeerd; Manchester, N. H.—Guy Langley: Marthaville, La—E. E. Gentry: 
Miami—G. S. Connell; Minneapolis—Donald Lyons; Montgomery, Ala.—William Lynn; New 
Jersey—Bethune Jones; New Orleans—Gordon Hebert; New York City—Ed Brown; Oakland, 
Calif.—Steve Still: Oklahoma City—M. L. Risen; Omaha—A. R. Oleson: Pawtucket, R. I.— 
T. L. Forbes: Philadelphia—Allen Sommers; Phoenix—Sheldon A. Engel: Pittsburgh—L. M. 
Leffinqwell: Portland, Ore.—E. W. Peterson: Providence—Ruth M. Eddy: Rochester, N. Y. 
—William Hackman; Salem, Ore.—F. K. Haskell: Salt Lake City—Dan Valentine, W. F. Smiley; 
San Antonio—J, H. Reed: San Francisco—Leon Pinkson: Seattle—Martin Trepp: South Bend— 
L. E. Dunkin; Spartanburg, S$. C.—L. D. Bray; Springfield, 11.—C. C. Hall; St. Louis—Sam 
X. Hurst; Tacoma—Robert E. Sconce; Utica, N. Y.—Calvert L. Asher; Wamego, Kans.—G. M. 
Hunholtz. 

FOREIGN CORRESPONDENTS: European Correspondent—George L. Glaser: Brussels, Bel- 
gium—John W. Ashton; Lethbridge, Alberta—G. A. Yackulic; London, Eng.—F. C. Livingstone; 
Mexico City—Dougles Grahame; Milan, Italy—Antonio Giordano; Montreal—Jules Larochelle; 
Paris—Henry Altimus; Sydney, Australia—H. Bowden Fletcher; Tokyo—Stuart Griffin; Toronto— 
James Montagnes; Vancouver, 8. C.—F. H. Fullerton. 


Subscription: United States and Canada, one year $8, two years $/4. 
All other countries one year $12, two years $20. No Free List. 
Copyright, 1958, Slocum Publishing Co., Inc. All Rights Reserved. 


Entered as second-class matter Post Office, Detroit, under Act of March 3, 1879. 
Member of Audit Bureau of Circulations and the Associated Business Publications. 
Advertising Rate: See Standard Rate and Data, or write for rate card. 


AUTOMOTIVE NEWS PLATFORM 

11. Fair and equitable contracts between manufacturers and dealers in 
motor vehicles, parts and accessories; 

7 2. Every dollar of ine and oj! taxes, collected by states and federal 
governments, appli to the building and maintenance of highways; 

{ 3. Guard the precepts of individual freedom, which made the U. S. A. 
eo more of the better things of life than anywhere 
else in world. 


Office Mana 
Classi 








AUTOMOTIVE 
w 


oO 
t 
a 
t 
£ 
az 








iy tt the Sixe or the Quolity. 
That Attracts: Public? 


> noted with interest the uproar over President 
Eisenhower’s remarks that people are becoming “dis- 
enchanted by a few items that have been chucked down their 
throats.” 

The President urged manufacturers to give the people 
the things they want, rather than the things the makers 
think they want. 

The auto makers—and most of us agree that the President 
had the auto makers in mind—would be more than happy to 
give the public what it wants, but they can hardly do more 
than give what they think the public wants. 

Keeping in step with the public is not as easy as it seems 
from hindsight. There are times when it seems that the 
public shifts direction faster than a politician. 

_ And there are times when the public seems to be shifting 
' direction while going the same way. 

We refer to all the hullabaloo over the smaller cars at 
the same time that the Chevrolet, which has always pushed 
the big-car package, is enjoying marked success in a cold 
year. 

And while we are cheering on the smaller cars as much as 
anybody, being wholeheartedly dedicated to competition, we 
aren’t overlooking the fact that Chevrolet with its big car 
will outsell all the small cars put together in 1958 by some- 
thing like four to one. 

At the same time, we have a firm faith in the rightness 
of the public choice. The public is not fooled for long. If 
the public rejects one car for another, we are convinced 
that the public is right in doing so. 

No amount of fancy or high-pressure advertising will long 
= the public that a car is well built, if it is poorly 

uilt. 

And we think that one of the factors in the success of 
the import cars and a few of the American makes is that 
they are taking seriously the public demand for quality 


In short, we have a hunch that the public isn’t so much 
concerned about the size of cars as it is about the quality 
of cars. 








Events 


Dealer Conventions 


April 27-29—Automobile Dealers Assn. of 

— Buena Vista Hotel, Biloxi, 
Ss. 

Apr. 27-30—North Carolina Automobile 
Dealers Assn., Pinehurst, N. C, 

May 45—South Dakota Automobile Deal- 
ers Assn. Alonzo-Ward Hotel, Aberdeen. 

May 5-7 — Joint Convention, Washington 
State Automobile Dealers Assn. and 
the Motor Dealers Assn. of British 
Columbia, Empress Hotel, Victoria, B. C. 

May 8&9— Oregon Automobile ‘ Dealers 
Assn., Eugene Hotel, Eugene, Ore. 

11-13— Idaho Automobile Dealers 
Assn., Lewiston, ida. 

May !1-13 — lowa Automobile Dealers 
Assn., Ft. Des Moines Hotel, Des Moines. 

May 1/-14—36th annual convention, Auto- 
motive Engine Rebuilders Assn., Shera- 
ton-Park Hotel, Washington, D. C, 

May 12-13—Pennsylvania Automotive Assn., 
Hadden Hal! Hotel, Atlantic City, N. J. 

May 13-14—Massachusetts State Automo- 
bile Dealers Assn., Statler Hotel, Bos- 


ton. 

May 17-19—South Carolina Automobile 
Dealers Assn.. Ocean Forest Hotel, 
Myrtle Beach, S. C, 

May 18-20—Texas Automotive 
Assn., Galvez Hotel, Galveston. 

May 21-22—Missouri Automobile Dealers 
Assn.. Hotel Muehlebach, Kansas City. 

May 28-29—Kansas Motor Car Dealers 
Assn.. Town House Hotel, Kansas City, 
Kans. 

June 2—Delaware Automobile Dealers 
Assn., Henlopen Hotel, Rehoboth Beach. 

June 3-5—Spring Meeting, New York 
State Automobile Dealers, inc., Gros- 
singer's, Grossinger, N. Y. 

June 6-7—New Mexico Automobile Deal- 
ers Assn., Ruidoso, N. M. 

June 8-9—Automobile Dealers Assn. 
Indiana, Mirott Hotel, Indianapolis. 

June 13-15— Annual Summer Meeting, 
Automobile Trade Assn. of Maryland, 
Commander Hotel, Ocean City. 

June 15-17—Tennessee Automotive Assn., 
Noel Hotel, Nashville. 

Aug. &9—Montana Automobile Dealers 
Assn., East Glacier Hotel, Glacier Park, 
Mont. 

Aug. 13-15—Automobile Dealers Assn. of 
West Virginia, Greenbrier Hotel, White 
Sulphur Springs. 

Aug. 17-18—Georgia Automobile Dealers 
Assn., General Oglethorpe Hotel, Sa- 
vannah. 

Sept. 57—Maine Automobile 
Assn., Eastland Hotel, Portland. 

Sept. 7-9—Colorado Automobile 
Assn., Antlers Hotel, Colorado 

Sept. 7-9—Wyoming Automobile 
Assn.. Lander, Wyo. 

Sept. 8-9—Minnesota Automobile Dealers 
Assn., Leamington Hotel, Minneapolis. 

Sept. 14-16—Michigan Automobile Dealers 


Dealers 


of 


Dealers 


Dealers 
Springs. 
Dealers 


Assn.. Pantlind Hotel, Grand Rapids 
Sept. 18-20—Arkansas Automobile Deal- 
ers Assn., Hotel Marion, Little Rock. 


Sept. 21-22—Kentucky Automobile Dealers 
Assn., Inc., Sheraton-Seelbach Hotel, 
Louisville. 

Sept. 21-23—Ohio Automobile Dealers 
Assn. The Neil House, Columbus. 

Sept. 21-23—New York State Automobile 
Dealers, Lake Placid Club, Lake Placid. 

Sept. 21-23—Automotive Trade Assn. of 
Virginia, Cavalier Hotel, Virginia Beach. 

Sept. 21-23—New York State Automobile 
Dealers, Inc. 35th Annual Convention, 
Lake Placid Club. Essex County, N. Y. 

Sept. 30-Oct. 2—New Jersey Automotive 


rade Assn.. Chalfonte-Haddon Hall 
Hotel, Atlantic City. 
Oct. 19-2i—Florida Automobile Dealers 


Assn., Eden Roc Hotel, Miami Beach. 
Nov. 8-10—Texas Independent Automobile 
Dealers Assn., Texas Hotel, Fort Worth. 


Nov. 12—Connecticut Automotive Trades 
Assn., Hotel Statler, Hartford. 
Nov. 16-18—Mississippi Automobile Deal- 


ers Assn., Buena Vista Hotel, Biloxi. 
Dec. 3—Utah Automobile Dealers Assn., 
Newhouse Hotel, Salt Lake City. 
* * * 


Auto Shows 


Nov. 5-16—Turin Auto Show, Turin, Italy. 
Jan. 10-17—Pittsburgh Auto Show, Hunt 
National Guard Armory, Pittsburgh. 
Jan. 17-25—Chicago Auto Show, Inter- 
national Amphitheatre, Chicago. 
Jan. 22-27—Tampa Auto Show, 

Hesterly Armory, fempe. 


Fort 


General 
13-17 — Rod and Custom World's 
Industrial Arts Bidg., Eastern 
Stetes Exposition, West Vringhield, 
ass. 


May 1!-8—American Society of Tool En- 
ineers, 26th Annual Meeting and Tool 
how, Convention Center, Philadelphia. 

May I1-l4—Annual Convention, Automo- 
tive Engine Rebuilders Assn., Sheraton- 
Park Hotel, Washington, D. C. 

May 15-18—National Truck, Trailer and 
Equipment Show, Great Western Exhibit 
Bidg.. Los Angeles. 

May 26-27—N-A-P-A National Business 
Conference, Sheraton-Fontenelle Hotel, 
Omaha. 


20 Years Ago eae 


Aug. 
Fair, 


Automotive Cartoon 


Of the Week 









Letterbox 


‘A Big Laugh 


‘What the People Want 

When President Eisenhower said 
to the press conference, “If the 
manufacturers would give what the 
people want,” etc., was he referring 
to the car makers? The press boys 
thought so and asked Jim Hagerty, 
but he answered only with a smile. 


Now not long ago, at least two 
presidents of the Big Three told 
the Congressional committee “We 
are giving the people what they 
want,” which made a big laugh 
for a lot of us. Most of us have 
been threatening rebellion for a 
long time. We have: been incensed 
with the decision to make cars 
longer, wider, lower, harder to get 
into and with a ground clearance 
going down, down, down. 

My 1957 Belvedere sedan, with 
more clearance than this year’s 
cars, smashed a muffler on a gravel 
road last year and could not get 
into a farmer’s yard. Another man 
lost his oil plug, while another 
one told me he hit one of those 
high, steep railroad crossings that 
have a short, high grade up and 
down and that he hung up on top 
of the rails. Were these people 
mad? 

In the North I found people con- 
demning the very low clearance 
cars because of impossibility of 
going through snow to get to main, 
ploughed out highways. The 1958 
Plymouth is quoted by Consumers 
Reports as having a ground clear- 
ance of five inches on one model, 





The Big Stories 


The biggest Plymouth seven-passenger car “ever built” was added 
to the company’s 1938 line. A four-door touring sedan with builtin 
trunk, the model had a wheelbase of 132 inches, and measured more 
than 214 inches from bumper to bumper. The car featured auxiliary 
seats which folded away in the back of the front seat; providing ac- 


commodation for three passengers. 


Four-speed cars with automatic overdrive transmissions which 
would make smaller engines practical were suggested as a means of 
cutting the costs of cars. “A smaller engine would reduce the size, 
weight and cost of everything from the engine itself back to the 
rear axle,” said S. O. White, chief engineer, Warner Gear Co. 

Price reductions, ranging from $40 to $92 on sedan models, were 
announced by Graham-Paige Motors Corp. in a “deliberate attempt on 
the part of the company and its dealers. to: stimulate business.” 


‘ 


—From the files of Automotive News. 





This is an open forum for the discussion of any subject of interest to our 
readers, and your letters are welcomed. No attention is given to unsigned 
letters but you may sign your name with the assurance that it will not be 
used, if you so request. Address Editor, Automotive News, Detroit 26, Mich. 









9 
. . o . 7 . o 






|5.3 inches on another. I will not 


buy, of course. 

Then the mania for great horse- 
power aroused all of us, because 
high horsepower meant great fuel 
consumption. Then the V-8 cars are 
so crowded under the hood that no- 
body can change spark plugs or 
do other small upkeep items, so 
—high-priced mechanics must be 
employed, which no prosperous 
farmer or the average working man 
or others can afford. 

No more V-8s for me. I like to 
baby my car and look after it and 
when I found I could no longer do 
that and get necessary exercise, I 
was completely antagonized. 







Romney was the only one with | 


his ear to the ground; he heard 
the rumblings of rebellion—and is 
now prospering amazingly with his 
Rambler cars ... 

The only winner in American 
cars is Rambler, because Romney 
gives the people what they want 
and can afford to keep up. Of 
course, the small foreign cars are 
coming in with a rush, but they 
only have four cylinders, while the 
Ramblers have six. 

The Jaguar is a six and goes 
from 0 to 60 miles in just 11 sec- 
onds, while giving one horsepower 
for each cubic inch of displace- 
ment, Why can’t we compete with 
that? Jaguar not only has light- 
ning pickup, but gives 24 to 27 
miles per gallon at 60 miles speed. 

Things are looking blacker and 
blacker for the Big Three’s huge 
cars, so possibly they will listen to 
the voice of the people and get 
back on their feet. — Gerorce F. 
Waker, president, Valley Jitney 
Jungle Co., Brownsville, Tex. 

* * * 


Ad Effort Called Statewide 


Thank you so much. for includ- 
ing the item in your Dealer Forum 
column March 3 on the advertising 
effort which we have worked with 
in Des Moines. 

I merely wanted to explain that 
the effort is statewide, and not 
limited in any way to Des Moines. 

The Des Moines dealers, of 
course, are welcome to participate, 
but we have a feeling that the 
larger good is being accomplished 
because of the fact that the activ- 
ity is being taken up with interest 
all through the State of Iowa— 
Hersert O. Tscuupy, executive di- 
rector, Iowa Daily Press Assn. 
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Only Rambler Dealers Sell 

| The Car That Tom McCahill 
| Describes In The Phrase... 
| 
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“There Isn’t A Better Bu 
In The World Today!” 


66 During the course of the year I receive hundreds of letters asking why 
American manufacturers don’t build small, economical cars put together 
properly. Well, now one manufacturer has done it. The Rambler American 
.. is an ideal-size small family car. It’s as good looking as any of the small 
imports I know and better looking than most. It will give up to 30 miles ona 
gallon of gas (and more with Overdrive) and will outperform any imported 
sedan selling for under $2,000 except in the cornering department . . . the 
Rambler makes such good sense. There isn’t a better buy in the world today! ” 
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Tom McCahill, Automotive Test-Reporter for 
MECHANIX ILLUSTRATED MAGAZINE 
May, 1958 
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“| And Look At This... 
=| Rambler Dealers 


3 Can Sell The 


:| Rambler American 
FOR AS LITTLE AS 


Me 
Lza> Us AEX, o>. sti 
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* Yes, you can sell a Rambler American DeLuxe 
Sedan at the full factory suggested price, equipped 
with Directional Signals, Reclining Seats and White 
Sidewall Tires—including finance charges at 6% 
on a 36-month contract, % aown, for $40.10 a 
month. This of course, does not include freight, 
insurance or state and local taxes. 


In Canada write to: American Motors (Canada) Ltd., 2951 Danforth Ave., Toronto 


The new Rambler American is the one 
car that is here by popular demand. 
It offers the top economy of all 
American-built cars . . . costs less than 
many foreign small cars and has more 
room than any European small car. 


And only Rambler dealers sell it! 


With the introduction of the new 
American, Rambler dealers enjoy the 


MAIL THIS COUPON TODAY! 


market advantage of the broadest line 
of fine compact cars under one roof in 
the industry. The Rambler American, 
Rambler 6, Rambler Rebel V-8 and 
270-Horsepower Ambassador V-8, plus 
the Imported Metropolitan “1500” 
completely blanket the field. 


Wouldn’t you like to sell Rambler— 
1958’s hottest sales success? 
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Engineering - Production - Materials 


A Monthly Section Describing and Interpreting Technical Developments 





Researchers Constantly Busy .. . 








Are Brakes Adequate? 


— question, “Are the brakes 
on today’s cars adequate 
brings many interesting and con- 
tradictory replies. 

The top engineer for a brake lin- 
ing manufacturer said, “Everything 
the auto manufacturers have been 
doing in recent years’ consists 


merely of stopgap measures that) 


temporarily solve their problems. 
The only real solution is to find 
some way to remove the heat at 
every stop.” 

A dissenting view comes from 
the chief engineer of a major 
auto maker. He asserted, “I don’t 
think our brakes are as bad as 
some people say. Sure, we have 
some fads and stability prob- 
lems, but only under certain con- 
ditions and in certain areas.” 

Regardless of who is right, the 
auto makers are steadily improving 
the performance and durability of 
their brakes and they and their 
suppliers are doing a tremendous 
amount of brake research and de- 
velopment. 

Whether the brake improvements 
are keeping up with other engi- 
neering and styling changes—such 
as the bigger engines, heavier over- 
all weight, smaller wheels, lower) 
bodies, higher-speed rear axles and | 
more fluid transmissions—is an- 
other question. 

* > > 


EPLYING in the negative to 
this question some time ago, a} 
Society of Automotive Engineers 
speaker said that if the brake ca- 
pacity of the 1947 cars was to be 
maintained in current cars, about | 
46 percent more braking capacity 
would be needed because of the 
added weight and higher speeds. 
He added that the problem was 
also accentuated by styling 
changes, such as brakes tucked 
further into wheels, wheels cov- 
ered with sheet metal and decora- 
tive wheel covers. 
Although there is disagreement 
on the severity of the problem, 
it is generally agreed that the 


Atom Harnessed 
For Producing 
Better Batteries 





9»! 





yas Isotope, which is expected 

to be’ used for scores of ap- 
plications in the auto industry in 
the years to come, has now been 
harnessed for the production of 
better batteries. 

Price Battery Corp., which op- 
, erate five plants, has begun the 
operation of a measuring head that 
automatically controls the accuracy 
and uniformity of auto battery 
plates. 

The measuring head, which is 
mounted on a plate-pasting ma- 
chine, contains a Strontium 90 
Isotope, one of the most stable 
radioactive materials known, It 
emits Beta rays. 

As the plates pass between the 
head and the receiver, the amount 
of restriction caused by the plates 


No, 1 brake concern is too much 
heat buildup in the brake drum. 
Heat produces these problems: 

1. Fade—the gradual elimination 
of braking ability because of re- 
peated brake applications without 
giving the linings a chance to re- 
cover. However, most people feel 
that a certain amount of controlled 
fade is desirable because it warns 
the driver that his brakes are los- 
ing their efficiency. But quick re- 
covery is still worthwhile. 

One engineer defined “fade” as 





a change in friction, resulting in a 
hardening of the brake pedal. He 
said recovery was “the general abil- 
ity of the brake lining to return 
to its normal consistency.” 

* oe * 


Testing Fade Resistance 


© CHECK the fade resistance 

of a set of brakes, the auto 
makers test their vehicles with a 
series of “fade stops” which con- 
sist of quickly accelerating to 70 
miles an hour, then almost stop- 
ping the car and then again accel- 


, erating to 70. 


The engineers feel that about 10 


:|fade stops without too much loss 


by Joseph M. Callahan 


Tool Leasing Heads 
For Further Growth 


trend in the automobile industry 
toward the leasing of machine tools 
and metal forming equipment. 
The leasing of this manufactur- 
ing equipment by both auto makers 
and auto suppliers has grown from 


| practically nothing in 1948 to $1 


million worth of equipment in 1953 
to about $7.2 million currently. 

William R. Heins, president of 
United States Leasing Co., prob- 
ably the largest leasing firm of 
this type, expects that the current 
figure will double within the next 
four years, barring any serious 
economic upset. 

Largely responsible for the leas- 
ing trend in the auto industry is 
that its growing competitiveness 
places a high premium on (1) the 
ability to switch quickly to the use 


« 
of new machinery for the produc- - THE final 


(Continued on Page 24, Col. 1) 


is measured electronically and is| . 


continuously recorded on a visual 
chart. The smallest variation is 
recorded, activating an electronic 
circuit which automatically adjusts 
the pasting machine to’ correct the 
variation. 

William F. Price jr., president of 
Price Battery, said that never 
before has it been possible to mea- 
sure and control plate accuracy 
and uniformity so closely. 

He claimed that this AccuRay 
System, which is manufactured by 
Industrial Nucleonics Corp., will 
provide battery power, performance 
and life not possible before. 


Ford Division's Matthias and Copp— 


of braking ability is satisfactory. 
This type of braking is much 
harder on the brakes than are com- 
plete stops. 

2. Washout—caused by excessive 
drum expansion. This is quite seri- 
ous but not as common as fade. 

3. Excessive brake lining wear. 
One authority estimated recently 
that 80 percent of lining wear is 
caused by heat and 20 percent by 
actual use. 

Another important brake prob- 


Testing Seats— 


This seat cycle test machine was developed by engineers at Fisher Body divisi 
General Motors Lorp., to test the wearing quolities of cor seat fabrics and paddi 
Also known as “Squirmin' Irma,” the machine has two 150-pound saddles which 
on the seat and are “squirmed” 25,000 times. In another test, the saddles 


| front wheels or between the front 
jand back wheels. This results in 





| creases, the percent of front brak- 
|ing should increase, ranging from 


lem is the loss of vehicle stability 
caused by an incorrect distribution 
of the braking job between the two 





swerving or rear-end skidding, 
As the deceleration of a car in- 


| 56 percent at low-speed stops to 80 


| percent in panic stops—deceleration 
ya the past 10 years there | of about 29 feet per second. 
has been a small but growing > = & 





NEW product, laminated vinly- 
metal, has suddenly caught the 


A 


sibly the ideal hard-surface ma- 
terial for the interior trim of a car. 


OISE is an additional brake 

problem, although many of the 

solutions proposed to solve the 
(Continued on Page 22, Col. 1) 


Matthias’ Week at Ford... 


Engineering the Product 


Eprror’s Note: This is the third 
in a series of articles on how the 
auto makers’ chief engineers do 
their jobs. Previous articles ex- | engineer since 1954. 
plained the functioning of the | Matthias works toward the 
chief engineer at DeSoto and | achievement of this objective by 
Cadillac. | participating in an almost endless 
round of meetings in which he does 
little actual engineering but in 
which he does a great deal of 
planning and programming of the 
engineering for future Ford cars 
and trucks. 

Adding to his job for the past 
several months has been the fact 
that Ford division engineering 
has been reorganized to increase 

its efficiency. A further increase 
in efficiency resulted this month 
when the whole Ford division 
product engineering activity 
moved into a new building in the 
Ford Motor Co. Engineering and 
Research Center in Dearborn. 

While Matthias’ office has final 
responsibility for the engineering 
(as contrasted to the styling) of 
the complete vehicle, he receives a 
great deal of assistance from sev- 
eral other Ford Motor Co. groups 
which are responsible for the en- 
gineering and manufacturing of 
certain components. 

“However,” Matthias said, “these 
components must be designed to 
meet our product objectives.” 

* oe x 


. , Ae Three Main Areas 
AmMona the groups which have 
an internal-vendor relationship 


; gineered that will get public ac- 
| ceptance,” recently declared Hans 
| A. Matthias, Ford division’s chief 


* - 

analysis, my job 

is to see that a product is en- 
© - ” 


Hans A. Matthias, left, Ford division's chief engineer, and ‘Harley Copp, his chief| with Ford division are the metal 


assistant, examine a new Thunderbird. 


‘ 


(Continued on Page 18, Col, 3) 


fancy of the auto makers as pos- | 


Laminated vinyl-metal, which has 
the appearance of leather or cloth, | 


bounced up and down on the seats 65,000 times to test durability of the springs 


Interior Trimmers Look 
To Laminated Vinyl-Metal 


can be used by an interior t 
engineer wherever he want 
warmth, style and durability wi 
out the expense of using han 
trimmed metal. 

This material was first used in 
the auto industry on the center 
post of a 1957 four-door DeSoto. 


A giant step forward was takea 
in the use of vinyl-metal this year 
when it was used for the seat side 
shield on the Pontiac Star Chief 
for the cover panel in the heat 
liner of the Cadillac 60 and for 
interior trim items in the four 
passenger Ford Thunderbird. 

Pontiac’s side and end panel, oF 
| front seat kick pad, painted metal 
lon the Chieftain and Super Chief, 
vinyl-metal on the Star Chief and 
chrome on the Bonneville. 


> . > 

THUNDERBIRD viny]-metall 

items are the large consol 
panel that covers the transmissior 
instrument panel extensions, 
dow garnish mouldings, kickpad 
bucket seat mouldings, packs 
tray and ashtray covers. 

One of the more attractive fe 
tures of the laminate is that it c 
exactly duplicate the upholstery of 
a car on a metal surface, witho 
resorting to the expensive hand 
trimming. 

“It automates hand-trimming,” 
said one engineer. , 

The vinyl sheeting can be app 
to any metal, except cadmium : 
zinc, although it is most commons 
laminated to steel, aluminum, mag- 
nesium, tin plate and galva 
steel, in that order. 

After the lamination of the vinyl 
and the metal in either large 
standard-sized sheets or in the 
more efficient continuous coils, © 
laminate can be subjected to a 
variety of machining operations, it- 
cluding deep-drawing, shearing 
crimping, bending 180 degrees 

(Continued on Page 17, Col. 2) 


Engineering New Products 
Page 18 
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The Finest Products 
Made with Aluminum 


ett } 


DUT TL Ty 


Aluminum’s 
flexibility 


in design, fabrication 
and finishes, offers 

a variety of sales 
appealing bumper ideas 


Consider these aluminum bumper advantages: 


» Styling and design versatility. With alumi- 
num you are not limited to one finish — there 
are attractive new textures and finishes includ- 
ing clear and color anodized combinations 
with the “look of sterling” and “the gleam 
of gold’’. Contrasting colors can also be 
added through the use of organic finishes. 
And, paint films adhere to anodized alumi- 
num remarkably better than to other mate- 
rials used for decorative applications. 


Long lasting beauty and economy. Aluminum 
bumpers cannot rust — ever. Anodizing solves 
corrosion problems even with deep recesses 
that cannot be plated economically. Econ- 
omy results from original production savings 
and reduced warranty costs. 


Lighter weight. Aluminum cuts “overhang” 
weight, can reduce total bumper weight by 
one-half, gives brakes less load to stop. 


Fabricating savings. Extruded aluminum 
bumpers, for example, can slash bumper 
tooling costs. Reinforcing members integral 
with bumper itself can be designed into 
either side for strength or beauty. If desired 
for style reasons, grooves also can be ex- 
truded for inserting bumper faces of other 
materials and colors. Stamped sheet alumi- 
num bumpers can cut finishing costs—elimi- 
nate need for many finishing operations 
required with other metals. 


On this application and on countless others, 
Reynolds Aluminum Specialists will be glad to 
work with you to help you get the very most 
from the aluminum you use. For details on this 
service and on aluminum mill products or fabri- 
cated aluminum parts and trim, call your near- 
est Reynolds Office. Or write Reynolds Metals 
Company, Fisher Building, Detroit 2, Michigan 
or P.O. Box 1800-MY, Louisville 1, Kentucky. 


NOTE: Before you buy any part— have it designed 
and priced in aluminum. Basic material costs do 
not determine part costs. New techniques and 
processes — applicable only to aluminum — can 
give you a better product at a lower final cost. 


inet aan Reynolds 
Aluminum 


the metal for avfomation 
TRAOE MARK 


Watch Reynolds All-Family Television Program, ‘‘DISNEYLAND"’, ABC -TV. 





FORD 
DEALERS 


SELL 
‘MORE TRUCKS' 


SOLD ONLY THRU 
FORD DEALERS 


Be First and Lead | The Thunderbird's 15 Metal-Viny! Parts— 


The interior of the new four-door Thunderbird, 
They ore the front seat side shields, 


Swith This Unit 


WRITE 
HIGHWAY CRUISERS 


739 N. Georgia 
Azusa, California 


See Page 108 
Hildy’s Bluebook 


LYMOUTH 
Dealers 


gas or electric powered Junior autos 

‘@e authentically scaled down, real cars. 
Smart as their ‘58 big brothers. Sensa- 
for dealer publicity and big car 

Wire or write for complete details. 


eat | C0 eR TR ee ame 


AUTO 
TURNTABLES 


o 
Manufactured by 
oe 


Macton Machinery Co. 


DYKE LANE 
Stamford 2. 


UNDERSTAND | CAN MAKE MORE 
EY BY HANDLING THE FOLLOW- 
AUTOMOTIVE ITEMS. PLEASE 

ND DETAILS. 

“OGENUINE BLUE CROWN SPARK 

© PLUGS. 

_OMoOTOR MASTER UNIVERSAL 

Ec ee KITS. 
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of laminated metal-vinyl. 
the drive shaft, ash tray covers, instrument 


Rl 


shown above, has 15 items made 
console cover over 
panel extensions, door garnish moldings, 


the moldings across the rear bucket seats and the package tray under the rear 


| window. 


* * a 


ae o Laminated 


* * * 


Interior Trimmers Look 


Vinyl-Metal 


(Continued from Page 16) 


| drilling, punching and embossing— 
'and without damage to the vinyl 


| coat or bond. 


* * 


Stretch Qualities 
E advocate asserted, “You'll 
find that in deep-drawing and 
other operations that the vinyl will 
| stretch farther than the metal, al- 
though you can develop an adhesion 
| problem if you stretch too far.” 

Vinyl-metal lamination was in- 
vented about four years ago at the 
| Naugatuck Chemical Division of 
|U. S. Rubber Co., which has li- 
censed a number of firms to pro- 
| duce and develop the vinyl. Among 
these are Columbus Coated Fabrics 
Corp., the Jennette Division of 
|General Tire and Maslan Dura- 
| leather Co. 

Usually these firms furnish the 
vinyl to about eight other com- 
|panies which do the actual lami- 
|nating of the metal to the vinyl. 
| Arvin Industries, of Columbus, Ind., 
|is probably the principal automotive 
laminator. 

While the welding of vinyl and 
metal has been desirable for some 
time, the current process was 
made possible after engineers de- 
veloped a suitable bonding agent 
and after they learned how to 
retain the grain in the vinyl under 
the heat and pressure required in 
the laminating. 

After working out a number of 
developments and refinements in 
the product, Columbus Coated Fab- 
rics spearheaded the vinyl-metal 
|}invasion in the auto industry with 
its Col-O-Vin laminate and now has 
most of the auto business. 

Joe Cobane, a Columbus Coated | 
Fabrics engineer, said that vinyl- | 
metal is essentially calendered viny! | 
sheeting laminated by the use of| 
|thermosetting adhesives to metal. | 

x +. 7 
yas process, he said, involves 
application of the adhesive by a} 
cleaning and phosphatizing process | 
similar to the standard prepaint| 
operations. 


metallic conversion coating on its 
surface, an acrylonitryl metha- 
| crylate thermosetting adhesive is 
| applied to the surface with a roll 
applicator, and the adhesive is 
“cured” by passing the metal to 
|be laminated through controlled 
| baking ovens. 


cured adhesive is still hot, the 
vinyl sheeting is placed on the sur- 
|face to be laminated and the 
| “sandwich” is passed between a set 
|of rubber nip rolls, It is then 
| quickly quenched by water sprays. 

The vinyl sheeting produced by | 
Columbus Coated Fabrics is pig- 
mented to produce solid base 





preparation of the metal for the | 


Once the metal has been eel 
ically processed to produce a non-| 


While the metal containing the) 


colors and then is embossed and 
printed prior to lamination. 

Thickness of the vinyl ranges 
from .006 to .025 of an inch and 
is generally governed by the depth 
of embossing desired. 

For instance, the Thunderbird 
employs vinyl .014 of an inch thick 
because it is rather deeply em- 
bossed. The General Motors cars 
had been using a thickness of .012 
of an inch but are now using a 
thickness of .010. Steel that is about 
.024 inches thick is ordinarily used, 

(Continued on Page 19, Col 1) 


Automotive News 


SERVICE TRAINING DEPARTMENT 
For Better Mechanic Education 


Publications advertised in this section are not 
produced by Automotive News but carry our recom- 
mendation and we guarantee your satisfaction. 


arsh COMPANY PRESENTS A 


NEW PICTURE-STORY 


MANUAL WHICH COVERS ... 
The Controlled Coupling 

Hydra-Matic 
Covers all Controlled Coupling 


ci Hydra-Matic Transmissions 


(Jetaway, Strato-Flight, Flashaway). Over 
250 pages, 600 pictures 


THE 


» ry 
Dla Matic 
Se al 


Prt hana  anaanl | 


. 


Each manual covers .. . 


Fundamentals 

Diagnosis 

On-The-Car Service 

Total Overhaul 

Complete Flat Rate Data 
Tool and Equipment Data 


BIN covers ot! 


Dual-Range Hydra-Matic 
Transmissions thry 1957. Over 
250 pages, 500 pictures. 


Tac Covers all 


Fordomatic, Merc-O-Matic 
ond Turbo-Drive Transmis- 
= sions thru 1957. Over 200 
pages, 450 pictures. 


Musics i 


Please order by manval number $450 each 


Mail orders with check or money order to: 


AUTOMOTIVE NEWS, Service Training Department 
2666 Penobscot Building, Detroit 26, Michigan 





New Profit Franchise Opportunity 


in America’s Fastest Growing HIGH PROFIT industry! 


National first place Gold 
Medal Award 

An exclusive 10-year War- 
ranty on all the “Vital” 
Parts. 


SOUTHERN CALIFORNIA’S BEST KNOWN BUILDER OF AWARD-WINNING 
SWIMMING POOLS OFFERS EXCLUSIVE ‘PROFIT-FRANCHISES’ IN YOUR CITY! 


*« 
NO CONSTRUCTION 
EXPERIENCE 
its) 7 Oe 
« 
ee Asie 
+ 
ALL OPERATING DETAILS 
SUPPLIED! 





Here’s what it means fo you... 

You'll be building and selling a ‘famous name’ pool 
with a protected franchise. You'll be an important part 
of America’s fastest growing industry with sales 

of over $500,000,000 last year. 


Your exclusive profit-franchise will include: 

* NATIONAL FINANCING * FINEST WARRANTY IN POOL INDUSTRY 
* SALES TRAINING * IMMEDIATE CONSTRUCTION TRAINING 
* EXCLUSIVE POOL AND TILE DESIGNS + ACCOUNTING & MANAGEMENT SYSTEMS 
¢ BENEFIT OF MASS PURCHASING * SIMPLE ORDERING—FAST DELIVERIES 


WRITE—WIRE—OR PHONE COLLECT FOR COMPLETE DETAILS 


WAHLSTROM SWIMMING POOLS coasr-ro-coasr 


| WAHLSTROM BROS. INC. 
| Phone Victoria 9-2261 * Ask for Mr. Mattsson 


* 273 W. Alameda Avenue, Burbank, Calif. 
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American Machine Unveils 
Deburring, Trimming Unit 


A machine for deburring or trimming 
sharp or uneven edges from work pieces 
and castings of various materials has 
been announced by American Machine 
& Foundry Co.'s tool division, 224 Glen- 
wood Ave., Bloomfield, N. J. 


The Roto-Edge Cutter is said to elim- 
inate hand filing, sanding, or grinding 
in the fabrication of metals, plastics, 
hard rubber, compositions, and laminates 
in sheet, bar, block or other straight- 
edge forms. The machine is powered by 
compressed air from any pressure source 
of approximately 25 psi. The semiportable 
unit weighs only 170 pounds and requires 
less than three square feet of floor space. 

a 





Demcor Tool Designs Offer 
Expanded Metal Patterns 


Designers Metal Corp., Harvey, Iil., 
has perfected tool-designs making pos- 
sible the manufacture on a production 
basis hundreds of expanded metal pot- 
terns. This is said to be a departure from 
conventional diamond patterns. 

Some patterns make it possible to man- 
wfocture two or more characters or de- 
signs within a single pattern. These vary 
in appearance in openings from 1/16 
inch to as large as 1% inches and can 
vary in gauge from .015 up to as heavy 
@s 12 gauge. This greater variety in de- 
sign and types of metal is said to make 
it possible for Demcor to offer large 
volume users of expanded metal an ex- 
clusive pattern for application to a par- 
ticular product in a special industry. 

= - « 





Dumore Versa-Mil Offers 
Wide Machining Operations 


With integral power and feeds, the 
Dumore Versa-Mil is said to be capable 


of performing milling, boring, shaping, 
slotting, grinding or drilling operations at 
any angle, in any position or direction, 
as an independent unit or added to lathes 
(es above), planers, shapers, millers or 
grinders. 

A wide versatility of machining opera- 
tions is possible with this portable ma- 
chining unit, claims the manufacturer. 
Accessories for many other machining 
Operations are also available. Dumore 
Co., 1300 Seventeenth St., Racine, Wis. 

.--. ® 


Primers for Vinyl Plastisols 
Offered by Dennis Chemical 


Development of two primers for fusing 
vinyl plastisols to metallic and nonmetallic 
surfaces hos been announced by Dennis 
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which bonds plastisols to metal to form 
coatings which reportedly withstand im- 
mersion in cold or boiling water and ex- 
posure to high humidity. Denflex 2394-30 
is a yellow primer which is said to pro- 
vide extreme resistance to salt spray and 
salt-water immersion, 





Portable Loading Dock 
Introduced by Hamilton 


The Portelvator, a portable elevator that 
can be used as a variable loading dock, 
has been marketed by Hamilton Tool Co., 
Ninth St. and Hanover, Hamilton, O. 

The unit, which can be removed from 
position by an overhead crane, features a 
10 by 12-foot platform and has a load 
capacity of 10 tons. Lift is said to be 224 
inches (from 36% inches minimum to 59 
inches maximum). Power is furnished by a 
five horsepower, 60 cycle crane hoist 
motor. 
oS “Ss 


Shearcut Gizmo Designed 
To Make Perfect Holes 


The Shearcut Gizmo is said to produce 
perfect holes which can be held to 
close tolerances. It does this through a 
combined burnishing and compression ac- 
tion which stresses the material beyond 
its elastic limit as the tool is fed into the 
hole, it is said. 

In use, the tool is fed into a previously 
drilled and reamed hole. Either the part 
or the tool rotates as it is being fed 
into the hole. It may be used in avto- 
matics, lathes, turret and drill presses. 


Stock sizes are from 1/16 to one inch 
inclusive. Shearcut Tool Co., 7045 Darby 
Ave., Reseda, Calif. 
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Ex-Cell-O Boring Machine 
Features Two Spindles 


Equipped with two spindles in a single 
body, but running independently of and 
eccentrically to each other, a Style 112-D 
precision boring machine, developed by 
Ex-Cell-O Corp., 1200 Oakman Bivd., De- 
troit 32, Mich., is said to be holding close 
tolerances with a good finish on cast-iron 
oil: pump bodies for automatic transmis- 
sions. . 

An outstanding feature of the unit is 
the inclusion of special tool setting gages 
which permit accurate tool changing and 
increased production, it is claimed. This 
close-up shows a spindle within a spindle 


Chemical Co., 2701 Papin, St. Louis 3,) for boring ‘concentric and eccentric diam- 


Mo. 


eters, and plunge-facing the pockets in 


Denfiex No. 2394-1 is a white primer! the transmission oil pump body. 


Engineering and Production 
New Products 





Palnut Pushnut Fasteners 
Eliminate Need for Threading 


A pushnut fastener which pushes onto | 


unthreaded rods or rivets for secure 


assembly, has been announced by Palnut | 


Co., 61 Glen Rd., Mountainside, N. J. 
Made of heavy gauge tempered spring 
steel, these fasteners are said to eliminate 
need for threading, notching, drilling for 
cotter pins and other auxiliary operations 
or parts. 

Pushnuts apply with the quick tap of 
a hammer, without denting or deforma- 
tion during assembly. Locking design 
assures in-line application, without cock- 
ing or misalignment. Removal forces range 
from 100 to 1,000 pounds, according to 
type and size used. 





Automotive Rubber Develops 
Gas-Scrubbing Systems 


“Jet gas-scrubbing systems (wet type) 
have been developed for the metal, chem- 
ical, electro-plating and allied industries 
by the process-equipment division of 
Automotive Rubber Co., Inc., 12550 Beech 
Rd., Detroit 39, Mich. 

Two designs are offered: The Cyclonic 
type to handle dust and liquid aerosols 
which are micron in size or larger and 
the Impactor type (agglomerator) to 
handle fumes, fogs and mists which are 
submicron in size. 

* * «* 


Raised Edge Caliper 


An advance in caliper design is an- 
nounced by George Scherr Co., 200 
Lafayette St., New York 12, N. Y. The 
new Lustro-Chrome stainless steel vernier 
caliper has a raised edge design acting 
|}@as a@ guideway for the vernier scale. 
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X-Ray Pulses Gauge Film, 
Foil Thinness at Top Speeds 


| Strips of film or foil moving at 
speeds up to 6,000 feet a minute can 
be measured for amillionths-of-an-inch 
deviation in thinness by a Measuray (R) 





—_—- 


X-ray gauge developed by Sheffield 
Corp., Springfield and Thomas, Dayton, 0, 

Low intensity X-ray pulses, emitt-d 60 
to 600 times a second, permit i stan. 
taneous measurement of thinness o! foils 
made of aluminum, steel, copper and 
brass, plastic film, and sheet or bar tock, 
says Sheffield. 





Gasifier Primer Developed 
For Gasoline, Diesel Engines 


Robert Reichhelm Co., Wallingford, 
Conn., has developed a gasifier primer 
for cold weather engine starting thot can 
be applied to either gasoline or diesel 
engines. 

Installed on gasoline engines, the dash- 
mounted primer is said to be capable of 
| starting within 10 to 15 seconds, large 
horsepower, heavy equipment, that has 
| been exposed from 24 to 72 hours at 
temperatures as low as -65 degrees 
| Fahrenheit. It is said to eliminate the 
| need for engine preheating equipment 
|and the use of hi volatility fuels. 








Matthias Recounts Typical Week at Ford j 


(Continued from Page 16) 


stamping division (body and front 
end), the engine and foundry divi- 
sion, hardware and accessories di- 
vision (electrical components and 
accessories), transmission and axle 
group and general products division 
(power and manual steering and 
standard transmission.) 

This organizational setup explains 
why the 1,100-man Ford division 
product engineering staff is smaller 
than the 2,700-man Chevrolet staff 
which does a much larger portion 
of its own engineering and has only 
a major internal-vendor engineer- 
ing relationship with Fisher Body. 

In the new Ford division en- 
gineering organization, there are 
three main areas of responsibility 
under the direction of Matthias 
and Harley Copp, his chief assist- 
ant. These areas are product en- 
gineering, advanced product en- 
gineering (three to five years 
ahead of production) and admin- 
istration. 

Largely responsible for these 
areas are five executive engineers. 
They are Dr. Don Frey, in charge 
of car engineering; Fred Hooven, 
in charge of advanced car engineer- 
ing; F. E. Sandberg, in charge of 
truck engineering; Jack Hooven 
(no relation to Fred), in charge of 
Thunderbird engineering, and an 
executive engineer in charge of ad- 
vanced truck engineering who has 
not been named as yet. Robert 
Piper is manager of the adminis- 
trative department. 

The 1,100-man staff, which in- 
cludes 364 engineers, is divided as 
follows: Car product, 303; advanced 
car product, 119; truck, 310; ad- 
vanced truck, 46; administrative, 
291, and executive office, 25. 

Matthias said, “These are pretty 
good-sized departments in them- 
selves. For instance, our car en- 
gineering group has more than 300 


people and some of the other de-|*% 


partments are as large as a lot of 
the engineering staffs of many of 
the medium-priced lines.” 


Advanced product engineering 
has the responsibility for develop- 
ing the package (the future vehicle 
and its components.) This group 
receives contributions from all the 
other advanced activities of en- 
gineering staff and the basic manu- 
facturing divisions. 

* + cad 

Tro completion, the package is 

received and approved by Ford 
Division management and engineer- 
ing staff. Later, Ford Division prod- 
uct planning presents the package 
as part of a complete product and 
merchandising plan to the com- 
pany product planning committee 
for approval. William C. Ford, 
vice-president of product planning 

‘ 


and styling for the company, chair- 
mans this committee. 

Upon approval, all affected prod- 
uct engineering activities in the 
company proceed with the en- 
gineering of the product to the 
point of release for production. 

Matthias reports to James 
Wright, Ford division general 
manager, and to Dr. Andrew 
Kucher, Ford Motor Co.’s vice- 
president of engineering and re- 
search, who has staff and func- 
tional engineering responsibility 
for all cars. 

Under this arrangement, all Ford 
division product plans and all 
major personnel changes are sub- 
mitted to Wright and Dr. Kucher. 
Kucher’s engineering staff also 
provides and maintains facilities 
for Ford division engineering, man- 
ages the centralized testing serv- 
ices (including all test tracks and 
laboratories) and coordinates en- 
gineering policies and practices for 
the entire company. 

Ford engineering staff also 
directs product study (four to 
seven years ahead of production), 
engineering research (six to ten 
years ahead) and the scientific 


laboratory (eight years and more} 


ahead). 
> > - 
Avoid Duplication 
ORD division engineering is now 
organized so that, while Mat- 
thias has the top authority and 


responsibility, he and his chief! 


assistant, Copp, work in separate 
and specific areas, thus avoiding 
duplication of efforts. 

Matthias handles the current 


Vertical storage units are a feature of 
Motor Wheel Corp.'s new plant in Newark, 
Del. The spiral-shaped bins hold 1,000 
wheel rims and 2,000 drums which are 
loaded from the top and gravity-fed to 
the production line. 





product engineering for product 
programs, approved cost control 
and warranty and policy work. 
Copp directs all advanced pro- 
grams, personnel development and 
the budget. 

Since the Ford engineering re- 
organization has been largely com- 
pleted, Matthias, who came to this 
country at the age of 18 from 
Germany in 1930 and later grad- 
uated from the GM Institute, has 
settled down to a schedule of five 
12-hour days. Now, except for 
emergencies, he works no week- 
ends or late evenings. Here is a 
typical Matthias week: 


MONDAY 
7:30—Arrived at his mahogany- 
paneled office at the new Ford 
division building in Dearborn. He 
also has an office at the new Ford 
division product engineering build- 
ing. 

Matthias said, “This is the one 
time of the day that you're not 
bothered by calls or meetings.” 

8:30—Met with the division's in- 
dustrial relations manager to work 
out some personnel problems. 

9:00 — Attended the regular 
Monday morning meeting of the 
Ford division operating commit- 
tee, which is chairmanned by 
General Manager Wright and 
attended by the 14 or 15 key 
| people in the division. 

At this meeting, the committee 
reviewed division affairs, including 
financial and sales performance, 
condition of the market generally, 
market research studies and cer- 
tain problems that needed man- 
agement attention. 

* = 7 
B* ATTENDING these meetings 
Matthias is kept informed of 
the latest merchandising develop- 
ments. His merchandising- 
mindedness was indicated by this 
subsequent remark: 

“Recognizing how important 
styling is in the selling of ‘vehicles, 
we are strictly in favor of low 
vehicle height providing we main- 
tain adequate seating dimensions 
and ease of entrance.” 

10:00—Met with the company 
product planning committee where 
certain styling and engineering 
features of the ’60 car were re- 
viewed and approved. Matthias’ 
function was to speak on the en- 
gineering feasibility of the design. 

11:00—P articipated in the 
monthly meeting of the company 
quality committee which consists 
of representatives from the car 
divisions and the basic manu- 
facturing divisions. Information 
on the performance of 1958 Ford 
cars was gathered by the divi- 
sion’s service department, ana- 
lyzed by the division’s quality 

(Continued on Page 31, Col. 1) 
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Industry Using More. . . 


Interior Trimmers 


Look to Vinyl-Metal 


(Continued from Page 17) 


put this varies with the load the| 


piece must carry. 
* * 


+ 
Unlimited Choices | 
tenes and texture of the| 
embossing available are almost 
unlimited. New methods of em- 
possing permit almost exact cloth} 
reproductions and brushed anodized | 
aluminum duplications in vinyl} 
sheetings. 

By using multi-color printing) 
techniques, perfect registration can| 
be maintained when printing even | 
a five-color pattern. Highly metal-| 
lic, pearlescent finishes and} 


Product Quality 
Called the Job 
Of All Workers 


ANN ARBOR, Mich—A Man’s 
attitude toward quality is as im- 
portant as his individual skill in 
achieving top manufacturing qual- 
ity, Carl J. Demrick, manufacturing 
vice-president for Plymouth, said 
here. 

Demrick addressed the first na- 
tional convention of the automotive 
division of the American Society 
for Quality Control at the Univer- 
sity of Michigan. 

The executive said “quality must | 
start with a phil- 
osophy,” a frame 
of mind which 
“must permeate 
every member of 
an organization 
from the top ex- 
ecutive officer! 
right down to the 
stock chaser or| 
newest clerk.” 

“Everyone must 
be imbued with 
the idea that a 
quality product or service depends 
entirely upon him or her,” he said. 

Demrick pointed out that “quality | 
mindedness” is not the job of only) 
top company executives and a 
small quality control group. It be- 
gins with the design of the product, | 
and the design of the machines to 
manufacture the product, he said. 

Auto manufacturers such as 
Plymouth begin their quality con- 
trol with the planning of product 
and manufacturing methods, he 
said, and strive for top quality 
Standards in the shops of their 
suppliers, follow it through every 
operation of manufacturing and 
assembly, and even have staffs of 
field engineers checking auto qual- 
ity after they have been sold. 


GM Expanding 


Technical Center 


WARREN, Mich.—Excavation is| 
under way at GM’s Technical 
Center for construction of addi- 
tional shop and office space for the 
Engineering Staff. 

Charles A. Chayne, engineering 
Staff vice-president, said the new 
facilities will be added to the 
Present structure occupied by the 
engineering staff. 

The new structure, Chayne ex- 
Plained, will extend southward 
from the engineering staff’s present 
shop building and conform to the 
Overall architectural design of 
Technical Center. 


Engelhard Unit Named 


Nicrobraz Distributor 

DETROIT.—The American Plati- 
Rum and Silver division of Engel- 
hard Industries, Inc., has been 
appointed a national distributor of 
Nicrobraz brazing products for 
high-temperature service, accord- 
ing to R. L. Peaslee, vice-president, 
Wall Colmonoy Corp. 

The Engelhard division, which is 
located in Newark, N. J., announced 
that it will exhibit the Nicrobraz 
Products at the Welding Show to 
be held Apr. 15-17 in St. Louis. 















Cari J. Demrick 





randomly-dispersed metallic flitters | 
also are being produced. 

An advantage of vinyl-metal is | 
its high degree of resistance to 
abrasion, corrosion, weather, heat 
and chemicals such as sulphuric, 
nitric and hydrochloric acids and 
caustic potash. 

Columbus Coated Fabrics reports | 
that this toughness is produced by 
a special clear protective coating 
which is applied before embossing 
and to the high molecular-weight 
polyvinyl chloride resin that is 
used. 

The metal-vinyl also has a great 
deal of electrical resistance. This 
property has special value for port- 
able television cabinets. 

Recently a system known as 
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Vinyl-Metal in Pontiac— 


The side and end panel (between the 
floor and the seat) of this Pontiac Star 
Chief is made of vinyl-metal. 

ee ee 


“magnetic force projection series| 
welding” has been developed for the 
welding of vinyl-clad metals. 

> * = 


| IS possible to laminate the 
semi-rigid vinyl sheeting to both 
sides of a piece of metal, using the 
same or different colored and tex- 
tured vinyls on each side, It’s also 
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how do YOU stand 


in the buying decisions 


of 230,000 Denver families? 


YOU CAN GET THE ANSWER on where you stand and 
what progress you’re making from The Denver Post’s 1958 


CONSUMER ANALYSIS. 


If you sell automotive or petroleum products in Denver, 
you'll want this revealing, up-to-date analysis of the 


buying habits and brand preferences of consumers. 


The ConsuMER ANALYsIs not only shows the make and 


the yearly model of automobiles owned by 
Denver families but also which makes 
they plan to buy in 1958. 


This valuable guide to marketing in the nation’s 





DENVER 1, COLORADO 


for your copy. 


Represented nationally by 
Moloney, Regan & Schmitt, Inc. 


third fastest-growing major 
market is the result of 3,310 personal 
interviews in the Denver ABC City Zone. 
And it is yours for the asking. Just write, 
oh your business stationery, to NATIONAL 
ADVERTISING MANAGER, THE DENVER Post, 


office of Moloney, Regan & Schmitt, Inc. 


Editor and Publisher: Palmer Hoyt 
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feasible to apply vinyl to one side 
and baked enamel to the reverse 
side. 


Vinyl sheeting of all colors, ex- 
cept some pastel shades, can be 
produced in glossy, leather-like 
grain, marble pattern, print, woven 
or textured finishes. 

“Anything that can be printed 
can be duplicated on vinyl and 
laminated to metal,” a technician 
said, 

The working of vinyl-metal, Co- 
lumbus Coated Fabrics says, in- 
volves only slight modifications in 
tooling. The substance is machined 
on standard equipment as precisely 
as metal. The vinyl acts as a na- 
tural lubricant in stamping, thus 
eliminating metal-to-metal contact. 

Concerning the future of vinyl- 
metal in the auto industry, one 
source said that little increase in 
its use was expected on the ’59s, 
but that the ‘60 Chevrolet and 
Cadillac would use more and that 
vinyl-metal was being considered 
for the roof bonnet of the '60 Im- 
perial. 

The ’60 models also may see this 
laminate used for the entire rear 
flooring of several station wagons. 


> 


or ask the nearest 
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Designer's Dream? 


Textured Aluminum Seen 


Ideal for Auto Trim 


CHICAGO.—Reynolds Metals Co. 
expects that a new mill product, 
textured finish aluminum sheet, will 
find important applications in auto- 
trim design. The sheet was intro- 
duced at the Design Engineering 
Show here. 

The product, called Reytex sheet, 
has a surface similar to sanded 
sheet, said R. P. Kytle jr., director 
of industrial products for Reynolds. 
“It gives a uniform mat surface 
which offers an interesting medium 
for designers,” he said, “and 
scratches and other minor surface 
abrasions are less noticeable on 
the textured surface.” 

Reytex is available in all stand- 
|ard sizes, Kytle said. 


Apex Adds New Line 


CHICAGO. — Apex Smelting Co. 
announced it now is supplying 
|aluminum extrusion billets pro- 





duced with direct-chill casting 
equipment. 








“Glideair~future successor to the wheel? 


Out of imagination and research comes a vehicle that 


rides on a thin film of air above the ground! 


In a dramatic adaptation of the principles of levitation, Glideair—an 
imaginative development of Ford research—was recently unveiled 
at Ford Motor Company’s Research and Engineering Center. 

Riding on a thin film of air averaging .005 of an inch off its 
roadbed, this unique vehicle shows great future potential as a new 
form of high-speed land transportation. 

Andrew A. Kucher, Ford Vice-President—Engineering and Re- 
search, explains that Glideair employs “levapads”—a word he has 
coined. Levapads are devices that replace wheels and raise the 
Glideair a fraction of an inch above the roadbed by air jets. They 
have already been designed to fit around a rail similar to those 


currently used by trains or an overhead monorail. 





IN AN UNDERSIDE VIEW, David J. Jay, senior development 
engineer, identifies ‘levapads’’ — possible answer to future trans- 
portation. Here, there would be no road friction to overcome, as 
with wheels, because air is used as a lubricant. 


FORD FAMILY OF FINE CARS CLEARINGHOUSE 


FORD MOTOR COMPANY~ - 


“We look upon Glideair as a new form of high-speed land trans- 
portation, probably in the field of rail surface travel, for fast trips 
of distances up to about 1,000 miles,” Mr. Kucher said at the press 
conference introducing this wheel-less vehicle. 

He added that he does not foresee the end of the wheel for 
transportation tasks such as those performed by today’s cars and 
trucks, nor does he see automobiles ever approaching speeds that 
would make the wheel obsolete for this kind of vehicle use. 

Glideair is one example of foresight and imagination of the engi- 
neers responsible for making the Ford Family of Fine Cars the most 
advanced automobiles on the American Road. Another reason why 
it’s great to be a dealer in the Ford Family of Fine Cars. 





AN ARTIST’S CONCEPTION of what a future, wheel-less 
vehicle might look like. Positioned on a single rail, by gyro- 
scopes, the Glideair vehicle would be capable of high-speed 
ground transportation up to 500 miles per hour. 


NO. 8O 
THE AMERICAN ROAD, DEARBORN, MICHIGAN 


FORD ¢ THUNDERBIRD ¢ EDSEL ¢ MERCURY ¢ LINCOLN e CONTINENTAL MARK Iii ¢ ENGLISH FORD LINE e FORD TRUCKS 





TRACTORS « FARM IMPLEMENTS ¢ FORD INDUSTRIAL ENGINES 
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ANDREW A. KUCHER, FORD MOTOR COMPANY VICE PRESIDENT— Engineering and Research, demonstrating a working model of 


Glideair, Mr, Kucher states: ‘One possible application of the Glideair might be on rails. The overhead monorail principle is ideally suited.” 
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Researchers Constantly Busy .. . 





Are Today’s Brakes Adequate? 


(Continued from Page 16) 


above problems often increased th 
noise. : 

A minor problem today is brake 
drum scoring, although this is 
much less serious because of im- 
proved linings and because some 
makers switched from riveted to 
bonded linings a decade ago. Chev- 
rolet, Plymouth, Dodge, DeSoto, 
Chrysler and Imperial use bonded 
linings. 

Said one engineer, “There’s lit- 
tle likelihood that the others will 
switch over. Bonded linings have 
proven a little troublesome and 
noisy because they make the shoe 
assembly too rigid. I think some 
of those using bonded linings 
wish they weren’t.” 

Another minor problem is “morn- 
ing sickness,” which is the failure 
of the brakes to operate until they 
have been applied two or three 
times after the car has been idle 
for a long period. This usually oc- 
curs in humid areas and is caused 
by a slight overnight rusting of the 


drum surface. 
+ * aa 


Regional Variations 


CONSIDERING brake prob- 
lems, an important fact is that 
they are very regional. For exam- 
ple, a brake that functions per- 
fectly in the Great Plains may 
malfunction in a mountainous, 





English Disc Brake— 


The new disc brake introduced by the 
lockheed Hydraulic Brake Co., Lid., of 
England. The disc is completely in the 
open, permitting the airstream to cool 
it quickly. The ample friction pads, left, 
can be easily checked for wear. 

. © .2 


high-speed or expressway area. All 
of these factors combine in Los 
Angeles, making it the most brake- 
taxing city in the nation. 

This brings up an important 
question for chief engineers: 
“Should we design brakes that are 
suitable for the most demanding 
places and make everyone pay the 
cost penalty, or should we design 
brakes that are adequate for the 
average driver?” 

Ed Geopfrich, a brake authority 
at Raybestos-Manhattan, said: 

“Maybe we're doing a lot of work 
in the wrong direction. How many 
people are going to make several 
100 mile-an-hour stops in quick 
succession ? 

“We should be designing brakes 
and lining that will withstand 10 
or 20 successive snubs from 60 to 
40 miles an hour for the average 
expressway driver. It’s-above 40 
miles an hour that you generate 

, the most heat. 

“And we should strive for im- 
mediate recovery. By that I mean 
recovery at about 1%-mile intervals 
if you’re traveling 80.” 

Here is what some of the auto 
makers have done recently about 
these problems: 

* . - 


Buick 


of the most noteworthy 

brake developments in recent 

years is the aluminum front brake 

drums introduced in the Buick 

Roadmaster 75 series last year and 

extended to all but the Special 
series this year. 

The new drums, which have ra- 
dial fins to further boost cooling, 
are the principal feature of the 
new Buick braking system which 
includes linings increased to %- 
inch thickness and other improve- 
ments in brake operation and heat 
dissipation. The drums reportedly 
operate as much as 200 degrees 
cooler. 

Oliver K. Kelley, Buick’s chief 


unbelievable heat. The tempera- 
ture goes up to between 1,200 and 

1,500 degrees inside the drums 
when brakes are applied sud- 
denly at high speed or when they 
are used constantly as in de- 
scending a long hill. 

“This heat must first be soaked 
up by the brake, then dissipated 
to the surrounding air fast enough 
to prevent charring of the liner or 
damage to metal parts. It is in this 
respect that the aluminum drum 
displays its superior abilities.” 

The aluminum drums have 45 
radial fins and a flared rib which 
project beyond the rim of the 
wheel. The projecting fins “dig up” 
the air created by the moving car 
and supply a cool surface which 
aids in dissipating the heat. 

The wearing surface of the alu- 
minum drum is a liner of pearlite 
iron which has 120 holes in it. Fab- 
ricast division of General Motors 
casts the aluminum around the 
liner and into the holes. Besides 
binding the drum to the liner, these 
pegs of aluminum also act as chan- 
nels to dissipate the heat faster. 

* * = 


AMTHoucH Buick engineers 
said that these pegs proved 
OK mechanically and thermally, 
Buick is now using a different 
method of bonding the liner tothe 
drum. 

Frank Daley jr., the staff engi- 
neer who directed the development 
of the aluminum drum, said, “Our 
primary target in this program 
was to develop something that 
would reduce lining deterioration 
and extend brake life. We didn’t 
try for fade resistance at first, but | 
it came along later. 

“Speaking conservatively, we | 
get twice as much wear from this | 
brake. It also has reduced noise 
and pull.” 

Contradicting the popular idea, | 
he said the aluminum drum was) 
actually one pound heavier than| 
the all-iron drum it replaced. 

“But,” he explained, “aluminum’s | 
lighter weight permitted us to use| 
25 percent more metal mass and it 
is this mass that soaks up the heat 
and dissipates it. Although alumi-| 
num can only absorb about half as 
much heat at one time as iron, heat | 
travels six times as fast in alumi- 
num as it does in iron.” 

- - > 

Lincoln 
HE 58 Lincoln became the first | 
car to use a really wide brake | 
lining—3% inches, increasing its | 
effective braking area from 207 | 
Square inches in 1957 to 262) 
in 1958. This is the largest effective | 
area in the industry. This was) 
partly dictated by Lincoln’s switch | 
this year to 14-inch wheels and 
11-inch drums. | 

(See chart for comparison of 
other effective brake areas and 
drum sizes.) 

Edsel 


Edsel became the first car to 
come out with Bendix’s inexpensive 
self-adjusting brake, which keeps| 
the shoes in perfect adjustment at| 
all times and eliminates the need 
for adjusting service. 

The adjustment is accomplished 
by the movement of the rear 
brake shoe, actuating a sprocket 
and an adjustment screw at the 
bottom of the brake whenever 

* * > 








Self-Adjusting Brake— 


The self-adjusting brake which was 
developed by Bendix Products and intro- 
duced this year on the Edsel, Mercury 
and Rambler. The rear shoe, right, actu- 
ates a sprocket and screw, below, which 
causes the shoes to expand after about 
005 of an inch of wear. 





the lining wear exceeds .005 of 


an inch. 
Rambler 


A wide flange brake drum was 
introduced on the '58 Rambler, pro- 
viding an extra inch of exposed 
metal mass. This improves the 
brake’s cooling ability, thereby 
lengthening lining life and reduc- 
ing fade, particularly on high- 
speed stops. 

John Adamson, assistant chief 
engineer of American Motors, said, 
“There is a great deal of brake 
development work now going on. 
The big difference in our brakes 
today is that the linings are much 
better than they were 10 years ago. 
The linings are helping the car 


manufacturers hold their own.” 
oe + * 


Mercury 


IS car was introduced with 
front shoe linings that had been 
increased to three inches in width 
and with Bendix self-adjusting 


brakes. 
Cadillac 


Cadillac introduced a new or- 
ganic brake lining on its '58 models 
which is said to give greater uni- 
formity of performance and sta- 
bility. A new brake booster was 
also added. 


Thunderbird 


A brake innovation on the four- 
passenger Thunderbird is a pri- 
mary shoe that has two pieces 
of lining, one of regular asbestos 
and the other of a sintered 
bronze -ceramic material. This 
shoe construction provided bet- 
ter cooling and performance, but 
it has been abandoned recently 
because it was too noisy. 


Corvette 


Ceramic-metallic brake linings 
that give extra performance for 
competition Corvettes are available 
for about $150 a set. 


Studebaker-Packard 


A couple of years ago Studebaker- 
Packard introduced the safety-fin 
brake, which increased the brake 
cooling surface and improved brake 


efficiency about 5 percent. 
- > > 


Chrysler Corp. 


HI-TEMP brake fluid was in- 

troduced this year on all Chrys- 
ler Corp. cars. This fluid has a 
boiling point of 390 degrees, almost 
100 degrees more than that speci- 
fied by the SAE. 

Chrysler’s other recent contribu- 
tion to better braking was its total 
contact brakes which have a sep- 
arate hydraulic cylinder for actu- 
ating each shoe. This distributes 
the braking force evenly over the 
entire shoe and lining area. 

Practically all the other U. S. 
cars today employ the duo-servo 
brake developed by Bendix. This 
brake is self-energizing, in that 
each wheel has only one hydrau- 
lic cylinder which actuates the 
front brake shoe which, in turn, 
actuates the rear shoe. This fea- 
ture reduces brake pedal pres- 
sure, but it has a tendency to 
multiply the fade problem. When 
the car is reversed, the rear shoe 
actuates the front shoe. 

Discussing today’s car brakes, 
T. H. Thomas, manager of auto- 
motive engineer- 
ing for the Ben- 
dix Products 
division, said: 

“In the last few 
years,we’ve 
looked at quite a 
few different 
brakes, but the 
current brakes 
aren’t quite as 


think. 

T. H. Thomas “It’s a popular 
idea that the increased weight and 
engine power have made the pres- 
ent brakes inadequate. But brake 
performance has improved, partly 
through the use of wider brake 
drums, And liner materials have 
also improved considerably—more 
than you'd think. 

“This doesn’t mean brake im- 
provements are unnecessary, but 
you have to look at cost factor 
more closely now than you did five 
years ago. At that time, there was 
quite a lot of pressure on the in- 
dustry to do something about 
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brakes, but not so much improve- 
ment is needed now.” 
= * a 


HOMAS said the brake lining 

manufacturers were getting a 
much better balance of the more 
desirable lining properties—reason- 
able fade and recovery, acceptable 
life, not too much noise and nor- 
mal friction capacity—-from the 
same general type of materials. 

Thomas continued, “We've done 
a lot of looking at the high-speed 
aircraft braking systems and the 
ceramic-metals they use. But they 
have very unacceptable noise and 
other properties. 

“I think these materials hold 
promise for the future; but not the 
immediate future. They're unadapt- 

able so far except for police and 
race cars. 

“There’s a tremendous amount 
of work on disk brakes going on, 
particularly in Europe, The disk 
brake certainly is a help, but 
mostly for sport cars. It may 
have a place in this industry, but 
I don’t see how, because of its 
cost.” 

Bendix builds brake assemblies 
for all Ford Motor Co. divisions 
and for some Chevrolets and some 

Ramblers. GM’s Moraine Products 
division, Dayton, O., supplies the 
other GM divisions. Chrysler Corp. 
makes its own brakes. 

Studebaker - Packard’s and the 
other Rambler brakes are built by 
Wagner Electric Corp., St. Louis. 
These assemblies include the brak- 
ing plate, wheel cylinders and shoe 
assembly. The drum and hydraulic 
assembly come from other sources. 

- > > > 


Doubtful Stoppers 


r THE many brake research and 
development programs now be- 
ing conducted, non-organic linings 
and disk brakes are apparently 
receiving the most attention, al- 
though it is doubtful whether either 
of these innovations will be intro- 
duced in the next year or two. 
The non-organic linings, first 
used on aircraft and then suc- 
cessfully employed for trucks, 
: * 





Buick’s Aluminum Drum— 


This aluminum brake drum is used on 
the front wheels of ali Buicks except the 
Special series. It is made by casting the 
aluminum around an iron liner perforated 
with 120 holes. 


(Sq. In.) *** (Sq. In.) Travel (In 
"57 "58 "57 "58 "57 "5 
EE scons vicinal 192 &204 1608218 12.02 = 6 GeO 
210&233 12 12 445 45 
157 11 ll 866380638 
230 12 ll 6 . a 
230 1112 11 6 . = 
207 11 a © . =o 
173 11 6.50 
180 11 li 650 6.50 
Imperial................ 251 251 12 12 #4638 463 
Lincoln................... 207 262 12 11 4.8 4.75 
Mercury ................ 212&233 203 ll 1k 866500 5.75 
Oldsmobile............ 191 191 ll ll 650 6.50 
Plymouth ........... 184 134 11 il 6 . = 
ND cccees cesses 178 154 12* 12* 594 6 
11** 11** 
Rambler............. 1508158 1508158 9 9&10 650 6.50 
Studebaker............ 195 147 11* 10* 6 6 
10** 9** 


***Two numbers reter to two different brake systems 
(Pontiac and Mercury use a different method of measuring brake area in 1958) 
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buses ‘and tractors, are being 
covetously eyed by the auto engi- 
neers because their wear prop- 
ties are three to 10 times as great 
as conventional linings, because 
of their superior heat absorption 
ability and because of their 
strength at high temperatures. 

These linings usually employ the 
inherently brittle ceramics as the 
frictional elements and as. partial 
insulation to protect the metallic 
matrix from the high temperature. 
The metallic matrix provides me- 
chanical strength and conducts 
heat from the rubbing surface. 

Besides high cost, many of these 
ceramic-metallics produce squeals 
and chatter, cause some grooving, 
develop aggressive grabbing, have 
poorer friction qualities frequently 
and the wear qualities available at 
very high temperatures are not 
always available at the lower car 
temperatures. 

>= > > 


y= the auto industry prob- 
ably is no closer to disk brakes 
than it was thought to be three 
years ago, many experts still con- 
sider it the ideal auto brake—if it 
can be made cheaply enough. 

The disk brake is highly thought 
of because it has more fade resist- 
ance, requires less pedal pressure 
and provides all-around safer per- 
formance. Disk brakes may be 
either enclosed or open. 

The Ausco double-disk brake, 
developed by Auto Specialties 
Mfg. Co. and used on the Impe- 
rial from 1949-1955, is the best 
known enclosed brake. While 
having a number of desirable 
qualities, this brake lost some of 
its cooling advantages by being 
enclosed. 

Disk brakes have also been de- 
veloped by Bendix, Ford and sev- 
eral other manufacturers. All the 
auto makers have tried out disk 
brakes, but there is little indica- 
tion that any of them will adopt 
the disk in the near future. 

In recent years the British have 
developed a number of disk brakes, 
usually for sports or high- 
performance cars. The Girling disk 
brake is now used on the AC Ace, 
and the Triumph TR-3, and the 
French Citroen DS 19 and an ex- 
perimental Renault. 

The Dunlop disk brake is used 
by Jaguar and Jensen. Lockheed 
has also developed a disk brake. 

= = = 

ORE experimental car brake that 

has attracted more than ordi- 
nary attention is the liquid-cooled 
brake developed by Raybestos. 
Company engineers say preliminary 
tests indicate it has overall effi- 
ciency of 300 percent over current 
car brakes. 

They say this brake almost 
completely eliminates fade and 
washout by reducing heat build- 
up, regardless of the frequency 
of the stops. 

The brake dissipates the heat by 
channeling liquid from the engine’s 
cooling system through tunnels in 
copper brake linings which are 
fused to a variation of the conven- 
tional brake shoe, The copper lin- 
ings rub against conventional 
drums that are lined with a spe- 
cial Raybestos material. 
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tion of new or less-expensive parts, 
(2) the need for more working 
capital and (3) any slight financial 
advantage. 

oa * * 


— the growth of equip- 

ment leasing in the auto in- 
dustry, this industry now represents 
only 4 percent of the $180 million 
worth of machinery that is cur- 
rently being leased in all U. S. 
industry. 

Heins added that leased equip- 
ment amounted to only about 2 
percent of all machine tools and 
metal forming units in the country. 

Leasing is also making consid- 
erable progress in fabricated 
metal products, ordnance and de- 
fense products, electrical equip- 
ment and motors, automotive ve- 
hicles and parts, metalworking 
machinery, precision and scien- 
tific instruments, agricultural 
equipment, mining and oil well 





equipment and consumer dur- 
ables. 

The most popular leased machine 
tools are heavy-duty and turret 
lathes, single-spindle drilling ma- 
chines and bench grinders. 


ment on lease in these industries 
consists of mechanical and hy- 
draulic presses, punching and 
shearing machines, bonding and 
forming machines and special ma- 
chinery. . 

The average lease runs from 
three to five years, with renewals 
possible. 

* * * 


Capital Unhindered 
SKED to explain the merits of 
leasing machinery, Heins said 
it has one principal virtue—the 
freeing of working capital for other 
purposes, such as research, getting 
trade discounts, more customer 
credit and facility expansion. 
Heins said the manufacturer 


The | 
most popular metal forming equip- | 


determines exactly what equipment 
he wishes to acquire, its costs and 


| supplier and the tenure of the lease 


desired. 

United States Leasing Corp. 
leases are written on straight line, 
declining balances, sum of the 
digits or any other schedule tail- 
ored to suit the lessee’s require- 


|ments. Lease plans are arranged 


from one to 10 years and normally 
renewal options are available for 
extended periods. 


leasing consist of the total orig- 
inal cost of the equipment or fa- 
cility, plus moderate leasing 
charges. This is divided by the 
number of years of the lease 
normally for the annual charge. 


Thus, the manufacturer pays 
more for leasing than he would 
actually pay for purchasing. Fur- 
thermore, he does not own the 
machinery when he completes his 
payments. Nevertheless, in many 
situations these drawbacks will be 
outweighed by the advantages of 
leasing. 

Heins noted that leasing often en- 
ables a manufacturer to finance ex- 
pansion and modernization without 
dependence on a company’s estab- 





Parts made of Armco ALUMINIZED STEEL 


boost muffier life! 


Here’s a fact that can mean more satisfied muffler 


customers for you: 


Actual road tests show that mufflers made of 
Armco ALuMiNiIzeD STEEL more than double 
average service life. In fact, every key part made 
of ALUMINIzED. STEEL helps boost the average. 

Your customers will appreciate knowing about 
this because they want longer-lasting mufflers . . . 
especially now that more powerful engines and 
dual exhaust systems contribute to costly early 


ARMCO STEEL 


ARMCO STEEL CORPORATION, 2138 CURTIS STREET, MIDDLETOWN, OHIO 
SHEFFIELD DIVISION ¢ ARMCO DRAINAGE & METAL PRODUCTS, INC. ¢ THE ARMCO INTERNATIONAL CORPORATION 


failure of ordinary carbon steel mufflers. 


Bring Customers Back 


Installed as replacements, mufflers made of this 
special aluminum-coated steel can give your cus- 
tomers the trouble-free service that brings them 
back and builds good will for you. 

Next time you order mufflers, ask for those with 
key parts made of Armco ALUMINIZED STEEL. 
Build a reputation for top-grade muffler service. 


AW 


| case differs. 
Heins said the charges for 








| Leasing Corp.’s findings from 


lished banking connections or alter- 
nate lines of credit. 


* * * 
A POSSIBLE advantage of leas- 
ing is that it provides a tax 
advantage by speeding up the de- 
ductibility of the purchase cost of 
the equipment. 

Heins said that U. S. Leasing 
makes no promises in this respect 
because there is no clear-cut ruling 
on the matter by the Internal 
Revenue Service and because every 


“If the intent of the lease is 
merely to speed up the deducti- | 
bility of the purchase cost of a 
piece of equipment,” he explained, | 
“the transaction is likely to be 
construed as a purchase by In- 
ternal Revenue—thus frustrating | 
the intent of full tax deductibility | 
of rental payments in one year. 


“On the other hand, if the lease 
is a genuine lease—and not a dis- 
guised conditional sales contract— 
then payments under a lease are} 
normally tax-deductible in the year 
paid. 
“In court cases, a bona fide lease | 
has been held to have three char-| 
acteristics: (1) The rental payment 
is reasonable, (2) the rental (after 
renewal of the lease) is about equal 
to the value of the property at the| 
option date and (3) conduct of the| 
parties is consistent with a leasing- | 
type arrangement.” 

7 * . 


Conversion of Assets 
oe purchase option provisions 
in a lease are carefully scrutin- 
ized because they seem to indicate 
that the lease is a sort of condi- 
tional sales contract, Heins recom- 
— that these clauses be omit- 
ted. 


Touching on other advantages of 
leasing, Heins said that some firms | 
may want to convert a fixed asset! 
into current assets by selling the} 
asset for cash and immediately! 
leasing it back. 


U. S. Leasing recently came | 
across an automotive parts manu- 
facturer whose sales and profits | 
had expanded. In order to han- 
dle the sales volume, the com- | 
pany expanded its plant facilities. 
But, in the process, too much 
working capital was used and the 
company found itself short of | 


Heins declared, “The company’s 
problem was solved by selling $500,- 
000 of its plant equipment to U. S. 
Leasing Corp. The Corporation in 
turn leased this plant equipment) 
back to the company at a rental 
cost of $10,417 per month for 60 
months.” 

In comparing leasing to purchas- 
ing by means of a bank loan, he 
said it must be kept in mind that 
the normal bank loan is only for 
75 percent of the value of the 
equipment and that the bank rate 
is about 5% percent simple in- 
terest. 





* * > 


HESS cited a typical auto parts 


and accessory manufacturer 
who earned 16 percent profit after 
taxes. 

He continued, “This is equivalent | 
to about 34 percent before taxes.) 
These are Dun & Bradstreet figures 
and they jibe closely with U. S.| 
its 
own clients.” 

He said that if this firm leased 


| $100,000 worth of new equipment 





for seven years, the company not 
only would have more liquid cash 
on hand, but it would earn about 
$40,000 in additional net profits in| 
the seven-year period. 

If this same company pur- 
chased the equipment on a con- 
ditional sales contract, Heins said | 
it would earn about $16,000 more | 
in seven years than it would by 
outright purchase of the equip- 
ment, because of greater cash 
flow to the manufacturer. 

“Of course,” he added, “where 
an automotive company has all the 
working capital it needs, and can 
afford to use it to acquire fixed 
assets, there is no need to lease.” 

For many years, Heins said, cor- 
porations have “thought nothing of 
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renting real property, but yet in- 
sisted on purchasing machinery and 
equipment.” 

“Due to inflationary pressures,” 
he said, “industrial real estate has 
not only held its value in most 
instances, but has actually en- 
hanced, Machinery and equipment, 
on the other hand, must always 
depreciate in value as the equip- 
ment wears out.” 


How much 
should a dealer 
pay himself? 


You'll find the 
answer to this 
and countless 
other questions 
in Martin H. 
Bury’s remark- 
able new book, ti 
“The Automo- 
bile Dealer.”’ 
Mr. Bury— 
who created and still manages one 
of the nation’s most successful 
dealerships—tells how to operate 
profitably in a buyer’s market. He 
covers every conceivable subject: 
new and used-car display and sales; 
service and parts departments; 
compensation and incentive plans; 
financing, car rentals, advertising, 
accounting methods ...even how 
to decorate a waiting room. “The 
Automobile Dealer” is already in 
its second printing and has been 
hailed as the “‘bible”’ of its field. Re- 
quired reading for every automo- 
bile dealer and salesman. Use cou- 
pon to order now. Jf, after 10 days, 
you are not convinced that this book 
belongs on your shelf for permanent 
reference, return it and we will re- 
fund your money ! Order now, while 
it’s on your mind! 





AUTOMOBILE 


DEALER 





l PHILPENN PUBLISHING COMPANY | 
| 1750 N. Broad St., Philadelphia 21, Pa. | 
Send______copy (copies) of new book, “The | 
| Automobile Dealer” 
l (1 lenclose check covering books at $5.20 each | 
| © Send books C.0.0., plus postage | 
| | 
| | 
| 
| 4 
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Average Prices of Used Cars Sold at Auction 


(Compiled by Automotive News from Auction Reports.) 
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Prices of ’57s added and '49s dropped in November, 1956, Prices of '58s added and "50s dropped in December, 1957. 
Figures alongside bars represent dollars. 


Market Trend 


The overall average price of 
used cars sold at wholesale auc- 
tion last week increased $8, ac- 
cording to Automotive News’ in- 
dex. 

It was the first time in three 
weeks that the average had 
turned upward and the first time 
since the index of Jan. 20 that 
every model shared in the gain. 


Increases last week amounted 
to $19 on ’58s, $3 on "57s, $9 on 
56s, $11 on ’55s, $4 on ’54s, $5 on 
53s, $7 on ’52s, and $4 on ’5is. 

At a group of representative 
auctions last week, the average 
consignment soared to the year’s 
high of 233.5 units, compared 
with 219.9 in the previous week. 
The sales ratio was 67.9 percent, 
compared with 70.3 percent a 
week earlier. 


Prices marked with an asterisk | 
indicate a unit equipped with an | 
automatic transmission or over- | 


Frequency Rates: Listing (maximum: three lines of type)—$5.00, I-time; $4.00, 13-times; $3.50, 52-times. Display iedlaia Spies 1 inch © av 


drive, and (ps) indicates power 
steering. 
= + * 


LITTLETON, COLO. 


Colorado Auto Auction, Inc, Sale every | 
Monday. Prices are for sale of Apr. 14. 
BUICK—’56 RM 4-dr., $1,200* (ps). 

’55 Super Riviera, $965* (ps); Special 

Riviera, $725*. 

’54 Special Riviera, $610. 
| CADILLAC—’58 (62) 4-dr., $4,495*° (ps). | 

"56 (60) 4-dr., $2,485* (ps); (62) 4-dr., | 
$2,205* (ps). 

"55 (62) 4-dr., $1,585* (ps). 

"51 (62) 4-dr., $550*, $450°*. 

CHEVROLET—’58 Bel Air (8) 4-dr., $2,- 
500* (ps), $2,325* (ps), $2,300*; Im- 
pala (8) 2-dr., Hardtop, $2,485*. 

’57 Bel Air (8) conv., $1,875°; 4-dr., 
$1,625* (ps), $1,565°; Two-ten (8) 
4-dr., $1,600* (ps), $1,465*, $1,330, | 
$1,270, $1,250, $1,150. 

'56 Bel Air (8) 4-dr., $1,475*%, $1,050; 
Two-ten (8) station wagon, $1,365*° 
(ps); 2-dr., $1,075°, $1,025, $910, 
$805. 

"55 Two-ten 4-dr., $825*, $815*, $780*, 
$775. 

’54 Bel Air Hardtop, $735*, $680*, $600, 
$530*. 

™ Bel Air 4-dr., $485, $420; Two-ten 

2-dr., $465, $390. 

"52 2-dr., $185. 

CHRYSLER—’57 NY 2-dr. Hardtop, $2,- 
515* (ps). 

DeSOTO—'55 Firedome 2-dr. Hardtop, $1,- | 
045. 

"53 Custom (6) 4-dr., $200°. 
DODGE—’57 Coronet (8) 2-dr., $1,675*, 

$1,665*. 


’55 Coronet (8) coupe, $935*. 
FORD 
’57 Thunderbird, $2,600*; 

} 500 4-dr., $1, 685* (ps), 
try sedan, $1,665°; 
$1,575*, $1,370; Custom (6) Ranch 
Wagon, $1,440, $1,400, $1,380, $1,360. 
"56 Country sedan, $1,335*, $1,195* (ps), 
$1,185; Fairlane 4-dr., $1,025* (ps), 
$970*, $910*. 
°55 Thunderbird, 
$1,320° (ps); 
Fairlane (8) 


Fairlane (8) 


$1,580*; 


$2,020*; Country Squire, 
Country sedan, $1,040*; 
2-dr., $975*, $920, $915. 


’58 Custom Country sedan, $2,325. | 


Coun- | 
Fairlane (8) 4-dr., | 


(Copyright, 1958, by Automotive News) 


top, $1,165. 
"54 4-dr., $370°*. 
| PONTIAC—’58 Chieftain 4-dr. Hardtop, 
$2,365*° (ps). 
‘57 Star Chief Safari, $1,775°*. 
'56 Chieftain 4-dr. Hardtop, $1,250°. 
"55 Chieftain 4-dr., §960° (ps); Star 
Chief 4-dr., $875°*. 
"52 4-dr., $185°. 
51 2-dr., $200°. 
MISCELLANEOUS—'58 Chevrolet (6) %- 
ton pickup, $1,740. 
'57 Dodge 2-ton truck, $2,000; Triumph 
Roadster, $1,800. 
‘54 Ford %-ton pickup, $410. 
"53 Chevrolet %-ton pickup, 2 at $445. 
ALBANY 
Tim Anspach Dealer's Auto Auction. 
Sale every Monday. Prices are for sale of 
| Apr. 14. 


The market seemed stronger because 
of the fast bidding. However, car quality 
accounted for the high prices. Have never 
| sold so many cream-puff cars in any 
| ome sale before. Throw away your price 
books, buy clean quality cars and you 
| will make money, Sold 143 cars from 
183 consignments. 
BUICK—’'56 station wagon, $1,575*; Cen- 
| tury Riviera, $1,440°* (ps); Super Rivi- 
era, $1,395° (ps). 
"5S Special Riviera, $1,190*, $1,030° (ps), 


$910° (ps); 2-dr., $925°, $870°, $750°; 
Super conv., $1,135*; Century 4-dr., 
$970° (ps). 
"54 Special 4-dr., $675, $575. 
‘51 Super 4- dr.. $180° $100° 
| CADILLAC—'54 (62) 4-dr., $1,235° (ps). 


"53 4-dr., $550°. 


"54 Crest Victoria, $745. 

LINCOLN—'56 Premiere Hardtop, $1,865* 
(ps). 

MERCURY—'57 Monterey 2-dr. Hardtop, | 
$1,830°, $1,535°. 

55 Monterey 2-dr.. $1,505; Montclair, 
2-dr, Hardtop, $1,220° ‘ps), $1,125* | 
(ps), $770* (ps). 

"54 Custom Hardtop, $520*. 

*53 Custom 4-dr., $385°*. 

"52 4-dr., $335. 

"51 2-dr., $335, $215. 

"50 4-dr., $135. 

OLDSMOBILE — '57 (98) 4-dr., $2,195°* 
(ps) 

"56 (9S) 4-dr., $1,670*° (ps); (88) Super 
2-dr. Hardtop, $1,600* (ps); (88) 2-dr. 
Hardtop, $1,490*, $1,400* (ps), §$1,- 
395°. 

"55 (88) Super 4-dr., $1,225* (ps), $1,- 
050°; (98) 4-dr., $1,155* (ps): (88) 
4-dr. Hardtop, $1,130° (ps), $1,065* 
(ps) } 

"54 (88) Super 4-dr., $900°, $735° (ps). 

"51 (88) Super 4-dr., $185*. 

PACKARD - "56 400°" 2-dr. Hardtop, | 
$990* (ps). 

"53 4-dr., $305° (ps). 

PLYMOUTH—'56 Belvedere (8) 2-dr. Hard-! 


"52 coupe, $600°. 


25 





"49 4-dr., $110*. 

CHEVROLET—’58 Bel Air (8) 2-dr., 
200*; Delray (6) sedan, $1,650, 
57 Bel Air (8) Hardtop, $1,960* (ps); 
Sport coupe, $1,850*; 4-dr., $1,650* 
(ps); Two-ten (8) Hardtop, $1,750* 
(ps); Two-ten (6) 2-dr., $1,530*. 
56 Bel Air (8) 4-dr., $1,410* (ps), 


$2,- 


$1,- 








175*; Two-ten (8) 4-dr. station wagon, 
$1, 500*; 4-dr., $925; Two-ten (6) 2- 
dr., $1,010*, $885, $750; 4-dr., $995, 
$910. 

55 Bel Air (8) conv., $1,260*; 4-dr., 
$1,050*, $1,030; Sport coupe, $1,000; 
Bel Air (6) 2-dr., $1,150*; coupe, $1,- 
125*; conv., $1,100; Two-ten (6) 2- 
dr., $1,040*. 

'54 Bel Air 4-dr., $700*, $675*, $630; 
2-dr., $660, $650°; Two-ten 4-dr., 
$625*. 

"53 Bel Air coupe, $620*, $535; 2-dr., 
$490: conv., $400; 4-dr., $385, $235; 
Two-ten 2-dr., $400, $330; 4-dr., $395; 
One-fifty 4-dr., $300. 

"51 4-dr., $120*. 

CHRYSLER — ‘54 Windsor 4-dr., $580* 
(ps). 

DeSOTO—’53 Powermaster 2-dr., $300*; 

| Firedome 2-dr., $235. 

DODGE—’57 Coronet 4-dr., $1,660*. 

| ’55 Royal coupe, $900* (ps). 

"54 Royal 4-dr., 725*; Meadowbrook 
2-dr., $450. 

FORD '57 (8) Country sedan, $1,760° 
(ps); Fairlane (8) 500 2-dr., $1,700°* 
(ps); Fairlane (8) 4-dr., $1,600° (ps), 
$1,500*; Custom (6) 300 2-dr., $1,400, 

56 Country sedan, $1,510°; Fairlane (8) 
2-dr., $1,200*, $1,100*%; Victoria, $1,- 
300° (ps); 4-dr., $1,250*%; Custom (8) 
Ranch Wagon, $1,120*; Victoria coupe, 
$1,090*; 4-dr., $860°; 2-dr., $930; 
Custom (6) 2-dr., $800. 

’55 Fairlane (8) conv., $1,350*°; Country 
sedan, $1,280*%; Custom (8) Ranch 
Wagon, $1,060*, $960*; Custom (6) 
4-dr., $640°. 

"54 Main (6) 4-dr., $400. 

"53° Custom (8) 4-dr., $550*, $380, $340; 
2-dr., $500°, $360; Custom (6) 2-dr., 
$370; Crest Victoria, $450; Main (6) 
4-dr., $150. 

| °52 Custom 4-dr., $330°; 2-dr., $240 

"51 Custom 2-dr., $170°; 4-dr., $110. 

HUDSON—'56 Hornet 4-dr., $620. 

LINCOLN —'57 Premiere coupe, $2,825* 
(ps). 

*56 Capri coupe, $1,760° (ps). 

"53 Capri 4-dr., $300°. 

MERCURY—'57 Turnpike Cruiser Hardtop, 
$2,250° (ps). 

| "56 Custom 2-dr., $1,200*. 

| °5S Montclair conv., $1,180* (ps); Mon- 

} terey coupe, $1,060*° (ps). 

"54 Monterey 2-dr., $770°. 

| OLDSMOBILE ‘57 (88) Super 4-dr., $1,- 
750° 

"56 (98) Holiday, $1,485° (ps); (88) 

Holiday, $1,380°. 

"55 (88) Holiday, $1,200° (ps); 4-dr., 
$1,160* (ps). 

"54 (88) Holiday, $790*. 

"53 (88) Super 4-dr., $550° (ps), $430° 
(ps); (88) 4-dr., $450°. 

PACKARD—'55 Clipper 4-dr., $780*. 

"53 Clipper 4-dr., $260, $250°. 

PLYMOUTH—'57 Savoy (6) 2-dr., $1,040*. 

"56 Savoy (6) 2-dr.. $1,100°; Savoy (8) 

2-dr., $1,100 

| (Continued on Page 28, Col. 1) 
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ALABAMA 





JOHNSON AUTO | 


AUCTIONS | 


Lawrenceburg, Tenn.—Tuesday 


Huntsville, Ala.—Friday 
100% Insured—No Registration Fee 





COLORADO 





COLORADO AUTO AUCTION 
UTTLETON, COLO. SOUTH 
DEALERS ONLY 
Sale Every Monday—11:00 a.m. 
Owners: Francis R. Cassell—Carroll Kopfer 
Phone Denver: SUnset 1-7821 
Wire Colorado Auto Auction FAX 
Denver, Colo. 


Auctioneers: 
Colonels Johnny Wood pl Dean Davis 
All cars paid for by our own check through 
The Bank of Denver 











DENVER AUTO AUCTION 
(Denver's Oldest and Finest Auto Auction) 
95 So. Santa Fe Littleton, Colo. 
Ph: SU 1-6673 — Ed. G. Smith 
Auction Every Friday at 12:00 Noon 


We Issue Auction Checks and Titles Are 
Guaranteed by Empire Auction Insurance 
Agency 








CONNECTICUT 





NEW ENGLAND'S OLDEST 
AND BEST 


Dealers Auto Exchange in our I2th year 
of continuous operation. 


Sale every Wednesday - 11:00 A.M. 
SOUTHERN AUTO SALES, INC. 
Warehouse Point, Conn. 








CROSSROADS 


+ « « Where they meet ... buyers and 
sellers .. . new and used-car dealers. They 
meet at the dealer auctions of the nation 


You will reach both groups through an 
ad in Automotive News. 


FLORIDA 


| DAYTONA BEACH — Florida Auto 


Auction. City Airport. Tues., 11 | 


__A.M. Dealer-owned. Dealers only. — 
MICHIGAN 


APTCO 
AUTO AUCTION 


DETROIT'S 
Oldest, Largest and Very Best 


Wednesday at Noon 


19241 Dix—Toledo Highway—Route 25 
Just '/. mile from Detroit City Limits 


MELVINDALE, MICHIGAN 


INSURED CHECKS and TITLES 
PHONE: DUnkirk 3-0150 





Flint Auto Auction, Inc. 
FLINT, MICHIGAN 
Exclusively for Dealers 


@ "DUAL RING" 2 lines running simultane- 
ously. 

® Conveniently located in the heart of the 
automobile world. 


@ Ten acres of completely fenced parking 
area. 


® Always a fine selection of sharp cars. 
©@ Friendly relations prevail at all times, 
® Congenial auctioneers, 
© Fair management, 


MICHIGAN'S FINEST SALE 
12: “ SALE EVERY WEDNESDAY poe 


M. McCollum, Vice-President and Mana 
3711 P Westoen Road Phone CEdar ? 








GRAND RAPIDS AUCTIONS, INC. 


On M2i—One Half ame west of Grandville, 
ich. 


EVERY TUESDAY—CHECKS INSURED 
At 1:00 P.M. Sharp—Dealers Only 
Auctioneer: Col. W. E. "Bill Nagy 
“Michigan's Best’ 

Phone: ARdmore 6-4720 


a a RT 


| MISSISSIPPI 
JACKSON — Greater Jackson Auto 


Auction, Wilmington St., Box 8468. 
Wed., 12:30. Check & Title Guar- 


| amntee. 


MISSOURI» 


| KANSAS CITY—K. C. Auto Auction, 
| 1900 Truman Rd. Two big sales each 
| Wed.-Fri. All models both days. 





ST. LOUIS AUTO 
AUCTION BARN, INC. 
3807 Easton Ave. 

St. Louis, Mo. 
Phone Franklin 1-3845 


SALES EACH TUESDAY 


AND FRIDAY 
We Issue Our Checks and Insure Titles 
Owned and Operated by 
BILL McCRACKEN and 


ROY McMANAMA 
We Will Buy Your Used Cars 








NEW JERSEY 


Crossroads of the East 


JUNCTION OF PENNSYLVANIA AND 
NEW JERSEY TURNPIKES 


N. A. D. E. 


Dual Lane Sale — Every 


WEDNESDAY, 11 A.M. 


We issue auction checks, guarantee titles 


NATIONAL AUTO 
DEALERS EXCHANGE 


Route 206 South, Bordentown, N. J. 
|| (Exit 7, N. J. Turnpike) - AXminster €-i702 


| 





NEW YORK 








Thruway Auto Auction, Inc. 
Rovie 188 
EVERY MONDAY 


Insured Checks — Insured Titles 
Fast, Accurate Market Reports 


Phone: HObart 4700 Al Clements, Owner 
Flying Dealers — Land at Buffalo Air-Park, 


Buffalo, New York | 


NORTH CAROLINA 


| RALEIGH Mann's Auto Auction 
| Sale, Re. 5. Ph. 3-1564, Titles & 
| checks guaranteed. Mon. 10 A. M. 








OHIO 


| 
| 
| 
i 
| 
i 





| MONTPELIER AUTO AUCTION CO. 
| MONTPELIER, OHIO 


5 miles south of Buffalo Municipal Airport. | 


Hard surface runway - Unicom Radio. Auction | 
is only five minutes away. Call us, we'll | 
pick you up. 





NEW YORK STATE'S OLDEST 
NATIONALLY KNOWN 


TIM ANSPACH 


Dealer Auto Auction 
Albany 5, N. Y. 
Monday — I! O'Clock 
80 car sale average 
All Titles and Checks Guaranteed 


Eve 


| LAFAYETTE—Syracuse Auto Auction, 
Center of Empire State. Check and 
Title Protection. (Wed.). 


NEW YORK CITY'S 
SKYLINE 
AUTO AUCTION 


EXCLUSIVELY FOR AUTO DEALERS 
You are 100% safe.because all titles 





and checks are insured 


EVERY TUESDAY 12:30 P.M. 


GREENPOINT AVE. & PROVOST ST. 
BROOKLYN 22, N. Y. 
Tel. EVergreen 3-4800 


Auctioneers—David 8B. Spielman 
John W. Becker 








Sale Every Monday, 12:30 P.M. 
“WE NEVER MISS” 
Your Good Will—Our Most Valuable Asset 
4On U. S. Route 20A Phone 5-9535 





| 


“PENNSYLVANIA 





MANHEIM 
AUTO AUCTION, INC. 
Manheim, Penn. 
On Route No, 72 
5 miles South of Pennsylvania Turnpike 
Sale Every Friday—i0:00 A.M. 


%& Dual Lane Selling 
%& Auction Checks 
% Titles Guaranteed 


Issued 


Patronize the 


NATION'S LARGEST AUCTION 
Phone Manheim MOhawk 5-240! 





WASHINGTON 





SOUTH SEATTLE AUTO AUCTION 


10844 E. Marginal Way Seattle 88, Wash. 
Phone Mohawk 6490 


SALE EVERY WED. 11 A.M. 
“WE HAVE BUYERS!" 


“Take Home a Guaranteed Auction Check"** 
Bill Johnson Bob McConkey 














An Ad in the Classified Section of the Automotive News 
Will Get You Quick, Satisfactory Action 











We believe the attached letter from 





Goliath’s dealer in Denver will be of interest 


to the entire automobile industry. 


RECESSION .. 


“T know that a lot of people all over America are talking about the recession, particularly in the automobile business .. . I read | (see 
where certain economists claim that the automobile business is really the key to the recession ... they say as soon as the auto- | on the 
mobile business picks up, everything will pick up. the cai 

It’s my theory that if there's anything the matter with the automobile business it’s because the majority of the dealers, sales W 


managers and salesmen have forgotten how to sell... but I have the evidence that proves that if a man will work, and has a good | the sar 


automobile to sell, he doesn’t have to worry about any recession. My sal 

Let me tell you my story ...I began selling GOLIATH automobiles in the city of Denver in October 1957. Everybody told M 
me the Volkswagon had the market sewed up in the small car field. I wasn't bright enough to believe this so I started out bie 1 
with a car that cost a little more — but I thought it was a lot better — The GOLIATH, built by the famous Borgward-Werk | 
Company in Bremen, Germany, the car has 4 cylinders ...a front wheel drive . . .4-wheel brakes... true, it costs a couple hun- ” 
dred dollars more than the Volkswagon, but after I'd tested the GOLIATH I was sure I could sell it—it had everything . . . the | March 
ruggedness of a jeep... the riding quality and roominess of a $5000 American car...and the economy of a motorcycle. | G 


Next I decided that the practice of demonstrating automobiles had become a lost art and that I was going to bring it back. | COLL 
I worked out a 24%4 mile demonstration route which started at the front door of my showroom. there i 
The first mile is down a badly paved, very rough side street ...then into and across a vacant lot...then up a good steep | Rece: 


hill that has no road. During the winter the lot and hill is covered with snow or mud—this I call the “Goliath Testing Grounds” | to the 










~ GOLIATH 


CENVER 





: 
/ TESTING GROUNDS 









The picture on the left shows the 
“Goliath Testing Grounds” in Denver 
created by Mr. Mosko (that is Mr. ]} There g 
Mosko standing next to a Goliath | De Luy 
Station Wagon). and 7” 
The picture above shows part of the 


Goliath display area on South Broad- 
way in Denver. Not shown in the 


picture is the big glass-fronted show- 
room and the well-equipped service 
department in the rear that completes 
the GOLIATH setup in Denver. 


pecan ads 























.» MY FOOT! 


ad | (see cut). Next I take my Customer along at 60 miles an hour on a very narrow, high crown back country road with 2 wheels 
to- | on the crown and 2 wheels in the gutter and do the driving with 2 fingers on the wheel...I top off the whole show by driving 


the car up over a curb across the sidewalk and off a curb and wind up with a flourish in front of my showroom. 


les When I get out of my car I say to my customer: “Now, you can see what the GOLIATH will do, let’s take your car and drive 

od | the same course.” So far I haven't had a single prospect willing to drive his car over the route—I've just taken the GOLIATH. 
My salesmen and I each average approximately 150 trips per week. 

Id 

ut 

tk 


n- 
h March — now with Spring and some good weather ahead my business for the rest of the year looks great. 
e | 


Meantime, with this demonstration and a lot of other old-fashioned hard hitting ideas—Ive sold a lot of GOLIATHS— 


true I've worked like a dog and so have my salesmen... but we're selling GOLIATHS. 





Oh yes, the “recession"— I made money in November — lots of money — the same in December — January — February and 


GOLIATH was second in imported car sales in the city of Denver for the month of December...and in January... 

k. |GOLIATH was FIRST! (and the other dealers had cars so we didn't win because the other boys were in short supply). So if 
there is a depression or a recession in the automobile business we haven't heard of it... To be really accurate I should have said: 

op | Recession... My Feet,” because I'm using up an awful lot of shoe leather and so are my salesmen. But we found the answer 


s” | to the whole thing . . . It’s a simple four letter word . .. W-O-R-K!” 


© 


AARON MOSKO ¢ GOLIATH DEALER © DENVER, COLORADO 
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GOLIATH CARS THAT MAKE MR. MOSKO’S STORY POSSIBLE 


eee" as 








res 


7 THE TIGER THE 1100 SEDAN 


t. | There are 4 models in the GOLIATH passenger line — the 2-door Sedan . . . the Station Wagon . . . a special De Luxe Sedan, “The Empress” . . . and a new 
h | De Luxe Sports Coupe, “The Tiger”. . . plus a full line of trucks including delivery vans, busses and pickup trucks. (Incidentally, the GOLIATH sedan is 5” wider 


and 7” longer than the other popular German car.) GOLIATH prices start at $1995 port of entry. 


| GOLIATH 7" 


ROBERT H. PETERSON—President 


1047 BROADWAY AVENUE @ BURLINGAME, CALIFORNIA 
*DEALER INQUIRIES INVITED 











AUTOMOTIVE NEWS, APRIL 28, 1958 





Used-Car Auction Prices 





(Continued from Page 25) 
’55 Cranbrook (6) 4-dr., $820; Plaza (6) 
station wagon, $750. 


'53 Belvedere coupe, $470; Cranbrook 4- 


dr., $350. 
PONTIAO—’56 Chieftain 4-dr., $900°*. 
’55 Chieftain (8) Catalina coupe, $1,000*° 
(ps); 4-dr., $950°; 2-dr., $700°*. 

"53 conv., $320°, 

RAMBLE R—’57 Custom 4-dr. station 
wagon, $1,775*. 

"53 2-dr., $150. 
STUDEBAKER—’54 Champion 2-dr., $220. 
WILLYS—'55 Custom (6) 4-dr., $500. 
MISCELLANEOUS—’58 Isetta Bun Roof, 

$625 


"56 Special 2-dr., 


‘55 RM Riviera, $1,010° 
$690° (ps); Super 2-dr., 
Special Riviera, $980. 

53 Super conv., $400. 

OADILLAC—’55 (62) coupe de Ville, $1,- 
960° (ps); coupe, $1,925° (ps); conv., 
$1,925* (ps). 

*54 coupe de Ville, $2,000* (ps). 

"50 sedan, $225. 

’47 sedan, $125. 

CHEVROLET—’58 Brookwood station 
wagon, $2,450° (ps); Impala coupe, 
$2,440; Delray (6) sedan, $1,825. 


$1,060. 
4-dr., 
(ps); 


(ps) ; 
$995° 


’57 Bel Air Hardtop, $1,725* (ps); conv., 

"B4 Jaguar Mark VII, $780*. $1,720; Sport coupe, $1,560; 4-dr., 

$1,370; Two-ten (6) 4-dr., $1,450, $1,- 

455, 2 at $1,450, 2 at $1,375; 2-dr., 

PHOENIX, ARIZ. $1,395, $1,310; One-fifty 4-dr., $1,085. 

Phoenix Auto Auction. Sale every Wed- "56 Bel Air (8) 4-dr., $1,255° (ps); 2- 

nesday. Prices are for sale of Apr. 16. dr., $1,230*; Bel Air (6) coupe, $1,040; 
Market is very good, Sold 158 cars 4-dr., $1,035. 

from 245 consignments. "55 Bel Air conv., $930; 4-dr., $795; 

BUICK—’57 Century 4-dr., $1,780; Special 2-dr., $920; Two-ten station wagon, 

2-dr, Hardtop, $1,500. $1,105*; 4-dr., $770; One-fifty 4-dr., 


IN-USE AND LAB TESTS PROVE HOLLEY ROTOVANCE DISTRIBUTOR 


$650°; 2-dr., $625*. 
’54 Two-ten 4-dr., $465, $425. 
°53 station wagon, $465; Two-ten 4-dr., 


$370, $355; One-fifty 2-dr., $350. 
°52 sedan, $150*. 
"51 coupe, $125°. 
°49 2-dr., $195; 4-dr., $135. 
CHRYSLER—’56 NY 4-dr., $1,675* (ps). 
'54 NY 4-dr., $875. 
’53 Windsor 4 dr., $350. 

DODGE—’57 Royai Lancer 4-dr., $1,875* 
(ps); Coronet 4-dr., $1, 790°; 2-dr., 
$1,700°. 

56 Custom Royal 2-dr., $1,255° (ps); 
Royal 4-dr,, $875*. 
’53 station wagon, $500. 

FORD—’58 Thunderbird, $3,625°*. 

’S7 Fairlane (8) Victoria, $1,520*; 4-dr., 
$1,450°, $1,445°; 2-dr., $1,225; Cus- 
tom 300 2-dr., $1,185. 


’56 Country sedan, $1,355*° (ps), $1,325° 
(ps); Fairlane (8) conv., $1,130* (ps); 


Hardtop, $1,000°; 2-dr., $875*; Cus- 
tom (6) Ranch Wagon, $900. 

'55 Fairlane (8) conv., $900°; club se- 
dan, $720; 4-dr., $700*, $650*; Town 
sedan, $540°; station wagon, $855, 

"54 Ranch Wagon, $635°; 4-dr., $360. 

'53 Ranch Wagon, $520°, $490; Crest 
conv., $500; Victoria, $490; coupe, 
$375*; Custom 4-dr., $370; coupe, 
$355*. 

’52 Custom 2-dr., $250. 

"51 sedan, $185, $125*; conv., $300. 


*50 conv., $110. 
"49 2-dr., $150. 


MOST ACCURATE TIMING INSTRUMENT YET DESIGNED FOR 


AUTOMOBILE AND TRUCK ENGINES. 


ELIMINATION OF VIBRATION 


IN BREAKER PLATE INCREASES ENGINE EFFICIENCY AND 


The elimination of breaker plate wobble or 
vibration in the Rotovance Distributor pro- 
vides a timing accuracy not possible with 
other types of distributors. Solid black area 
in graph above indicates the timing limits 
allowed by Rotovance, while red area repre- 
sents limits of other distributors tested. 


HORSEPOWER THROUGHOUT ALL STAGES OF ENGINE ADVANCE. 


CONVENTIONAL 
DISTRIBUTOR 


By advancing the cam for all engine require- 
ments, perfect rotor register is obtained. 
The red area in the diagram at left shows 
how rotor register is inaccurate during high 
and low engine peaks. Rotor register is perfect 
throughout the entire engine advance with 
the Holley Rotovance Distributor. 


ROTOVANCE 
DISTRIBUTOR 





HENRY J—’52 sedan, $275. 
*51 2-dr., $115. 
LINCOLN-——’46 club coupe, $115. 
MERCURY—’56 Montclair 4-dr., $1,150*. 
°55 Montclair conv., $1,075* (ps) ; 2-dr., 
$1,140° (ps), $933°, 
Hardtop, $1,015*. 
"54 Monterey Hardtop, 
Custom 2-dr., $550. 

°53 4-dr., $370*. 

"652 4-dr., $325, $195°. 
NASH—’56 Ambassador Hardtop, 
OLDSMOBILE—’57 (98) Holiday, 

(ps). 

"56 (98) 4-dr., $1,370* (ps). 

"54 (88) 2-dr., $610*. 

"53 2-dr. $400°. 
PACKARD—’55 Clipper 4-dr., 

°53 Clipper 4-dr., $330°*. 
PLYMOUTH—’ 57 Savoy (8) 4-dr., 

$1,230*, $1,180; 2-dr., $1,000. 

"56 Belvedere station wagon, 

Savoy 4-dr., $805*; 2-dr., 
4-dr., $890°*; 2-dr., $640°. 

"53 4-dr., $305. 
PONTIAC—’55 Star Chief Catalina, $940*° 

(ps); 4-dr., $865°. 

"53 Chieftain Hardtop, $360*; 

$345°*, $245°. 

"52 2-dr., $270°*. 

*51.4-dr., $200°, $165°. 
STUDEBAKER—'51 4- dr., $165. 

*49 coupe, $155. 

MISC ELLANEOUS — ’°57 Chevrolet %-ton 
pickup, $1,085*, 

*56 Chevrolet %-ton pickup, $875°; 


$720°, $575°*; 


$1,140°. 
$2,100° 


$775*. 
$1,245°, 


$1,290° ; 
$775*; Plaza 





4-dr., 


Ford 
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11955 E. NINE MILE ROAD 
WARREN, MICHIGAN 


FOR MORE THAN HALF-A.CENTURY—ORIGINAL 
EQUIPMENT MANUFACTURERS FOR THE 
AUTOMOTIVE INDUSTRY 
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$725; Monterey 





pickup, $770. 

’55 Chevrolet %-ton pickup, $465 
%-ton pickup, $676. 

‘54 Ford %-ton pickup, $500; 
baker %-ton pickup, $530. 

’51 Chevrolet %-ton pickup, $490; 
%-ton pickup, $240*. 

’50 Ford 1%-ton stake, $350. 


DYER, IND. 


Dyer Auto Auction, Sale every Ff 
Prices are for sale of Apr. 18. 
Shortage of cars. Sold 212 units 

283 cars consigned. 

BUICK—’57 Special Riviera, $1,915 

"56 RM Riviera, $1,445* (ps). 

"55 Century Riviera, $1,065*; con 
000° (ps); Special 4-dr., $655* 

’54 Special Riviera, $490°; Super 
era, $500°. 

’53 Super Riviera, 
$185*. 

°49 Super 4-dr., 

CADILLAC—’ 56 

"54 (60) 4-dr., 

"52 (62) 4-dr., $250° 

"51 (62) 4-dr., $515*. 

"50 coupe, $380*, $185*. 

°49 4-dr., $155. 

CHEVROLET— 57 Two-ten (8) coupe 
535°. 

'56 Two-ten (8) 2-dr., $935. 

55 Two-ten 4-dr., $695; 
Bel Air (6) coupe, $805* 

*54 Corvette, $1,050; Bel Air 4-dr 
2-dr., $520. 

"53 Two-ten 2-dr., 

"52 4-dr., $195. 

"51 coupe, $160; 4-dr., $165. 

CHRYSLER — '56 station wagon 
(ps); ‘300°’ coupe, $1,785* 

"55 NY coupe, $1,270* (ps). 

"51 4-dr., $265. 

DeSOTO—’55 Firedome coupe, $835 

*53 Firedome coupe, $120. 

DODGE—’57 Coronet 4-dr., $1,7 
2-dr., $1,345°, $1,290°. 

*55 Coronet Lancer coupe, $865°. 

"54 Coronet 4-dr., $300 

"53 Meadowbrook 4-dr., 
onet coupe, $215 

"51 4-dr., $135, $110 

FORD—'5S Country sedan, $2,200* 

"57 Ranch Wagon, $1,750*; Country se- 
dan, $1,620°; Fairlane (8) 500 Vic- 
toria, $1,475° (ps); 2-dr.. $1.350*: 
Fairlane (8) 4-dr., $1,350°; Custom 
(8) sedan, $1,255, $1,185, $1,150 

"56 Fairlane (8) conv., $1,195*; 
$1,000° (ps), $795; Victoria. 
Custom Ranch Wagon, $1,135; 
$875, $865, $825, $785 

"55 Thunderbird, 2 at 
Wagon, $920; 2-dr., $630°. 

*54 Custom 2-dr., $400° 

"63 Crest conv., $550, $455, $310 
toria, $470; Custom 4-dr., $400°*, 
$170°; Main 2-dr.. $255. 

"52 station wagon, $495°; 4-dr., $255; 
2-dr., $210. 

"51 2-dr.. $195°, $130°, 
"50 sedan, $185, $120 
HUDSON—'S4 Hornet 2-dr., 
LINCOLN—'S4 Capri 4-dr., 
"53 Capri coupe, $360* 
MERCURY—'55 Montclair 

(ps); 4-dr., $835*°, $685. 

"54 Monterey 4-dr., $655°; 
2-dr., $500, $400 

"53 coupe, $430°; 4-dr., 

"52 4-dr., $125°. 

"61 4-dr., $185°; 2-dr., $135. 

NASH—'S4 Statesman 4-dr., $300 

"53 Statesman 4-dr., $365, $270. 

OLDSMOBILE—'ST (S88) 4-dr., 
$1,495°. 

"56 (98) Holiday, $1,295° (ps). 

"54 (88) Super 4-dr., $745° (ps); 
Holiday, $945*, $900°. 

"53 (98) Holiday, $380° 

"52 4-dr., $180°, $130° 

PACKARD—'53 4-dr., $315*. 

"51 4-dr. $105. 

PLYMOUTH—'57 Suburban, $1,750*; 
(6) 2-dr., $1,190. 

"56 Suburban, $1,075; 
$975°; 2-dr., $710°; 
(ps), $875. 

PONTIAC—'53 4-dr., $360*. 

"50 4-dr., $110°. 

RAMBLE R—’52 station wagon, $295°; 
coupe, $135. 

STUDEBAKER 
$310°. 

WILLYS—'52 2-dr., 


Ford 
tude- 


odge 


lay. 
‘rom 
ps). 
$1,- 
Rivi- 
$395°* ; 


4-dr., $295*, 


$170*. 
(62) 4-dr., 
$1,400* (ps). 


$2,385° ps). 


$1,- 


2-dr. $575: 


$595; 


$320; 4-dr., $250°, 


$1,670° 
(ps 


25° 


(ps); 


$115, $100: Cor- 


4-dr., 
$900°; 
sedan, 


$1,775; Ranch 


Vie- 
$310°, 


$100° 


$355. 
$s60° 
(ps). 
conv., 


‘ ps ’ 
$1,100° 
coupe, 


$585°; 


$265 


$1,500°, 


(88 


Savoy 


Belvedere 
Savoy 4-dr., 


coupe, 
$930° 


"52 
$100°. 


MANHEIM, PA. 


Manheim Auto Auction. Sale every Fri- 
day. Prices are for sale of Apr. 11. 

The used-car business must be defi- 
nitely improving by the way dealers are 
buying cars. Prices are firm. Popular 
cars are bringing even more money. 

Sometimes dealers become concerned 
about selling their cars om a rainy day. 
Today shows that when cars are in de- 
mand it makes little difference. 

Southern dealers are attending our sale 
in increasing numbers. They are bringing 
late models and taking older cars home. 
Sold 86 percent of 571 cars registered. 
BUICK—'58 Super Riviera, $2,800*° (ps). 
"57 Super 4-dr., $2,100*; Special Riviera, 

$1,760* (ps), $1,735°; 2-dr., $1,700°, 

$1,625°. 

"56 RM Riviera, $1,560° (ps); 4-dr., $1.- 
372° (ps); Century 4-dr., $1,480° (ps); 
Super Riviera, $1,350° (ps); Special 
Riviera, $1,205*; 2-dr., $1,200°, $1- 
100*, $1,100° (ps); 4-dr., $1,160°. 

’55 Special Riviera, $1,275*, $1,260° 
(ps), $1,110*, $1,100°; 4-dr., $1,170°; 
2-dr., $1,100*, $1,000°; Super Riviera, 
$1,175* (ps), $1,160*, $1,130° (ps); 
Century Riviera, $1,120*, $1,080°, $1,- 
050*, $1,030°, $1,010°. 

’54 Skylark conv., $905*; RM _ conv., 
$870* (ps); 4-dr., $660; Century Rivi- 
era, $760°; Super sedan, $665° (ps); 
Special Riviera, $760*. 


Commander 4-dr., 


’53 Special conv., $655*; 4-dr., $420°, 
$320°; 2-dr., $290; Super Riviera, 
$510° (ps); 4-dr., $380*; RM 2-dr., 
$445* (ps); 4-dr., $375* (ps). 

52 RM Riviera, $105*. 

’51 Super Riviera, $250°; 4-dr., $160°; 
Special 4-dr., $220. 

*50 Special 4-dr., $155. 

CADILLAC—’58 (62) conv., $5,000* (ps); 
sedan de Ville, $4,925° (ps), $4,800° 
(ps), $4,750° (ps); coupe de Ville, 
$4,700* (ps); 4-dr., $4,450° (ps); 
coupe, $4,300* (ps), $4,275* (ps). 

’57 (60) Hardtop, $3,925* (ps), $3,675* 
(ps), $3,560* (ps); (62) Hardtop, $3,- 
710* (ps); conv., $3,695* (ps), $3,- 
570*; coupe, $3,625* (ps), $3,550° (ps), 
$3,425* (ps), $3,300* (ps). 

*56 coupe de Ville, $2,710* (ps), $2, 610° 


(ps); sedan de Ville, $2,700* (ps), 


630* (ps), $2,610* (ps); conv. 9 aoe 
(ps); coupe, $2,425* (ps); 4-dr., $2,- 
300° (ps), $2,210* (ps). 

’55 Eldorado conv., $2,400* (ps); (60) 


Hardtop, $1,975* (ps); coupe, $1,910* 
(ps); (62) conv., $1,825*; 4-dr., $1,- 
(Continued on Page 30, Col. 1) 








THE NEW YORK TIMES WEEKDAY CIRCULATION . . . show- 


ing a consistent, year-by-year increase, is now at a record 
high average of 633,106, up 92,019 in 5 years. 








$1,- 

95°, 

$1, 

THE NEW YORK TIMES SUNDAY CIRCULATION .. . a signi- 

~ ficant indication of the trend in the nation’s No. 1 market, 
now averages 1,291,134, a 5-year gain of 109,119. 


s 





 WHAT’S 


“UP? 


THE TIMES WEEKDAY SUBURBAN CIRCULATION... sparked 


by growing home delivery demand, stands at an all-time 
top average of 158,902, up 49% since 1953. 
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THE TIMES SUNDAY SUBURBAN CIRCULATION... reflecting 


the all-round growth of The Times, now averages 309,074 
with 73,985 added since 1953. 
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Publisher's Statement to ABC, six-month averages for period ending March 31. 
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Used-Car Auction Prices 





(Continued from Page 28) 


680° (ps). dr., $375. 
"53 (62) 4-dr., $925* (ps), $900° (ps), 53 Bel Air 4-dr., $400; Two-ten 2-dr., 
$805* (ps), $795. $380°, $350; One-fifty 2-dr., $360, 
"51 4-dr., $405°. $210. 
CHEVROLET—’58 Corvette, $3,285*; Bel | "52 4-dr., 2 at $265; 2-dr., $210*, $205. 
Air (8) 4-dr. Hardtop, $2,600* (ps), *51 4-dr., $210; 2-dr., $160°. 
$2,350° (ps), $2,280* (ps), $2,225*| ’50 2-dr., $225. 
(ps); 4-dr. sedan, $2,375* (ps), §$2,- 38 4-dr., $240. 
350°: Impala 2-dr. Hardtop, $2,500*, CHRYSLER — '58 NY Hardtop, $3;550* 
$2,480*, $2,315*; conv., $2,450* (ps), | (ps). 
$2,420*; 4-dr. station wagon, $2,325* ’57 NY Hardtop, $2,360* (ps); 4-dr., 
(ps); Biscayne 4-dr., $2,040*; 3-dr., | $2,100° (ps), $2,010*; Saratoga 2-dr., 
$1,670. $2,350* (ps); Windsor 4-dr. station 
57 Bel Air station wagon, $1,830*; 2-dr., - wagon, $2,350°. 
$1,825°; 4-dr., $1,800; Hardtop,| '56 NY 4-dr., $1,735°. 
$1,780* (ps), $1,760* (ps), $1,750°; | 55 Windsor Hardtop, $1,100*, $935* 
2-dr., $1,570°; Bel Air (6) 4-dr.,| ,_ ‘PS). . 
$1,620*, $1,620° (ps), $1,590*%; Two-| *54 NY conv., $405* (ps). 
ten station wagon, $1,810*; Hardtop, | 53 NY Hardtop, $875* (ps); 4-dr., $330° 
$1,800* (ps); 2-dr., $1,520°, $1,410*| , (ps), $300° (ps); Windsor 4-dr., $325*. 
(ps), $1,385*, $1,320°; 4-dr., $1,400, | _ "52 NY 4-dr., $150°. 
$1,340. DeSOTO-— ‘ST Firedome 4-dr., $1,925* (ps), 
56 Bel Air (8) conv., $1,500*; Hardtop,| ,,$1,900° (ps). 
$1,420°, $1,385; 2-dr., $1,380°, $1,-| /55 Firedome Hardtop, $1,200°. 
100*, $1,025; 4-dr., $1,320*; Two-ten 52 Custom 4-dr., $240°. 
station wagon, $1,165; 4-dr., $1,160*, DODGE 58 Custom Royal Hardtop, §2,- 
$1,120*, $1,060, $990; 775°, $2,525° (ps). 


) 2-dr., $1,000; | 
One-fifty 2-dr., $925, $905, $870. | 


°55 Bel Air 4-dr., $1,325* (ps), $1,230, | 


"57 Royal (8) 4-dr., $1,800° (ps). 
"56 Coronet (8) 2-dr.,. $1,305*; Coronet 
(6) 2-dr., $850. 


top, $2,510*, $2,275*; 2-dr., $2,435*, 
$2,375*; 4-dr., $2,275*, 2 at $2,200* 
(ps); Town sedan, §$2,275*; station 


wagon, $2,285; Fairlane (8) 4-dr., $2,- 


conv., $1,890°, $1,775*, $1,775, $1,695°; 


Victoria, $1,200* (ps), $1,125, $1,080*; 


$970*; 2-dr., 2 at $1,020*, $980°, $950, 
$910*, $850, $835, 760; Main (6) 
station wagon, $940; 2-dr., $800. 

"55 Country sedan, $1,195; Fairlane 
Crown Victoria, $1,190*, $1,100*, $1,- 
020*, $985; conv., $1,040*; Custom 
station wagon, $970, $820; 2-dr., $860, 
700; Main 2-dr., $670. 

"54 Crest conv., $740*, $670; 2-dr., $610°*, 


(8) 





"55 4-dr. station wagon, $1,370; Coronet 
Hardtop, $1,290; 2-dr., $910*, 

*54 4-dr., $500*, $390*. 

’53 Hardtop, $210°. 

"52 2-dr., $175°. 


$1,115*, $1,100*, $1,025, $1,010*, $875; 
2-dr., $1,110*, $1,090*; Two-ten Del- | 
ray, $860; 4-dr., $800*, $775, $750, 2) 
at $710, $690, $600, $550; One-fifty | 
4-dr., $680; 2-dr., $560. | 


$570°; 4-dr., $590; Main station wag- 
on, $570; 2-dr.. $510; Custom 2-dr., 
$550, $525, $520, $505, $500. 

"53 conv., $600°; station wagon, $555, 


$390; 4-dr., $520, $435°. 
"52 2-dr., $225°; 4-dr., $170°. 
"51 4-dr., $360, $145. 
HUDSON—’52 4-dr., $250*. 





"64 Two-ten station wagon, $850; 4-dr.., FOR D—'58 Thunderbird 2-dr., $4,080* 
$715, $695; Delray, $660; Bel Air Hard- (ps), $3,825° (ps); Fairlane (8) 500 
top, $820°, $765, $725; 4-dr., $700*, | conv., $2,650° (ps), $2,425° (ps), $2,- 
$650, $610; 2-dr., $680; One-fifty 2- 420° (ps), $2,385° (ps); 4-dr. Hard-! 


———— sss 


The end of a perfect day comes 
sold Quaker State Medium. The growing demand for this 
SAE 20W-30 motor oil is piling up new sales records (and 
bigger profits) for dealers all across the country. Ask your 
Quaker State distributor about these profit opportunities. 


QUAKER STATE OIL REFINING CORPORATION, OIL CITY, PA. « Member \Pennsylvania Grade Crude Oil Association 


IMPERIAL —'57 4-dr. Hardtop, $2,880° 
(ps), $2,700°, $2,675° (ps). 


club sedan, $1,100, $1,070; 2-dr., $1,- 
065°; 4-dr., $1,060* (ps), $955; Cus- 
tom (8) 4-dr., $1,085, $1,075*, $995°*, | 


250° (ps), $2,225*; Victoria, $2,200* 
(ps); Custom 300 4-dr., $1,685. 

’57 Thunderbird, $2,800*, $2,775* (ps), | 
$2,750* (ps), $2,735* (ps), $2,725* 
(ps); Country Squire, $1,980*; Coun- 
try sedan, $1,955* (ps), $1,685*, $1,- 
575, $1,510° (ps); Fairlane (8) 500) 


Victoria, $1,865* (ps), $1,725* (ps), 
$1,725*, $1,700*°; 4-dr., $1,650, $1,615, 
$1,550, $1,505*; 2-dr., $1,580, $1,485, 
$1,400; Fairlane (8) 4-dr., $1,570°* 
(ps), $1,400*%; 2-dr., $1,380; Custom 
(8) 300 sedan, $1,780*, $1,700*; Cus- 
tom (6) 300 4-dr., $1,450*%, $1,445, | 
$1,285; 2-dr., $1,300°%, $1,290°, $1,- 
275, $1,200, $1,170*, $1,130; Ranch 
| Wagon, $1,510*, $1,180. 

"56 Country sedan, $1,385* (ps), $1,- 
325*, $1,310*°; Fairlane (8) 2-dr., $1,- | 
275*; Town sedan, $1,255* (ps), $1,-| 
160°; conv., $1,225*, 2 at $1,150*; | 
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Hardtop, $1,050; Custom 2-dr., $800*, 
60 























$760. 
Model Breakdown ’54 station wagon, $910; Hardtop, $625; 
e 4-dr., $580; 2-dr., $560. 
Of Auction Averages | 3: 2-di., s110. 
-dr., . 
April, 1958 March, Feb.. | NASH—’55 Statesman sedan, $840. 
Model To Date 1958 1958 52 4-dr., $200°, 
.... $2,663 $2,778 $2,828 "51 4-dr., $165°. 
cana 1657 1.691 | OL-DSMOBILE — ‘58 (88) 2-dr. Hardtop, 
ndoseneeesseee ’ , ’ $2,675°. 
EE 1,154 1,166 1,171 57 Fiesta station wagon, $2,520* (ps); 
caaantng 901 895 891 (98) 4-dr., $2,350* (ps); (88) cony., 
$2,110* (ps); 2-dr. Hardtop, $2.070* 
606 598 580 (ps); (88) Super 2-dr, Hardtop. §2,. 
372 359 357 060*, $2,000* (ps); 4-dr., $1,925* (ps), 
237 243 230 *56 (98) 2-dr. Hardtop, $1,720*; 4-dr., 
$1,620* (ps), $1,555* (ps), $1,435; 
181 185 183 2-dr., $1,325*; (88) Super 2-dr $1,- 
Ee 560° (ps), $1,500* (ps), $1,490*, $1,- 
verage $ 971 $ 985 $ 993 385° (ps); (88) 4-dr., $1,350*; 2-dr., 

A s $1,260* (ps), $1,125°. 

"55 (98) 2-dr., $1,230* (ps); (88) Super 

_ 4-dr., $1,225* (ps), $1,190° (ps), $1,- 

Ba a Soaer toon 000* ' (ps); 2-dr., $1,175*; (88) 4-dr., 

om ¢Aeaeen ae $780°. 

52 Limousine, $425* (ps). 54 (88) Super conv., $925*; (88) 4-dr., 

LINCOLN—’58 Capri 2-dr., $3,440*° (ps). $800*, $670*, $525°. 

56 Premiere 4-dr., $1,910* (ps). 53 (88) Super 4-dr., $625* (ps), $535*; 

'55 Capri Hardtop, $1,460*° (ps); sedan, (98) 4-dr., $480° (ps). 
$950* (ps). "52 4-dr., $425*. 

"52 4-dr., $340°, $325°. *50 4-dr., $120*. 

’47 Hardtop, $485. PACKARD—'55 ‘400’ Hardtop, $1,030* 

MERCURY—’58 Montclair 2-dr., $2,620° PS); Clipper Hardtop, $975*. 
(ps); 4-dr., $2,600°. 52 4-dr., $200°. 

'57 Monterey conv., $2,125* (ps); 4-dr.,| PLYMOUTH—'58 Belvedere (8) conv.. $2,- 
$1,765*, $1,745°; 2-dr., $1,690*; Mont- 560° (ps); 2-dr. Hardtop, $2,325*; 4- 
clair 4-dr., $2,125* (ps), $1,850°, $1,- dr. Hardtop, $2,300*, 3 at $2,300* (ps); 
720°. 7 2-dr. sedan, $2,285* (ps), $2,200*, 

. $2,100*. 

ps): 2dr. Hardtop, $1.480¢, $1.395°,| "5%, Belvedere (8) 2-dr. Hardtop, $1,725, 
$1 230°: station. wegen ; $1 450°, $1,- 2; Soom, Oe coo - 
270°; Monterey 2-dr. Hardtop, $1,315*, io” $1,225, $935; 2-dr., $1,210, $1,- 

. *. a o 
Soe sd Mant “1008! Canta Mg Gt, San ARI oy 
cony., $1,175*; 2-dr., $1,170, $1,055° be aay — ge ge Fy 
J. teetaten Bnet "anane’ Gn100 4-dr., $1,285°, $1,080°, $985°; Savoy 
GSS"; Modalit Hardtop, 9500", 9010°. (6) ‘2-dr., $855; 4-dr., $850; Belve- 
"55 Monterey 2-dr., $1,160°, $1,060°, $1,- dere Hardtop, $1,210*, $1,170*; conv., 
040°, $950°; 4-dr., $900°; Montclair $1,200*, $1,000; Plaza (8) 4-dr., $1,- 
050; Plaza (6) 2-dr., $735 
"55 Belvedere 4-dr., $1,040°, $950°; 2- 
dr., $990°, $970° (ps), $900; Savoy 
4-dr., $840, $785, $600; 2-dr., $530; 
Suburban, $825, $775; Plaza Suburban, 
$750, $670: sedan, $640, $610, $525 
"54 Belvedere Hardtop, $570; 4-dr., $530; 
2-dr., $270 
"53 Cranbrook 4-dr., $370, $305, $300, 
$280. 
*49 sedan, $140. 
"40 sedan, $145. 
PONTIAC—'57 Star Chief 2-dr., $1,840° 


(ps); Chieftain 4-dr., $1,720°, $1,575*. 

’56 Star Chief Hardtop, $1,460*, $1.400°*; 
4-dr., $1,430° (ps); 2-dr., $1,200* (ps); 
Chieftain 4-dr., $1,175*; Catalina, $1,- 
100; 2-dr.. $1,060° 


55 Star Chief Hardtop, $1,185*, $1,- 
185° (ps); conv., $1,120° (ps); sedan, 
$1,030* (ps), $1,010*° (ps), $930, $850°; 
Chieftain sedan, $775°*. 

"54 Star Chief 2-dr., $650°; Chieftain 
4-dr.. $630°; 2-dr., $540; station wag- 
on, $520, $440. 

"53 Chieftain 2-dr.. $520°; station wag- 


. on, $510; 4-dr., $365, $350. 
*51 2-dr., $180. 

"49 2-dr., $125; 4-dr., $100. 

RAMBLER—'56 (6) station wagon 

100. 
"55 station wagon, $1,060*. 

STUDEBAKER—'52 2-dr., 

| ‘51 conv., $150°*. 
MISCELLANEOUS—'58 Triumph roadster, 
$2,220; Vauxhall 4-dr., $1,525. 

"S57 Ford %-ton pickup, $1,200; Hillman 
4-dr., $1,000; Volkswagen station wag- 
on, 2 at $1,490 

"56 Chevrolet “%-ton pickup, $940, $915; 
Dodge pickup, $820; Karmann Ghia 
coupe, $1,885. 

"55 Chevrolet %-ton pickup, $730; %- 
ton pickup, $725; Dodge %-ton pickup, 
$670; Ford %-ton pickup, $780, $760 

"54 Chevrolet %-ton pickup, $625, $590. 

| °S3 Jaguar 4-dr. $695. 

"52 Dodge pickup, $260. 


$1,- 


$249°. 


"50 Chevrolet tow truck, $425; Ford 
Stake, $300. 
BUFFALO 


Thruway Auto Auction. Sale every Mon- 








day. Prices are for sale of Apr. 14. 

Warm sunshine brought out loads of 
buyers and sellers. Clean cars still 
needed. 

BUICK—'55S Super Riviera, $910° (ps); 
Special Riviera, $850* (ps). 

"54 Century conv., $655°. 

"53 RM 4-dr., $215* (ps). 

"52 4-dr.. $250° (ps), $170°. 
CADILLAC—'53 (62) 4-dr., $580. 
CHEVROLET—'5S Biscayne 4-dr., $1,740. 

‘S57 Two-ten station wagon, $1,725°. 

"55 Bel Air Hardtop, $985°. 

"54 Two-ten 4-dr., $600°; 2-dr.. $580. 
"53 Bel Air 4-dr., $430°; conv., $500; 
Two-ten 2-dr., $430°; 4-dr., $330 
DeSOTO—'53 Powermaster 4-dr., $170*. 
DODGE—'54 station wagon, $610*; 4-dr., 

$380. 
FORD—'56 Fairlane 4-dr. Victoria, $1,- 


205* (ps); conv., $1,100°*. 

"55 Fairlane Crown Victoria, $900*; se- 

dan, $650°. 

"53 Custom 4-dr., $400; 2-dr., $380. 

"52 Victoria, $280°. 

KAISER—'53 Manhattan 4-dr., $150*. 

MERCURY—’'56 Custom 2-dr., $880*. 

OLDSMOBILE—’'55 (88) Super 4-dr., $1- 
270° (ps). 

"53 (98) Hardtop, $430* (ps). 
PLYMOUTH—'53 Cranbrook 4-dr., $285 
PONTIAC—'55 Chieftain Hardtop, $1,055*. 

"53 2-dr., $260°. 


NEW YORK CITY 


Skyline Auto Auction. Sale every Tues- 
day. Prices are for sale of Apr. 15. 
Market off slightly on ’57 models here 
this week as other years continue firm. 
Good sale with good bidding, Sold 102 
cars from 147 consignments. 
BUICK—’56 Super Riviera coupe, $1,350*; 
Special conv., $1,350*, $1f,275*; Rivi- 
era sedan, $1,325*; 2-dr. Hardtop, $1,- 


55 Century 2-dr. Hardtop, $1,025*; Su- 


per 2-dr. Hardtop, $925*; Specia! 2- 
dr., $810*. 

"54 Century conv., $700*; Special 2-dr. 
Hardtop, $500*. 

"53 RM 4-dr., $405* (ps), $365* (ps). 

CADILLAC—’57 (60) 4-dr., $3,825* (ps). 

"55 (62) 2-dr., $1,800*; 4-dr., $1,785° 
(ps). 

"54 (60) 4-dr., $1,550* (ps); coupe de 


Ville, $1,400* (ps). 
"51 (62) 4-dr., $345°. 
*50 (62) 4-dr., $280*, $150*. 
CHEVROLET—'57 Two-ten (6) 4-dr., $1,- 

: 305; 2-dr., $1,275, $1,260, $1,205. 

56 Bel Air (8) Sport sedan, $1,230°; 
(6) 2-dr. Hardtop, $985*; Two-ten (3) 
2-dr., Sap. $910, $850; 4-dr., $940; 
One-fifty (8) 2-dr., $885*. 

(Continued on Page 32, Col. 1) 
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Busy Days of a Chief Engineer... 


Matthias Details a Week at Ford 


(Continued from Page 18) 

control department and then re- 
ported at this meeting. 

12:30—Once or twice a week Mat- 
thias lunches with other members 
of the operating committee. Other 
days he eats with other company 
engineers or, especially during the 
recent organizational period, with 
his executive engineers. 

He commented, “I try not to talk 
business during lunch, at least not 
specific business because the lunch- 
time should provide a chance to 
relax and refresh your mind. But 
the talk usually drifts into busi- 
ness.” 

2:00 — Met with Vice-President 
Kucher to demonstrate a new fea- 
ture and got his concurrence to use 


this feature on a future model. 
* * * 


New Controls System 


ee -ATTENDED a meeting with 
executive engineers at which 
Russ Allen, manager of the en- 
gineering programming department, 
presented a new system of controls 
that “will enable us to do con- 
sistently good quality engineering.” 

Matthias explained, “We're de- 
veloping a system whereby through 
an organized approach we make 
certain that each engineer (1) 
understands the product objectives, 
(2) has a program for achieving 
these objectives and (3) has a pro- 
gram for resolving the problems 
that will occur.” 

4:00— Met division service 
people to discuss problems that 
require engineering action and 
agreed on a course of action. 
After this final formal appoint- 
ment, Matthias finally got a chance 

to examine his mail. The only mail 
he looks at is that which requires 
action by him. By the time he 
finishes up a few other chores and 
handled the last of the five-minute 
phone calls that had been coming 
in all day, it was almost 7:30. 
TUESDAY 
7:30—Arrived at the office and 
cleaned up several matters. 





Jacobs Acquires 
Storm-Vulcan 


8:30—Conducted an informal 
future product meeting with Copp 
and his executive engineers. They 
discussed the characteristics a 
future car should have, reviewed 
the components required to achieve 
the desired characteristics and the 
program required to develop these 
components. 

10:00 — Attended a meeting at 
which Ford division product 
planning made a formal slide 
presentation to the company 
product planning committee on 
future trucks. Several package 
features were shown on a number 
of “bucks.” 
2:00—Joined most of the com- 
pany’s other chief engineers at a 

weekly meeting of the engineering 
advisory committee, headed by Dr. 
Kucher. They reviewed and dis- 
cussed advanced developments and 
product features to be presented to 
management. 

5:00—Conferred with Executive 
Engineer Sandberg on a truck 
superduty program, directed at 
better correlation between en- 
gineering test results and field 
experience. 

WEDNESDAY 
7:30—Arrived at his office. 
8:30—Attended a Ford Division 

future vehicle timing review in| 
which all activities responsible for 
bringing future vehicles into pro- 
duction participate. The Ford divi- 
sion timing manager heads this} 
meeting. They reviewed the status 
of the current programs. 
10:00—Went to a company prod- 
uct planning committee where ap- 
proval was requested and obtained 
on certain features of a future car. 
= = * 


Advice for Dealers 
1 :00—Met with service people 
again to report on progress 

made toward resolving the prob- 
lem they presented on Monday. 

Discussing the numerous meet- 
ings, Matthias said, “Sometimes we 
keep minutes of these meetings; 
but only if necessary to make sure 
the assignments are clearly under- 
stood. We try to keep this to a 
minimum. Most meetings have an 
agenda and they're organized to 
keep them moving.” 

2:00—Attended a Ford division 





DETROIT. — Storm-Vulcan, Inc.,|product planning meeting. Got 
Dallas, manufacturer of automotive| Wright’s suggestions and concur- 
engine rebuilding equipment, has|rence to develop presentation for 


been acquired by F. L. Jacobs Co., 
Detroit. 

Jacobs makes automotive parts. 
Both firms are more than 40 years 
old. 

Sanford A. Johnson continues as 
president and treasurer of Storm- 
Vulcan; J. A. Carlson as sales man- 
ager, and S. L. Asher as manager 
of the Turbo-Blast division. 


| 
| 
! 


company management. 

3:30—Conferred with Carl Doman, 
Ford division’s national service 
manager, in preparation for a 
meeting the following day with a 
Ford dealer and a district service 
manager. 

“The dealers have certain prob- 
lems that they like to get our 
viewpoint and help on,” Matthias 
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said, “and we like to get a first- 
hand view of the product and its 
performance in the hands of the 
customer. There’s no substitute 
for firsthand information. 


“Occasionally I go out on field 
trips, visiting various dealerships 
and fleets. The better understand- 
ing we have of the requirements of 
our vehicles, the better engineering 
job we can do. 


“I hope to be able to do more of 
this in the future as part of our 
program to bring engineering as 
close to the customer as we pos- 
sibly can.” 


4:00—Met with the chairman of 
the division quality committee to 
review material that will be pre- 
sented at a future company quality 
meeting. 

5:00-7:00—Took care of mail and 
other details. 


THURSDAY 
7:30—Arrived at office. 
8:30—Met with dealer and re- 

gional service manager. He dis- 
cussed a special problem he had 


with a fleet account. Matthias de-| 


cided to send out an engineer to 
investigate. 
10:00—Attended preliminary styl- 


|}ing show with the division product 


Engines Go to School— 


Domenich Basso (DeSoto), right, 
Angeles, presents three DeSoto engines 
to George W. Earl of the Los Angeles 
Trade-Technical Junior College. The school 
will use the engines to instruct students | 
on modern engines. Romer Packer, center, | 
DeSoto regional service manager, points | 
out some of the engines’ latest features. | 


Los 





planning people to look at designs | 
proposed for future cars. 

11:00—Went to a meeting to 
discuss future truck designs and 
to develop engineering programs 
to meet certain performance re- 
quirements. 
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which a number of major styling 
decisions were made by Wright for 
a future vehicle. Other styling pro- 
posals were reviewed and Ford 
division preferences were ex- 
pressed by Wright. 


5:00-7:00—Mail and other chores. 
FRIDAY 
7:30—Arrived at office. 


8:00—Went to the experimental 
garage at the Dearborn test track 
across from the Ford division build- 
ing to evaluate several new Ford 
and Thunderbird features. 

9:00—Attended a future program 
meeting to review objectives for a 
future car program and present 
status of program in relation to 
those objectives, which includes 
function, cost, timing and budgets. 

2:00—Met with Ford division 
general purchasing agent to dis- 
cuss purchasing products as they 
relate to engineering. 

3:30—Regular meeting with ex- 
ecutive engineers in the division to 
review the performance of the en- 
gineering office and to discuss pol- 
icy matters. 

= * * 


Sees Wright Often 


ECLARING that he likes to 
meet at least once a week with 
Wright to discuss problems and get 
his guidance, Matthias concluded: 
“He believes in letting his office 
managers carry out their job; we 








2:30—Attended a styling show at! believe the same.” 


New Commercial Car Registrations, 


20 State 


istrations by states are 
e weekly, as compiled 


Truck rr 
released 


by R. L. Polk representatives in 
state capitals. 





s for March, 1958-1957 














8 States Previously "58 2389 69| 4457/1960 562 1029 117 47 13! 208; 186) 7155 
Reported for March __ ‘57 : 3538 5! 447| 3028 654) 1079 169 99 158 196 99, 18 
Connecticut 58 4 100 3 46 79| 24) 38 7 i 15 21 25| 363 
; i 2 124 4 27 133 23 40 16 7 27 27 16 452 
lowa "58 43! 19 63 358 75 ig! 4 5 5 6|siah|CiéST23 
as ‘s7) 370 13 57 460 76 157 e 9 4 19 27\ 1200 
Kansas "58 305 6 % 247 37 106 . é 7 17; —s«10)Ss«s78S; 
aa ‘57 i _ 432 4 46 444 90 8 19 17 i 4 1185 
Louisiana ‘58 | Sél 2) «34)—«373;Sts«é|Ss«é2 « 5 3 12; 35) «1238 
oe fg a _ | 803 5 61) 653} 132 i) 8 iH 18 13) 1875 
Maryland "58 i 228 i 4 151 | 3) 66 9 3) 4 3; 2) ~=oS7S 
: 7 oe 3] 206, —S 8 46 199 | 8%) 2 5 7 17 3 644 
Montana "58 | 133) | 3! 130 45 89 2 6 3, 7 476 
7 i a _ 203) _ 4 171 51| a ee 6} _—82 8| 633 
New Jersey 58 13) 540) 3 %|  «=«—-368 118) «160 a! é 55) 67, —s«159| ss 167% 
es — fF ef 14 199 554 22% 199 82 1 89 35 46| 2160 
North Dakota "ss 91 i 26 16 21; «10°? 2 5 3; ~S 379 
a ae 'S7 | tat 16 143} 2; 5 4 4 2| 367 
Ohio "58 | 933 i 199 739 ivi; 329 50 21 121 nN 104, (2770 
rece?) ee: >) | 15) -277|_—«*1384) 245) 390 55 | 45 138 121] 91 | 3805 
South Dakota 58) 63 1} 17 80 21) 87 | 3 ~ 8) 289 
a as = ne 132 1 14 13, =] L 2 ! 13 2 353 
West Virginia "58 | 47 3| 32 113) 35 0 5| 3 é % u 428 
a ae ae 1 68} 208) 70| 64 5} 9 5} = 6} — | SS 
Wisconsin 58 | 380 3 62; 284) 77 167 15 9) 6 2 63; oes 
a : ‘57 382 1 52 353) 53) ‘167 27] 7 9 25| bt] si 
20 States Reported "58 18) 627! 132) 1133) «4998; «1324; —«2S18) = 309 120 356; «525 668) 18372 
_To Date for March ___57|_——}—8267|_~_—st7|_‘1356| —-7843|_—«1701|~— 2650) 407] 238 484 59%| —_-379| 24056 
Year "58 131) 40005; «+576! —«6972| -33659| 8890) 16443) «1835 784; 2065 3227) 4489) 119876 
_To Date 57| 108, 51856; 678) +—8557| 39383) 11977; 16958; 2289| 1524) 2915| 4271| 2648) 143164 


“The information contained in this report 


has been compiled from official state documents. Every reasonable precaution hes been 


exercised to insure accuracy of this report to the extent of the registrations received and tabulated at the time the report is published. 
R. L. Polk & Co. cannot assume any liability by reason of inaccuracies or omissions.“"—R. L, Polk & Co. 
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Previous Report "58 149 18 167 71 17) 68| 156] 378) 690| 1929 47 33 190; 2199| 491] 205] 1717); 500) 363) 3276 3 57 60/234) 6626 
_ For March 57 109} 5 124 162 25 122) 323] ~—«828|_—«:460| = 2594) ~S | 42} 364] += 3000) 01} _~—stb7| = 019|—S 588) = S07) 3982)_—S 77|__—& %| 8748 
Arkansas. a) 57| 7| 64 21| 5| 19| 53; 18l| 279, = 634 8 13 58; 713 120 50; 714 154 95 (1133 12; +12) #«o| we 

‘57 | 37 27 3} 28} 45] 313) Se} SS] S| St, 83} S| Bt} 58) 803] 206] 200} “ 26} «30 20} 3166 

Idaho 58 91 4 5 21| 4) 2t)—s«sS6)~Sst20) Ss 222) 283 13 TT 63; 340 72\ 4; 286 87; (109) «597 3 24,27; 108) 1389 
‘57 | 54| 3| 57| 78, 10 27; —«73|_—s(46| = 284] 289) 12; S| 366} 50} 33} 368} 104] tb} 77 2 24 15| 1517 

Iinois "58 1054} 25| «1079 361; 101, S285) = 589) = 2107| 3443) 5928) = 21 300 840, 7279; 1901; 1005; 8329; 2247; 1533) 15015; 22 255| «277 905 27998 
57 775 | 18} 793] —-763| ~—264 737| 1334) 3910) +7008) ~—°943! 282 1891| 11604} 3141} 997] _—-9235)_—«3064| ~—-2367| + 18804; 57, 431 488,  779| 39476 

Maryland "58 163 24, —«1e7 116 17; 108) «277; 850) «1368/1604 7 25 226, (1930, «382; Ss«149|=«2159| 433 375, 3498) 2=+93| + %5SO|  53| 436) 7472 
57 106} 22 128 178 49| 169} = 519] +1356) =. 2271| += 2281} "| 42 418] 2741} 550) _—42|_—=«928| = 582} ~— 570) ~—«3772 17| 98 115 236| 9263 

Montan 58 mC 75| 2; —iS|Tt«dSS | 40| 91| 170) —s-278 23| 9 70; «380 88 47| (357 ” Cn 1 21) 21 84) «1412 
. ‘57 76| 6 82| 0] 2) 42| 99} 190] 381] 464) = =| _ —s't2}_— 102} S578) 78] 38] 409 145} _101| ~—_—«871| 3 20 23} Si} 1986 

New Jersey "58 513 43\ 556-374 99| «305 ««562| «1592! + 2932| + 3006) 154) IA2 427| 3729; «921; S638) «4301; —s121| Ss 895) 7876; 2=S2N)Ss«i24|—t«‘iAS|SCDDS) SCAB 
ra A286] | 303} 62} 198] ON] 1216) 2620) 5397) 4564) | S203} 972] 5739) 1546} 605] 4360) 1177|_—1125|_— 8813] 63|_—272|_—— 335) +475) 21082 
North Dakota : ‘58 67 I 68) 25 2 19| 4. 132) 223) 3% 23) 7| 62; 488 cy 25; 410) ~—=«*103) 75| 694) | 2 22) 31) 1526 
a” 57| 50) 50} 4) ~—oB 33) 78 159} 312)_—437|_ S| ta} S90} At] 108 27| «428, ——s*A19| 65; 747 4 22| 26} 12) 1688 
Pennsylvania 58) 694 44\ 738) =f‘ 480, 85; 402; 893) 2488) 4348) 4185) 175) 135) 756, 5251; 1589; 650/ 6138) 1595; 1317) 11289) 38) 234) 272) 906) 22706 
‘57 555 40| 595 786, 212; + + 781| + 1654| + 4095| + 7528| 5801 | 2201 1472; 7493| 2402| —631| + 6329| +—«1884| ~—1831| 13077) 68} 395 463) 519) 29675 

South Carolina 58, «=~» 70|”~2S=«wI4)”sti‘(i‘éiwY*S*C«S:Ct=<“<‘é‘i“!;*«|:*CS*«S|CSOSC«YC“‘é‘iRO|COC«é*TST 30; ~«15).~=S*é<“<«*STT|:C<‘é OF|~SC2O)S*«S | Ss«iS|)~SC«s)SC*=«é‘i |S Cé«*iAD)s~=C~*=“‘ SSC )SSCi)SC*«‘i)SC 
‘57 | 30 9 39) 59) iT 55) 152\ 417| 674) 1231 | 15} 165) 1411| 303 84) 1101} 239} 260) ~—«1987) 4| 37| 41) 72| 4224 

South Dakota ‘58; Ss«SS J 2). +53) +13) «+4, 15) 34) tor) 175) 334) ~§© 16) 2/ 38 390| e9; 21) S349 Si«s LA) —sité«iDY:SCtC‘é tS} 16) 32) 1308 
‘57| 46 2 48 2 a| 25| 68 169{ 291/505) | 9 38 602} 122! 23} 4%} += 125] —Ss12 $37 2| 34) 36 rol 1874 

Utah 58) 49) ty «soy 28] 7) 3st} 49) I78) 290) 352) #25 8| a3; 468) | 59) 449) 47) | 887 _- a 3) 183) 86 
o ‘57| 4 34| 50} 19| 84) 107| 279| 539) 647} 171 133) 797 218 60; 510; 203] 167| 41158 s| 32/ 37 S| 2619 
Virginia "58| 51; 19) ~—=«*I'T70 90 1B “89/215! &71| +~—«1078| ~=—«1706 ot 38/ 272| 2084; —=—«414 143) -:1737|—=—«#34B|SSC«75)—S30NS 4CU% 40: 6894 
oe ‘57| 101 17 118 138 al 114| 297| = 812] 1405 rose | 4i| 391; 2498; = SII 151] 2682) 433, 592| 4369 13 69 82} 213) 8685 
West Virginia "58 | al Ue, ll la, | 72; 188] S316] Ss 622 47 i} %| 77% 152 40| «622 1% 128; iisjt=i‘C 3% 31/4) SCOT 
al ‘57| 57 7 fal 85 21 68 o| 527| 948 thaa| | 19) 246| 1432] 334 45 1104 226 2641 1993 13) Fl 80) 5, 4573 
Wisconsin 58) 729) ~—=«3|~Ss«s732y~SC*«é«i i 27; —«108|—Ss«267| = 609| ~=—«1123| ~=—«2067 2 53! 272| 2474, ~—«578| ~—=««247|—«2440|~=S—«769| ~=S=S«S37| 4571 “S| o “| ~«279) «273 
‘57| za | 9| 571 221 ial 240 $01 1or3| 2062 rl | 62| 638} 3670 11391 243 2531} 1013 rH 5672 21 1271 148 199| 12328 

Wyoming —_— a | -— =. a a a a a. 6) mM 207, SS) 23] a CaC(C CC 
‘57| 7 i 7] a 2 42, — BB 154] 218 7 aM / al 231 102; 20} | 93 ao & | 3] 3| i} 1017 

lé States Reported By 3904, «207 41M] 17 = 1549| 3386] 10034) 17169| 24233) 1011 808 = 29617| 7265 = 31049| 8132) -6273| 54125 106) 999/104) S261) 113487 

For March ‘57 2901 165| 3066] 3257] + — 946] ~—«3246) +6874] ~—16907| 31230] 35580 1018 7272| 43870} 11706] 3364] 34571] 10201] 9052) 68694) 286) 1737] 2023) 2818) 15190! 
Year "56|  21692| 1527| 23219| 12618 wal ai -— 70000| 121630) 176801| 9598) 6425,  2420a/ 214032 = 24022| 227416| 62591|  46465/ 416395, —616|—7422| 8036) 43445) a2RN7E 
Te Date '57| 16378] 1322] 17700) 20023] 5593} 20120) 43668] 101430) 190834] 254706 7379} __ 47052] 309137| 80018] 26014) 239915] 72581| 58266! 476794] 1185] 11048] 12233 oioas! 10a 946 


“The information contained in this repert has been compiled frem official stete decuments. Every reasonable 
Precaution has been exercised to insure accuracy of this report te the extent of the registrations received and 


The 1957 figures fer Nash and Hudson are included in the Rambler tetal. The 1957 figures fer Continental are incleded in the Lincein total. 


tabulated at the time the 
inaccuracies or emissions.""—R. 


ropes fae. R. L. Polk & Co. cannot assume any liability by reason of 
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Used-Car Auction Prices 


(Continued from Page 30) 


$3 286 $1,275, $1,250, $1,249) +55 Montclair Hardtop, $1,050* (ps); 
,225. - 8 
'55 Bel Air (8) conv., $915°; Bel Air (6)| "55 (98) conv., $1,085°. '56 Bel Hardtop, $1,300°, $1.-| +g, Mentecy cov. ee’ 

4-dr., $850. 53 (98) 4-dr., $315°*. 2-dr., 2 at $940,/ +53 Monterey Hardtop, $500°*. 

54 Two-ten 4-dr., $610*; One-fifty 2-dr., | PACKARD—’55 4-dr., $880*. ’ '51 Custom 2-dr., $185*, $135°. 
$445. 53 Clipper Hardtop, $325; 2-dr., $225*. 5S Bel ., $1,090%, $935, ; ° , 

*53 Two-ten 4-dr., $360*; One-fifty 2-dr., | PLYMOUTH—’56 Belvedere (8) conv., $1,- , $900; Two-ten (8) 2-dr., $750*. | NASH—’53 Statesman 4-dr., Am- 
$280. 175*; 2-dr., $970*, 54 Two-ten 4-dr., , $640*, $450. bassador 2-dr., $150°. 

51 2-dr., $160*%; 4-dr., $125*. ’55 Belvedere 4-dr., $675. "63 Bel Air conv. $500*; Two-ten | OLDSMOBILE —'56 (88) $1,610* | 

CHRYSLER 54 Windsor 4-dr., $515, ’53 Cranbrook sedan, $200*. $420, $355; One- “afty 2- ‘dr., $225. (ps), $1,325*, $1,205*. 
$500*. ’61 Cranbrook conv., $125; 4-dr., $115. 2 4- dr., $215, $175°. *5S (98) Hardtop, $1,275*. 

53 NY 4-dr., $190°. PONTIA C—’57 Chieftain (8) Catalina| ‘51 2-dr., , $145. ’54 (98) Hardtop, $850* (ps). 

DODGE—’57 Coronet (8) 2-dr. Hardtop, coupe, $1,750* (ps). *50 2-dr., » "52 (88) 4-dr., $180*. 
$1,590°. 56 Chieftain (8) 4-dr., $1,160*, $1,140*. | CHRYSLER—’55 NY 4-dr., $1,050* (ps).| ‘50 (88) conv., $180*, $110°. 

*54 Coronet (6) 4-dr., $410*. ’54 Chieftain (8) Catalina coupe, $745*. ’54 NY conv., '’ ad 

53 Meadowbrook 4-dr. §205. ‘53 Chieftain (8) Catalina coupe, $480*,| '52 NY 4-dr., ee eee eee 

52 Coronet 4-dr., $125. $325°; 4-dr., $275*; 2-dr., §275°*, 51 NY 4-dr., , PLYMOUTH—'56 Belvedere (8) 4-dr., $1,- 

FORD—’'57 Custom (8) 4-dr., $1,425*. 52 Chieftain Hardtop, $165. DeSOTO—'54 ‘Firedome (8) 4-dr., $600*| ,_ 100°; Plaza (6) 4-dr., $800, $750. 

’56 Fairlane (8) Victoria, $1,150*; | STUDEBAKER—’54 Champion 2-dr., $445, s). 55 station wagon, $735*; Savoy 4-dr., 
Country sedan, $1,040; Ranch Wagon, $310. : ’53 Firedome , $250°. 3875, $335. R 
$1,045*, $975; Custom (8) 4-dr., $905,| MISCELLANEOUS—’55 Chevrolet %-ton| °52 Custom Hardtop, $200* (ps). 53 Cranbrook 4-dr., $345, $245*; Cam- 
$855*; Custom (6) 2-dr., pickup, $490. DODGE—’55 Coronet 2-dr., $670°. ,-Pridge 2-dr., $245. 

’55 Country sedan, $855; Fairlane (8) '54 Coronet 4-dr., , $385*, $325°. 52 Cranbrook 2-dr., $150. 


4-dr., $670°. 


WAREHOUSE POINT, CONN. 


"54 Main (8) 4-dr., $525; Country sedan, ie > 600°. 
$435; Custom (6) 2-dr., $415°*. Southern Auto Sales, Inc. Sale every *52 Coronet Hardtop, $150*, $140°*. "56 Star Chief Hardtop, $1,400* (ps); 
*53 Country Squire, $625; Custom (8) | Wednesday. Prices are for sale of Apr. 16.| EDSEL—’58 Citation conv., $2,550* (ps); | Chieftain (8) Hardtop, $1,200*, $1,- | 
4-dr., $400. Spring-like weather increased the con- Pacer Hardtop, $1,900*. 155°; 2-dr., 2 at $865. | 
HUDSON —'54 Hornet Hollywood 2-dr.,| signment of cars entered, Units of good | F 0 R D—'58 Custom 300 Country sedan, "55 Chieftain (8) Hardtop, $1,000*. 
$320°. quality again changed hands with case. . b "53 Chieftain (8) 4-dr., $370*, 
MERCURY—’55 Montclair conv., $1,110*| Retail business has perked up in this ’57 Thunderbird, , $2,700°; Fair- $350°*; (6) 4-dr., $275*, 
(ps). " area. ‘ . 500 Victoria, $1.710° (ps), $1,- "52 Custom (8) 2-dr., $205*. 
a 4-dr., $580°; station wag- a 57 RM 4-dr. Hardtop, $1,850 - ebeeee ae 300 a a ave RAMBLER—'54 station wagon, $685, 
’53 Monterey Hardtop, $260°*. ’56 Century Hardtop, $1,390* (ps); Spe- Victoria, $1,275*, $1,150*; Main STUDEBAKER — '55 Commander 4-dr., | 


NASH—'55 Cross Country station wagon, cial Hardtop, $1,380*. 


$850. "54 Super conv., $825*; 4-dr., $780* (ps), 
"53 Ambassador 4-dr., $165°*. $740*, $725* (ps). 
OLDSMOBILE—’56 (98) Holiday Hardtop, "53 Special 2-dr., $340; Super conv., 


$1,635° (ps). $325°. 


°52 Super Hardtop, $130. 

*50 Super conv, $170, $130. 

"56 "(62) sedan de Ville, $2,- 
4-dr., $2,600* (ps). 

"55 (62) coupe, $1,950* (ps). 

’54 (62) coupe, $1,275* (ps). 

’53 (75) sedan, $900* (ps). 

*51 (62) coupe, $225°*. 


CADILLAC— 


"53 Meadowbrook 4-dr., 


Custom (6) 2-dr., 


$500. 
"55 Custom (8) 


’54 Crest (8) 4-dr., $710* (ps), 
$650, $600*; Skyliner Victoria, $640*; 
Main (6) 2-dr., $410, $355. 

’53 Crest (8) Victoria, $500*, $400. 

’52 Custom (8) 4-dr., $255*, 

’51 Custom (8) conv., $225. 

*50 Custom (6) 4-dr., $125, $105. 


CHEVROLET—'57 Two-ten (8) 4-dr., $1,- | "O50" Meadowbrook adn, $4 


$655*, 


$150. 


$325*; Coronet | PONTIAC—’57 Chieftain (8) Hardtop, $1,- 


$800*, $700°. 





WILLYS—’49 station wagon, $100. 
Ranch Wagon, $1,170*, | MISCELLANEOUS—'54 Ford %-ton pick- | 
(6) Ranch Wagon, $775, up, $495. 
| *'49 Dodge 1-ton platform, $150. 





==="), WESTERN UNION 
TELEGRAM 


W. P. MARSHALL. racsioent 





pO.OR COU | CASH NO. 





Send the following message, subject to the terms on back hereof, which are hereby agreed to 


AUTOMOBILE AIR CONDITIONER DEALERS 


PROFIT STREET 
NATIONWIDE, U.S.A. 


CHARGE TO THE ACCOUNT OF 





Check the class of service desired; 


otherwise the message will be 
sent at the full rate 









VORNADO SEVEN STAR “MARKET BUSTER” SALES PACKAGE 


AUTOMOBILE AIR CONDITIONER PROGRAM THE GREATEST PROFIT 


MAKING PLAN EVER OFFERED THIS INDUSTRY STOP 


URGENT 


THAT YOU SIGN UP IMMEDIATELY REPEAT IMMEDIATELY TO GET 


IN ON THIS GREAT NO=INVESTMENT ASSURED PROFIT PLAN STOP 


ONLY A FEW OPENINGS LEFT STOP 







1 A complete, beautifully styled line with improved 
performance and mechanical design 


2 A NEW, completely flexible dealer inventory plan 


3 A streamlined, effective warranty program 
covering local and in-transit situations 


A broader, more complete training program 
covering sales, installation, and service 


5 A stronger, broader national and LOCAL 
advertising program 


Here’s all you have todo... 

Contact your local 

Vornado Automobile Air Conditioner Distributor 

or write: 

AUTOMOBILE AIR CONDITIONER DIVISION 


ACT NOW STOP 


hele 1° the gleatect lan ever... 


¢ 
7 STAR 


“MARKET BUSTER’ SALES PACKAGE PLAN 


6 A practical merchandising program covering 
pre-season and in-season sales 


A new “no investment” purchase plan for 
qualified dealers 


all seven mean increased volume 
and profits for you! 


The O. A. Sutton Corporation, inc. + 1812 West Second Street 


Wichita, Kansas" 


Distributed in Canada by Alliance Motors, Schell Avenue, Toronto 10 


FLINT 


Flint Auto Auction, Sale every Wedneg. 
day. Prices are for sale of Apr. 15. 


Great demand for sharp or even clean 
ears. Prices seemed to be slightly hicher 
on sharp cars. However, the prices on 
fair and rough cars offset an «verall 
price rise, Sold 154 cars from 227 con. 
signements. 

BUMK—’58 Special 4-dr. Riviera, £2,735« 
(ps); 2-dr. Riviera, $2,580*. 

’57 Century Riviera, $1,755* (ps 

"56 Century Riviera, $1,400* (ps); conv., 
$1,610; 2-dr., $1,190%; Special 4-dr., 
$1,385* (ps), $1,365* (ps), §& 325° 
$1,325* (ps); 2-dr., $1,200. 

’55 Special Riviera, $1,000*, $975* $950* 
(ps); 4-dr., $915*; 2-dr., $785" (ps), 
$780. 

"54 station wagon, $825* (ps); Super 
Riviera, $750*, $725*; 4-dr., $530*; 
RM conv., $625* (ps); Specia! 2-dr., 
$450*. 

CADILLAC—’'56 (62) coupe, $2,250* (ps). 

’55 (62) conv., $1,800* (ps); (60) sedan, 
| $1,740* (ps). 

"54 (62) 4-dr., $1,105* (ps). 

"53 (62) 4-dr., $315°. 

CHEVROLET—’57 Two-ten (8) 4-<dr., $1,- 
400*; 2-dr. station wagon, $1,525*; 
Hardtop, $1,400, $1,145; Bel Air (8) 
conv., $1,750*%, $1,305*; 2-dr., £1,555*. 

"56 Two-ten (8) station wagon, $1,295*; 
4-dr., $1,180, $1,115*%; 2-dr., $1,155*; 
Two-ten (6) 2-dr., $1,090, $910; 4-dr., 
$850; One-fifty (6) 2-dr. station wag- 
on, $1,025; Bel Air (8) 4-dr., $1,070*. 

| °55 Bel Air (8) 2-dr., $1,025*:; conv., 

| $1,015*; club coupe, $970*; 4-dr., $905* 
| (ps); Bel Air (6) 2-dr., $765*; Two- 

ten (8) coupe, $950*; Two-ten (6) 2- 

| dr., $770; 4-dr., $750, $630, 

"54 Bel Air conv., $800* (ps); 4-dr., 

$600*, $600; 2-dr., $320. 

"53 Two-ten 2-dr., $450°; 4-dr., $320. 

| *52 2-dr., $170. 

| °51 4-dr., $220. 

| OHRYSLER—’54 NY 4-dr., $575* (ps). 





| DODGE—’'53 Coronet 4-dr., $140*. 

F O R D—’58 Fairlane (8) 4-dr. Hardtop, 
$2.235* (ps). 

"57 Country sedan, $1,900* (ps), $1.760*; 
Soe (8) 500 club coupe, $1,765* 
(ps); 2-dr., $1,625*; Victoria, $1,570°; 
Fairlane (8) 2-dr. $1,500*, $1,435°; 
Custom (6) 300 2-dr., $1,200*; Custom 
(6) 2-dr., $1,095. 

"56 Fairlane (8) 4-dr., $1,215* (ps); club 

| sedan, $1,040*; conv., $1,025*; 2-dr., 

$990*; Fairlane (6) conv., $1,205*; 
Custom (8) 2-dr., $905°; Custom (6) 
2-dr., $890; Main (8) 2-dr., $850. 
‘55 Fairlane Crown Victoria, $960*; 4- 
dr., $950*; Victoria, $920*, $900, $785; 
conv., $§850°; 2-dr., $800°, $765°, 
$725*; club sedan, $635°; Main 2-dr., 


| $540 
"54 Custom (8) 4-dr., $530; 2-dr., $440, 
$400; Custom (6) 2-dr., $405 
"53 4-dr.. $335°; station wagon, $270; 
| 2-dr., $255°. 


"52 2-dr., $195°. 
HU DSON—'54 Hornet 4-dr., $510*. 

*51 conv., $215* 
LINCOLN — ‘57 Capri Hardtop, $2,530* 
j (ps). 

"56 Capri Hardtop, $1,655* (ps). 

"52 Capri 4-dr., $230°. 

MERCURY "55 Montclair club coupe, 
$945*; Monterey club coupe, $850, 
$765*; Custom 2-dr., $690°*. 

| NASH—'53 Statesman 4-dr., $200; 2-dr., 
$175. 

OLDSMOBILE—'57 (98) Holiday, $2,200* 
(ps); conv., $2,185*° (ps). 

"56 (98) Holiday, $1,685° (ps); (88) 
Holiday, $1,550* (ps). 

"55 (88) Holiday, $1,390* (ps), $1,040°*; 
4-dr., $675°. 

51 4-dr., $155*. 

PACKARD—'56 Constellation club coupe, 


$1,220° (ps). 
PLYMOUTH— 57 Savoy (8) Suburban, $1,- 
615°. 


"56 Savoy (8) 4-dr., $1,060*°; Savoy (6) 
club sedan, $690; Plaza (6) 2-dr., 
$805; 4-dr., $615. 

"55 Savoy (8) 2-dr., $615, $465; 4-dr., 
$450; Plaza (6) 2-dr., $480. 

PONTIAC —'56 Chieftain Catalina, §$1,- 
100°. 

"55 Chieftain station wagon, $960; 4-dr., 
$875. 

"54 Chieftain 2-dr., $350. 

"51 station wagon, $235. 

STUDEBAKER—'56 President Pinehurst, 
$1,105°. 

WILLYS—'53 station wagon, $240*. 

MISCELLANEOUS — '57 Ford Ranchero, 
$1,455°*. 

"56 Dodge %-ton pickup, $800; Ford %- 
ton utility, $675. 

"55 Ford %-ton pickup, $640. 





SEATTLE 


South Seattle Auto Auction. Sale every 
Wednesday. Prices are for sale of Apr. 9. 
Business is good. 
BUICK—'56 Special 4-dr., $1,100*. 
"55 Super 4-dr., $1,185* (ps); coupe, 


$1,175°. 

"54 RM Sport coupe, $850* (ps); 4-dr., 
$700* (ps). 

"52 Special Sport coupe, $265*; 2-dr., 
$225°. 


"51 Super coupe, $215*; conv., $165*. 

*49 4-dr., $125*, $105*. 

CADILLAC—’56 (62) coupe, $2,515* (ps). 

"55 (62) 4-dr., $1,895° (ps). 

CHEVROLET—’58 Brookwood station wag- 
on, $2,545*. 

*57 Bel Air 4-dr. station wagon, $2,035° 
(ps); Sport coupe, $1,995* (ps), $1,- 
875°; 4-dr., $1,800* (ps), $1,795° (ps), 
2 at $1,790* (ps), 2 at’ $1,775° (ps), 
3 at $1,760° (ps), $1,750* (ps); Two- 
ten (8) station wagon, $1,795*; coupe, 
$1,715*; 4-dr., $1,545*; One-fifty 2- 
r., $1,205, 

*56 Bel Air (8) 4-dr., $1,370*, $1,360°; 
Bel Air (6) Hardtop, $1,195; Two-ten 
station wagon, $1,340; 4-dr., $1,285", 
$1,255*, $1,165, $1,160. 

55 Two-ten (8) Delray, $1,175*; Two- 
ten (6) 4-dr., $795; Bel Air (8) Sport 
coupe, $1, 130¢ $965. 

°53 Two-ten 2-dr., $525°*, $450°. 

*52 club coupe, $380. 

CHRYSLER—’55 Windsor Nassau, $1,145. 

"50 club coupe, $200*. 

DODGE—’56 Coronet , Lancer coupe, $1,- 
435°; 4-dr., $1,350 

"55 Coronet 2-dr., " g08s; Royal 4-dr., 
$860. 

*54 Royal Sport coupe, $655*, $585°. 

"50 Coronet 4-dr., $100 

FORD — ’57 6 pass. station wagon, $1,- 
880*; Fairlane (8) 500 conv., $1,875° 
(ps); Victoria, $1,870* (ps); 4-dr., 
$1,696", $1,495; Custom 300 4-dr., $1,- 


*56 Thunderbird, $2,250* (ps); Country 
sedan, $1, 450°; Fairlane 2-dr., $1,255°, 
$1,245°; 2-dr., $1,060; Custom 4-dr., 
$1,200* (ps), $1, 010, $995. 

(Continued on Page 34, Col. 1) 
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First Bright Month Since June, °57... 
Bonus Brings Profit in Recession 


By Ed Brown 
Staff Correspondent 

NEW YORK.—In March, Ralph 
Horgan, Inc. (Ford), enjoyed the 
first month of profit since June, 
1957. And what a month!—$9,500 
profit for March, 1958, the middle 
or bottom of the recession, 

Standing all alone, this is an 
amazing feat, but when you take 
into consideration the fact that 
Horgan is located on Broadway 
in New York, it makes this per- 
formance even more extraordi- 
nary. Broadway is notorious as 
an unprofitable location for an 
auto dealer. 

Horgan, who feels’ that 
“about time some newspapers 
started printing some of the good 
things that are happening,” said 


this profit was achieved simply be-| 


cause “everyone was working.” 
How do you get people to work? 
Horgan has an answer for that, 


The first of March, a new sys- 
tem of bonuses was installed for 
the six department heads. 

At the beginning of each month, 
each department head is required 
to estimate his department’s sales 
for the month. This projection is 
then broken down into a daily 
figure, and each department head 


it’s | 





is assigned a certain profit which| 


he must deliver each day. 

A daily $25 prize is won by the 
manager who is able to exceed his 
figure by the largest percentage. 

The six men involved are: sales, 
used-car, British Ford, fleet and 
truck, service and parts managers. 

The general manager is on a 
regular incentive plan and the of- 
fice manager, who is responsible 


277 Cars Sold 
In 12 Hours at 
Flint Sales Fiesta 


FLINT.—Auto dealers and mer- 
chants here proved for the second 
time in the last month that you 
can separate people from their 
money by salesmanship and the 
proper atmosphere. 

The Flint Automobile Dealers 
Assn. and the Chamber of Com- 
merce Retail Division cooperated 
in a Spring Sales Festival that 
turned downtown Flint into a 
gigantic bazaar. 

Seven blocks of the main street 
were closed to traffic and space 
was allotted to the 11 FADA mem- 
bers. They parked 450 new- and 
used cars there and manned their 





respective areas with most of their | 


sales force. 
In approximately 12 hours of 
selling in the one-day event Mon- 


day (Apr. 21), dealers sold 277 cars| 








—126 new and 151 used. Several) 
weeks ago they were selling about) 


50 cars a day. 

It was estimated that 50,000 
persons thronged the downtown 
area. Downtown merchants said 
their business was up about 50 
percent. 

Sydney B. Melet, chairman of the 





for getting all the figures together 
for the daily meeting, is on a $25 
monthly bonus for getting the ac- 
curate figures to the meeting on 
time. 

There is a meeting every night 
at 5:30. At 5 each day, the office 
manager gets the figures from 
each department, and then calcu- 


Steil, Hammond, 
Moss Appointed 
V-Ps at Willys 


TOLEDO.—Paul J. Steil has been 
elected vice-president and manager 
of domestic marketing operations 
at Willys Motors, a newly created 
post. He had been controller. 

Steil came to 
Willys a year ago| 
from the Kaiser| 
Foundation Med- 
ical Care Entities, | 
of which he had| 
been vice-presi-| 
dent and treas-| 
urer. He will con- | 
tinue to head the | 
Willys finance di- 
vision. 

C,. W. Moss was | 

Paul J. Stell appointed vice- 
president and general sales man-| 
ager of Willys Sales Corp., a sub-| 
sidiary, and Dean B. Hammond 
engineering vice-president. 

Hammond, who succeeds S. W. 
Taylor, was engineering vice-| 
president of Kaiser-Frazer Corp. | 


| 








D. B. Hammond 


Cc. W. Moss 
at Willow Run. During the past) 
two years, he has been an engi-| 
neering consultant for Willys. 

Moss has been assistant general 
sales manager since 1955. He joined 
Kaiser Motors in 1947 and was ad- 
ministrative sales director when he 
joined Willys in 1953. 


lates the percentages for the 5:30 
meeting. 


The meeting is held to compare 
percentages, award the bonus, and 


discuss any pressing problems. 


The meeting ends by 6 p.m. If 
some business is still pending, it 


is held over to the following day. 


A booby prize is also awarded. 
The man with the lowest percent- 
age must wear a large white badge 
for the following work day. 

This simple contest, according to 
Horgan, has put everyone on his 
toes. The entire operation works 
more efficiently, and each manager 
has his men working harder. 

In April, a second daily prize 
of $7.50 has been established be- 
cause “some of our daily percent- 
ages came so close that it seemed 
unfair not to reward both par- 
ties.” 

Horgan said that the men are 
extremely cost and profit conscious 

as a result of the plan, and have 
their own percentage figures 
worked out well in advance of the 
meeting as a check on the office 
manager. 

There is even a good deal of 
good natured banter at these meet- 
ings with each man keeping a close 
watch on his fellows. 

“If we continue through April the 
way we have started, I am confi- 
dent that I will be in the black for 


| the year by the end of this month. 


We had a terrible first two months, 
but I feel better now than I have 
for some time,” Horgan said. 
“We have gone into April with 
the largest backlog of undeliv- 
ered orders I can remember in a 
long time. I am convinced that 
this little plan we have working 
here is one of the big answers 
to our particular problem. I'd 


| say that one of the cures for the 


current recession is simply giv- 


| ing men some incentive to work 
| for. It sure worked in our case.” 


Another scheme has been offered 
to every employe of Horgan. As of 
Apr. 1, every employe who fur- 
nishes the name of a _ used-car 
customer will receive $25. 

Naturally, the more names of- 


|fered, the more money collected. 


Of course, the payment of the cash 
is contingent upon the sale of the 
car, but Horgan is hopeful it will 
prove just as lucrative as the orig- 
inal bonus plan for his managers. 


Cleveland Company Offers 


Dealers a Lease Franchise 


By Sanford Markey | 


Staff Correspondent | 


franchise automobile dealers in the 
leasing business both in this coun- 


CLEVELAND.—Establishment of|try and Canada. Franchises are 


the “Equipment Trust Fleet Lease 
Plan with Runzheimer Mileage Al- 
lowance” for smaller, localized users 


| through recognized dealerships has 


C of C retail division, said it was| 


the biggest Monday since 1955. 
Many stores reported the biggest 
Monday in their history. 

During its “You Auto Buy Now” 
campaign (March 28-Apr. 5) FADA 
members sold 1,092 cars—528 new 
and 564 used—for an average of 
about 136 a day. 

During the campaign, new-car 
Sales tripled and used-car sales 
doubled previous weeks. 

Thus, the one-day sales bazaar 
with 277 sales far outdistanced 
the 136 daily average of the Auto 
Buy Now campaign. 

During the festival there were 
music, clowns and square dancing. 
A steam calliope added to the car- 
nival atmosphere. 

The dealers made it easy to buy 
@ car. Their appraisers were on 
duty and walked to a parking lot 

with a prospect to give the tradein 
estimate. Finance firms had booths 
in the street so time payments 
could be arranged immediately. 

Arthur E, Summerfield jr., presi- 
dent of Summerfield Chevrolet Co., 
Was general chairman of the event. 

“We are thrilled over the sales,” 
he said, “and hope we have set an 
example for the rest of the com- 
munities throughout the country.” 





been announced by Sam Lee, head 
of Cleveland’s Lee Fleet Manage- 
ment, Inc. 

Associates Discount Corp., South 
Bend, Ind., is financing the pro- 
gram. 

According to Lee, the plan is 
different from 
other fleet lease 
arrangements in 
that “it leases 
cars at actual 
cost of deprecia- 
tion so that the 
lessee is in the 
same position he 
would be under 
company owner- 
ship. It also pro- 
vides the Runz- 
heimer Mileage 
Allowance formula so that the 
lessee can reimburse its salesmen 
for travel and maintenance expense 
on a mileage basis, as it would 
under salesman-ownership.” 

Lee, a former Ford dealer, said 
the “Equipment Trust Fleet Plan 
is the only lease arrangement 
that offers all the advantages of 
leasing, including release of capi- 
tal, tax advantages, procurement 
and disposal of moter vehicles, at 
the low cost usually available 
only to large, well-managed, 
company-owned fleets, while still 
retaining the simplicity of han- 
dling of salesman ownership.” 
Under the plan, Lee Fieet will 





Sam Lee 


awarded on a basis of one per city 
except in the larger metropolitan 
areas in which case a franchise 
would be based on a natural divi- 
sion within the city. 

With the franchise, the dealer 
also participates in national and 
local advertising, a national insur- 
ance program, preparation of mail- 
ing pieces, other advertising and 
necessary legal documents. 

Lee said there are “two general 
types of leasing services. One in- 
volves the large industrial concern, 
operating cars all over the nation; 
the other involves the local fleet 
operator using cars in a maximum 
of two or three states. This latter 
type logically belongs with the 
automobile dealership, operating a 
local leasing business.” 

The program is said to assure 
car deliveries during times of 
scarcity and overabundance. In 
the latter instance, with nonauto- 
motive companies adding sales 
personnel to promote retail sales, 
Lee Fleet tieups assure dealer- 
ships of new car sales, Lee said. 

A company needing a car for a 
salesman sends an order to Lee 
Fleet and gets a new car. When a 
car is due for disposal, the company 
notifies Lee Fleet and the car is 
sold. 

The company thus is relieved of 
all purchasing details and the more 
difficult problem of selling the used 
cars. Lee said fleet-leasing costs 
less per mile than salesmen-owned 
cars. 





| 


- 
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At Journey's End— 


Mrs. Doris Knight Cunningham, Knight 
Auto Sales Co. (Studebaker-Packard and 
Mercedes-Benz), Bangor, Me., welcomes 
Dick Griffith, driver of the Scotsman two- 
door sedan in the Studebaker-Packard 
Mile-A-Thon, across the finish line at her 
dealership. The sedan rolled up 33.95 
miles to the gallon while the new Scots- 
man pickup achieved 29.54 miles to the 
gallon. Two caravans left San Francisco 
March 31, terminating in Bangor, Me., 
Apr. 17 and Miami, Fla, Apr. 18. Both 
runs were under the supervision of 
NASCAR. Mrs. Cunningham says she sold 
a Scotsman during the ceremony. 

* * * 


Economy Record 
In Mile-A-Thon 
Claimed by S-P 


SOUTH BEND, Ind.—Studebaker- 
Packard last week claimed that 
new cross-country mileage records 
for full-sized cars were established 
by a Studebaker Scotsman two- 
door sedan and pickup truck dur- 
ing the company’s Mile-A-Thon. 

The sedan rolled up nearly 33.95 


miles per gallon while the pickup | 
tallied 29.54, according to S. A.| 


Skillman, vice-president and gen- 
eral sales manager. The test was 
supervised by NASCAR. 

The Mile-A-Thon began March 
31 when two caravans, each com- 
posed of a two-door sedan and a 
pickup, left San Francisco. One 
ended in Bangor, Me., Apr. 17, the 
other in Miami, Apr. 18. 

The cars were driven by Dick 
Griffith, S-P service representative 
in Los Angeles, and Vic Del Coma, 
San Francisco zone service man- 
ager. The trucks were driven by 
H. E. Bowker and A. W. Spychal- 
ski, drivers at S-P’s proving ground 
in South Bend. 


Borg Fears Loss 
Of Ford Contract 
Will Slash Profits 


CHICAGO.—Loss of a contract 
with Ford Motor Co. was cited by 
Roy C. Ingersoll, chairman, in a 
prediction of “considerably less 
earnings” for Borg-Warner Corp. 
the rest of the year. He reported 
sales and profits dropped sharply 
in the first quarter. 

Ingersoll said Ford Motor is tak- 
ing over production of automatic 
transmissions which Borg-Warner 
has been turning out at its plant 
in Decatur, Ill. The contract ex- 
pires at the end of the 1958 model 
year. 

Because of the loss of this con- 
tract and “uncertain conditions in 
some of the major industries in 
which we operate,” Ingersoll pre- 
dicted sales and earnings would 
continue to decline. 

Ingersoll said first-quarter sales 
dropped to $130,805,000 from $164,- 
817,000 in the corresponding period 
a year ago. Earnings fell from $9,- 
022,000 to $5,016,000. 


U. C. Dealer Indicted 


ST. LOUIS.—Theodore Freeman 
Lesch, used-car dealer, has been 
indicted on three counts by a Cir- 
cuit Court grand juryt Lesch al- 
legedly obtained $25,000 from the 
Hampton Bank through fraudulent 
used-car mortgages. 





Makers Report 
On Sales of 58s 


English Ford Sets 


Record for Quarter 


DETROIT. — Automobile manu- 
facturers last week reported on the 
progress of 1958 sales. Here is what 


English Ford 


English Ford retail sales in the 
U.S, set a 10-year record in March 
and contributed to a 147 percent 
sales increase in the first quarter 
over 1957 first-quarter sales, ac- 
cording to Howard O. Lund, 
imported-car sales manager for 
M-E-L division. 

“During January, February and 
March of this year, dealers re- 
ported sales of 6,836 cars and light 
trucks, compared with 2,772 in the 
first quarter last year,” Lund said. 
“March sales totalled 2,492, com- 
pared with the 1,081 in March, 1957, 
or an increase of 131 percent. 

Both March retail sales and those 
for the first three months of 1958 
far exceeded sales for similar pe- 
riods of any year since the English 
Ford products were introduced into 
this country in 1948, Lund said. 

He added that dealers along the 
Eastern seaboard are being selected 
to sell the Taunus models made by 
Ford of Germany. First shiploads 
are due to arrive in East Coast 
ports in late May. 


* : * 


Rambler 


Rambler sales in a second 10-day 
period of April climbed 63.2 percent 
above the comparable period of 
1957, according to Roy Abernethy, 
marketing vice-president for Amer- 
ican Motors. 

Sales in the period totalled 4,819 
Ramblers compared with 2,953 in 
| the comparable 10 days of last year. 
Rambler deliveries in the first 20 
days of April totalled 9,075, which 
top the 8,074 sold in the entire 
month of April, 1957, Abernethy 
pointed out, 

Rambler sales so far in the cur- 
rent model year totalled 71,264, an 
increase of 69.9 percent over the 
41,936 sold in the comparable pe- 
riod of the preceding model year. 

« . > 


#| they said: 





Ford Division 


Almost 27,000 Ford retractable 
hardtops have been purchased since 
|the car was introduced in April, 
11957, according to J. O. Wright, 
| Ford division general manager. 

Aided by the retractable, he said, 
Ford division captured 40 percent 
of the convertible market in 1957, 
selling almost twice as many as 
any other make. He said Ford sold 
| 71,845 soft-top convertibles in 1957. 
Wright said that when the re- 
| tractable was introduced, the com- 
| pany expected to produce about 
| 20,000 units the first year. 

> 7” 


| Studebaker-Packard 


Harold E. Churchill, president of 
Studebaker-Packard Corp., said last 
week that Studebaker-Packard has 
scored successive sales rises in four 
consecutive 10-day periods. 

He said there was a 5 percent 
increase in the first 10 days of 
March over the last 10 days of 
February; an 18.89 percent boost 
in the second 10 days of March 
over the first, and an 11 percent 
rise in sales during the last 10 days 
over the second. 

During the first 10 days of April, 
Churchill said, Studebaker-Packard 
achieved its highest market pene- 
tration of the year. 


Vornado Offers 


New Conditioner 


WICHITA.—A new air-condition- 
ing unit, which has five air circu- 
lators to allow movement of air 
throughout the car, has been de- 
veloped by O. A. Sutton Corp. 

The circulators are adjustable, 
and air volume is controlled by a 
three-speed blower. Three of the 
air vents are on the front of the 
unit, and there is an additional 
vent on each side. 

The cooling coils for the unit are 
located in a cabinet which is in- 
stalled under the instrument panel. 

The installation procedure has 
been made as fast and as simple as 
possible, according to Gene Schick, 
sales manager of Sutton’s auto air- 
conditioning division. 
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Used-Car Auction Prices 





(Continued from Page 32) 
$1,- 


°55 Custom Country sedan, $1,320° 


295°, $1,195; Ranch Wagon, $1,145; 
2-dr., $995°. 

"4 Custom Country sedan, $950; Ranch 
Wagon, $720*; 2-dr., $700°; coupe, 


$695*; conv., $690. 
*53 Victoria, $605*; 4-dr., $550°. 
’62 2-dr., $240°. 
LINCOLN—’56 Premiere Sport coupe, $2,- 
145° (ps). 
MERCURY—’57 Montclair Hardtop, §$2,- 


020° (ps); Monterey Sport coupe, $1,- 
830° (ps). 
'56 Custom station wagon, $1,610* (ps), 


$1,470°*. 
"52 Sport coupe, $375*. 
NASH—’52 Ambassador 4-dr., $300*. 
OLDSMOBILE — ‘55 (98) conv., $1,430° 


(ps); (88) Super Hardtop, $1,345° 
(ps). 

’63 (88) Super Hardtop, $650°*. 

"62 (98) conv., $500* (ps); 4-dr., $325° 
(ps). 

"51 4-dr., $180°. 

"50 4-dr., $135*. 

"49 4-dr.. $195°. 

PLYM —"57 Savoy (8) coupe, $1,- 

635°; 4-dr., $1,495°. 

66 Belvedere coupe, $1,325*; Savoy 4-dr., 
$1,045*. 

565 Custom Suburban, $1,185*; Belvedere 
4-dr., $895*, $845°. 

"os Savoy 4-dr., $495. 


"50 4-dr., $135. 
PONTIAC—'56 Star Chief sport coupe, $1,- 
480°; Chieftain sport coupe, $1,060°. 
RAMBLER—'52 Country club, $320*. 
MISCELLANEOUS—'56 Ford %-ton pick- 
up, $1,030, $860; Volkswagen 2-dr., 
5. 


a | Dodge %-ton panel, $525. 
"52 GMC %-ton pickup, $520. 
"42 %-ton pickup, $120. 


LOS ANGELES 


Harold Henry's Los Angeles Auto Auc- 
tion. Sale every Tuesday. Prices are for 
sale of Apr. 15. 

BUICK—'57 Super Riviera, $2,135* (ps); 
Century 4-dr., $1,960°; Special 2-dr. 
Riviera, $1,925°, $1,820°. 

"56 Super Riviera, $1,455* (ps); Special 
2-dr. Riviera, $1,435° (ps); Century 
4-dr. Riviera, $1,370*, $1,280°. 

"SS Century Riviera, $1,200° (ps), $1,- 
150° (ps); Super Riviera, $1,190° (ps); 

Riviera, $995°; RM  conv., 

(ps). 


Special 

$900° 

"S44 RM Riviera, $1,055* (ps); conv., 
$675; Century 2-dr. Riviera, $880°; 
Super Riviera, $720°, $645°. 

"63 Special Riviera, $485°*; Super 4-dr., 
$365°; Riviera, $365° (ps), $325°. 
"52 Super Riviera, $185*; Special 4-dr., 

$155°. 

CADILLAC—'57 (62) conv., $3,975* (ps); 
coupe de Ville, $3,900° (ps), $3,730*° 
(ps), $3,675° (ps). $3,600° (ps); 
sedan de Ville, $3,700* (ps), $3,700°; 

coupe, $3,750° (ps). 

"56 sedan de Ville, $3,000° (ps), $2,.950° 


(ps). $2,805° (ps); coupe de Ville, 
$2,865° (ps). 

"55 (62) conv., $2,200° (ps); conv., $1,- 
950° (ps). 

"54 coupe, $1,840° (ps); conv., $1,705* 
(ps); 4-dr., $1,910° (ps). 

"53 (62) 4-dr., $640° (ps). 

"50 (62) coupe, $400°; 4-dr., $310°. 

. 


"S51 coupe de Ville, $500°, $275 

"48 4-dr., $105°. 

—S8 Impala conv., os, 
(ps); Sport coupe, $2,525*, ; 
Brookwood station wagon, $2.360°: 
Bel Air (8) 4-dr., $2,245°; 

(8) 4-dr., §2,175* (ps). 

"57 Corvette, $2,675, $2,600, $2,580; Bel 
Air (8) Sport sedan, $2,075* (ps), 
$1,875° (ps); conv., $1,930° (ps); 
Sport coupe, $1,875*, $1,825*, $1,760°*, 
$1,730°, $1,685°, $1,650°; 4-dr., $1,- 
775* (ps), $1,700° (ps); Two-ten (8) 
station , $1,875°; 4-dr., $1,555°, 
$1,410, $1,320; 2-dr., $1,485*; One- 
fifty (6) 4-dr., $1,090. 

"56 Corvette, $2,090: Bel Air (8) Sport 
sedan, $1,550°, $1,550° (ps); Sport 
coupe, $1,485*, $1,475*, $1,455°, $1,- 
280°; conv., $1,355°; 4-dr., $1,320°; 
One-fifty (8) 2-dr., $1,130°; One-fifty 
(6) 2-dr., $860; Utility sedan, $840; 
4-dr., $815; Two-ten (8) 2-dr., $1,- 
120; ‘Two-ten (6) 2-dr., $900. 

"55 Bel Air (8) Sport ‘coupe, $1,250°, 
$1,150° (ps), $1,100°, $1,045*; Bel Air 
(6) Sport coupe, $1,140*; Two-ten (8) 
station wagon, $1,030°; 4-dr., $925°; 
Two-ten (6) 2-dr., $780; One-fifty (6) 
2-dr., $735. 

54 Bel Air Sport coupe, $885*, $795*, 
$685°; conv., $780°, $695°; 4-dr., 
$635*; 2-dr.,' $625; Two-ten Delray, 
$475; One-fifty 2-dr., $470. 

"S53 Bel Air 4-dr., coupe, $500, 

$385; 4-dr., 


$480; 
~ ease; ‘ $530°, $510°; 2- 
$350; One- ° 15. 
os ‘aa. $355°. . “coupe * 
"51 station wagon, $370*, $310; coupe, 


$245. 
CHRYSLER—'51 NY 4-dr., $220*, $140*; 
; 4-dr., $120°. 
-, $2,450° (ps), 


coupe, $365* (ps). 

"52 coupe, $250°. - 

51 4-dr., $170°. 

Don —'b1 Coronet Lancer 2-dr., $2,030° 


(ps 
"56 —_ Lancer 2-dr., $1,350°. 
$530°. 


- Royal (8) 4-dr., 

53 Meadowbrook ‘Suburban, $525°; 4- 
dr., $255; Coronet sedan, $280*, $280, 
$245°; conv., $250°. 

"52 Coronet coupe, $175°. 

"51 4-dr., $130°. 
FORD—'58 Thunderbird, $4,315* (ps), $4,- 
— (ps), $4,250° (ps), $4,195° (ps), 

at $4,150° (ps), $4,125° (ps), $3,- 


eae 

"S57 Thunderbird, $2,830¢; Fairlane (8) 
500 (OV , $2,020° (ps), $1,985° 
(ps), $1,950° (ps), $1,730° (ps), $1,- 
725°, $1,645*; conv., $1,815° (ps); 
Country sedan, $1, 890°, $1,795°; 
lane (8) club Victoria, $1,565*; 
(8) Ranch Wagon 
$1,400°, 

underbird. 


000. 

$1,750° so) 
# a (ps); 
, $1, 100°, 


oe 
SLOTS, 


sedan, $1,170°, 
(8) Victoria, $1,1 





$960*; 4-dr., $985*, $925*, §785*; Cus- 
tom (8) 2-dr., $760%; Main 2-dr., 
$660. 

’54 Custom 2-dr., $625°, $605; 4-dr., 


$535, $400; Main Ranch Wagon, $560*; 
Crest Victoria, $550*. 

'53 Country sedan, $575; Ranch Wagon, 
$500*, $490°; conv., $470; sedan, $285, 


$260°. $250. 

'52 Victoria, $350°; 4-dr., $280; 2-dr., 
2 at $245°*; conv., $190°*. 

’51 conv., $220; 4-dr., $185*, $170; 2-dr., 
$120. 


’49 sedan, $120°. 
HUDSON—’'52 Wasp 4-dr., 
IMPERIAL—’ 57 (Crown) 

dr., $3,440° (ps). 
KAISER—’52 4-dr., $160*. 
LINCOLN — ‘57 Premiere coupe, $3,190* 
(ps); Landau, $3,005* (ps), $2,875° 
(ps). 

‘56 Premiere coupe, $2,050* (ps). 
MERCURY—’57 Monterey coupe, $1,950*; 

2-dr., $1,720°. 

56 Montclair coupe, $1,450° (ps); conv., 

$1,375* (ps); Monterey station wagon, 


$125°*. 
Southampton 2- 


$1,370°; 4-dr., $1,230° (ps). 

’55 Montclair coupe, $1,250° (ps); Mon- 
terey coupe, $1,095° (ps), $1,085*, 
$1,080*, $1,050*°, $1,025°. 

'54 Monterey coupe, $695°. 

"53 Monterey 4-dr., hf coupe, $230*. 

'52 Monterey coupe, $190. 

’51 conv., $375; 4-dr., $200, $195. 

"50 2-dr., $105. 

N ASH —’54 Ambassador Country Club, 
$700°. 

'S3 Statesman 4-dr., $295*, $275°. 

"36 4-dr., $190. 

OLDSMOBILE — '57 (88) Super Holiday, 
$2,330° (ps); (88) Holiday, $2,030°. 
'56 (88) Super Holiday, $1,605*° (ps); 
(98) Holiday, $1,600° (ps), $1,595° 
(ps); (88) Holiday, $},450° (ps), $1,- 

310°. 

"S55 (88) Super Holiday, $1,455° (ps), 
$1,395* (ps); (88) Holiday, $1,305° 
(ps), $1,045°; 2-dr., $1,140° (ps), $1,- 
060°, $995°; (98) Holiday, $1,285° 
(ps), $1,130°. 

"54 (88) Super 4-dr., $825°; (98) Holl- 
day, $750*; (88) Holiday, $670°. 

"53 (88) Super Holiday, $605*; (98) 
Holiday, $545*; (88) conv., $520°. 
‘S2 (88) Super Holiday, $340°, $300*; 

(98) Holiday, $270° (ps). 
PACKARD—'56 ‘‘400'' Hardtop, $1,895* 
(ps). 
"55 Clipper 4-dr., $705°. 
PLYMOUTH—'58 Belvedere (8) Sport 
coupe, $2,405° (ps); conv., $2,400°; 
Savoy (8) club sedan, $2,070°. 

"S57. Belvedere (8) Sport coupe, $1,850°, 
$1,815*; 4-dr., $1,600°; Savoy (8) 
Sport coupe, $1,600°. 

"56 Suburban, $1,300°, $1,100; Belve- 
dere (6) 4-dr., $1,110*; conv., $1,000°; 
Plaza 4-dr., $835°; coupe, $705. 

"SS Plaza (8) 4-dr., $1,000°; Plaza (6) 
Suburban, $895°; 4-dr., $635, $480; 
Savoy club sedan, $875°; Belvedere 


(6) 4-dr., $755. 

54 Belvedere coupe, $585° (ps). 
"53 4-dr., $270. 

"S51 coupe, $155. 

PONTIAC—'56 Star Chief Catalina, $1,- 

150°; Chieftain Catalina, $1,070°. 

"SS Chieftain Catalina, $1,000°; 
Chief Catalina, $950°. 

"S54 Star Chief Catalina, $725* (ps). 

"53 Chieftain Catalina, $390°; 


$155°. 


Star 


2-dr., 


$260. 
"52 Catalina, _ 2-dr., 


$290. 

— ‘Power Hawk coupe, 
55 Commander station wagon, $1,100*. 
"54 Commander 4-dr., $425°. 

MISCELLANEOUS — ‘57 Ford Ranchero, 

$1,900° (ps); Chevrolet %-ton pickup, 
$1,115; Volvo station wagon, $1,630; 
Renault Dauphine, $1,225. 

"56 Chevrolet %-ton pickup, $780; Ford 
%-ton pickup, $910; Austin Healey 
roadster, $1,600°; Jaguar roadster, 
$1,835; Volvo station wagon, $1,345. 

‘55 Ford %-ton pickup, $750; Studebaker 
— truck, $620; MG roadster, $1,- 


"54 Chevrolet delivery, $345; 
Hardtop, $525. 

"53 Chevrolet tractor and trailer, $1,410; 
+ ~ pickup, $485; MG roadster, 


Hillman 


"52 Chevrolet %-ton flatbed, $295; pick- 
up, $485. 


Cargo Container— 


American Airlines new “Paul Bunyan 
Box" is said to enable shippers to move 
goods by air in complete security from 
loss and amply protected against possible 
mishandling and the uncertainties of 
weather. The aluminum container is 84 
inches long, 42 inches high and 62 inches 
deep. Mounted on caster wheels, the 
unit has a hinged door which can be 
locked and sealed. The weatherproof con- 
tainer was designed by Grumman Aircraft 
Engineering Corp., Bethpage, N. Y. 


= ms. %-ton panel, $290; deliv- 
$255. 

50 "Ghevroiet %-ton pickup, — 

*48 Chevrolet pickup, $390, 


DETROIT 


Motor City Auto Auction. Sale every 
Monday. Prices are for sale of Apr. 14. 
cars still bringing = prices. 
BUICK—’57 station wagon, $1, 900° (ps); 
Super sedan, $2,100* (ps). 


"56 Super 2-dr., = 380° (ps), $1,350°; 
Special 2-dr., $1,000 

"55 Century 3-dr., $i, 100* (ps), $955; 
Super 2-dr., $1, 000° (ps); RM 2-dr., 
$825* (ps); Special 2-dr., $840° (ps), 
$730°*. 

’54 Century club coupe, $780*; Special 
2-dr., $385°. 


$4,075° 
$2,175° 


CADILLAC—’58 (62) club coupe, 
(ps), $4,000° (ps). 

’56 (62) sedan, $2,195* 
(ps). 

’55 (62) sedan, $1,750° (ps). 

"53 (62) sedan, $660°. 

CHEVROLET—’57 Bel Air 2-dr., $1,670, 
$1,510*; Two-ten club coupe, $1,365, 
$1,350°: One-fifty 2-dr., $1, 125, $1,- 
00, $1,045. 

’56 Bel Air sedan, $1,150°; Two-ten 2- 
dr., $950*%, $870°, $815. 

‘55 Bel Air sedan, $1,000; club coupe, 
$835; Hardtop, $735°; station wagon, 
$930; Two-ten sedan, $825*, $715, 
$600; coupe, $860°. 

CHRYSLER—’55 NY club coupe, $1,100* 
(ps); Windsor sedan, $975*° (ps). 

’54 club coupe, $670° (ps). 

’53 sedan, $300°. 

DeSOTO—’55 Fireflite sedan, $875°; 
dome sedan, $900° (ps). 

*53 club coupe, $225. 

DODGE—’55 Coronet Hardtop, $840°*. 


(ps), 


Fire- 


*53 Coronet conv., $235. 

FORD — ‘58 Fairlane (8) 2-dr., $2,050; 
Custom 2-dr., $1,625. 

"57 Country sedan,* $1,645*; Fairlane 
sedan, $1,600, $1,410; Custom sedan, 
$1,265, $ ‘150. 

'56 Custom sedan, $885, $875*, $865, 
$840, $700. 

'5S5 Fairlane (8) Victoria, $850; Town 
sedan, $735; Custom sedan, $675, $575. 


’54 Country sedan, $640°; Crest sedan, 

$600*; Custom sedan, $480°. 

MERCURY—’55 Montclair club coupe, $1,- 
170° (ps), $1,010°; sedan, $1,100° 
(ps); Custom 2-dr., $705. 

'54 Monterey club coupe, $530*, 

"53 sedan, $315*. 

*51 2-dr., $400°, $290°. 

NASH—'54 station wagon, $685. 
OLDSMOBILE—’57 (88) Super sedan, $1,- 
810° (ps), $1,725° (ps). 

*56 (88) Super sedan, $1,575. 

"S55 (88) Super club coupe, $1,395°; 
2-dr., $1,350°. 

*54 (88) club coupe, $875, $850°. 

"S53 (88) sedan, $330° (ps). 

"52 sedan, $260°. 

"50 club coupe, $290°. 
PACKARD—'53 club coupe, $280°*. 
PLYMOUTH—'57 Belvedere 4-dr., $1,275*. 

'56 Belvedere sedan, $1,010°; Savoy club 
sedan, $875*, $800; Plaza 2-dr., $600. 

'S5 Belvedere club coupe, $800°; Savoy 
sedan, $595. 

"54 Belvedere conv., $545°. 

PONTIAC—'56 Star Chief Catalina, $1,- 
225° (ps), $1,205° (ps). 

'SS Star Chief club coupe, $1,100°; se- 
dan, $850°; Chieftain coupe, $950*; 
sedan, $650. 

"54 club coupe, $540. 

"53 2-dr., $440°. 

RAMBLER—'57 Super sedan, $1,290*°, $1,- 
175. 

MISCELLANEOUS — "57 Chevrolet %-ton 

pickup, $1,360. 

* 


(88) 


— Auctions in Brief — 


CHICAGO 
Greater Chicago Auto Auction, Inc. Sale 
every Thursday (Apr. 17). Sold 269 cars 
from 423 consignments. 
* . * 


VALDOSTA, GA. 

Tom Hewitt Auto Auction. Sale every 
Friday ‘Apr. 18). We really had a good 
sale today. Ha plenty of clean cars that 
sold for the high dollar. The weather was 


real nice. 
> = . 


EBENSBURG, PA. 
Ebensburg Auto Auction. Sale every 
Thursday (Apr. 17). A top notch sale with 
ideal weather conditions, Clean cars are 
bringing almost retail. Sold 89 cars from 
103 offerings. 
* * 


FARGO, N. D. 

Tri-State Auction Co., Inc. Sale every 
Thursday (Apr. 17). Sold 95 cars from 135 
consignments. 

* * 


BORDENTOWN, N. J. 
National Auto Dealers Exchange. Sale 
every Wednesday (Apr. 16). N.A.D.E.’s 
ever increasing consignors brought 437 
cars, of which, 334 were sold. Because of 
this large selection, we now have more 
buyers paying more dollars for these clean, 

sharp units in all years and models. 

* * * 


PORTLAND, ORE. 

Dealer’s Wholesale Car Auction. Sale 
every Tuesday (Apr. 8). Sales have been 
good with lots of sharp cars at the right 
prices. 

* * * 


ATLANTA, GA. 

Dixie Auto Auction, Sale every Tuesday 
(Apr. 15). The rain didn’t put a damp- 
ened atmosphere on the sale here today. 
Consignment is back up to the height that 
it was a year ago. Percentage selling was 
at a peak. Bidding was brisk and prices 
were firm on most all models. : 

+ * - 
JENISON, MICH. 

Grand Rapids Auction, Sale every Tues- 
day (Apr. 15). Market very solid on nice 
cars, Consignment not as clean as we or- 
dinarily have. Sold 116 cars from 191 
offerings. 


Lewiston Dealers Elect 


LEWISTON, Id.—Jom Kohel, Lou 
Bell Motors (Lincoln-Mercury), was 
elected president of Lewiston Auto 
Dealers Assn. Don Shook, Lewiston 
Motors (Dodge), was named vice- 
president and Charles Adams jr., 
Adams Auto Sales (Ford), was re- 
elected secretary-treasurer. 





Another Milestone— 


Oldsmobile rolled past another mile- 
stone when the four-millionth Oldsmobile 
equipped with Hydra-Matic transmission 
was produced at the Lansing plant. Jack 
F. Wolfram, Oldsmobile general manager, 
standing between a 1940 Oldsmobile— 
the first equipped with Hydra-Matic 
drive — and the history-making 1958 
model. Woifram, at that time Oldsmo- 
bile's experimental engineer, played a 
major role in the development of the new 
transmission system which was introduced 
late in 1939 for use on the 1940 Olds- 
mobiles. 





Mack Expects 
Pickup to Follow 
First-Quarter Dip 


NEW YORK. — Although sales 
and earnings of Mack Trucks, Inc, 
in the first three months of 1958 
were lower than in the correspond- 
ing period last year, improvement 
was evident in March and a better 
second quarter is expected, accord. 
ing to P. O. Peterson, president. 

Net sales for the quarter ended 
March 31, totalled $54,709,535, com- 
pared with $68,195,176 in the cor- 
responding period last year. Net 
income after taxes for the first 
three months of 1958 was $1,138,509, 
compared with $3,016,740 a year 
ago. 

Peterson said Mack’s sales in 
March were almost 45 percent 
higher than in January and Feb- 
ruary, although still under those 
of March, 1957. A small profit was 
realized in the first two months, 
but nearly all of the quarter’s earn- 
ings came in March, he added. 

Peterson called general economic 
conditions the chief reason for the 
sales decline, with bad weather 
early in the year a contributing 
factor. He said the delay in the 
Federal highway program also 
served to defer anticipated heavy 
demand for construction equip- 
ment. 





Along with Cost Curbs .. . 


Creative Selling Urged 


(Continued from Page 3) 


and controls,” he said. “If you can- 
not justify an expense, eliminate 
2” 

Dave Reese, Oldsmobile-Rambler 
dealer in Drexel Hill, Pa, also 
stressed the importance of dealer 
planning and cost analyses this 
year. 


“Volume is not just around the 
corner,” Reese said, adding that he 
felt dealers could “pull this year 
out of the fire” by practicing 
proper operating controls. 

Crowley also suggested that deal- 
ers objectively appraise their op- 
position to determine what kind of 
competition they are up against. 

“If the competition runs a suc- 
cessful, profitable business, some 
emulation might be in order,” 
Crowley said. “However, if the op- 
eration is run in a slip-shod man- 
ner using sharp techniques, then 
the dealer making the appraisal 
will probably find it to his benefit 
to stress his honesty and fair deal- 
ing. 

“Certainly, in any sale, price 
should be the last argument in the 
sales pitch, rather than the first,” 
he said. “Product must be sold first, 
and at a fair price.” 

Crowley also suggested that the 
dealer be certain that his customer 
relations are above reproach, be- 


City of Detroit 
Salutes sler’s 
100 Top Salesmen 


DETROIT.—The City of Detroit 
honored auto salesmen everywhere, 
and 100 Chrysler and Imperial 
salesmen in particular, by proclaim- 
ing last Friday (Apr. 25) Auto 
Salesmen Day. 

The occasion for the proclama- 
tion was a meeting in Detroit of 
the Chrysler Centurion Chapter, the 
100. best Chrysler salesmen in the 
U. S. The salesmen were enter- 
tained by the Chrysler division. 

The City Council passed resolu- 
tions honoring the 100 salesmen. 

Each resolution, in part, “expres- 
sed grateful thanks for their (sales- 
men) outstanding contribution to 
the American economy.” 

Mayor Louis C. Miriana, at a 
meeting in his office, read the 
resolution to Carl Neufeld, Brook- 
lyn, who sold more Chrysler cars 
at retail than any other salesman 
in 1957. 

“As a superior salesman of De- 
troit’s major product, he has con- 
tributed mightily and untiringly in 
building the business welfare of the 
automotive industry which affects 
the well being of the City of De- 
troit, as well as the national eco- 
— health,” the Council citation 





cause “good customer relations 


means good dealer profits.” 


Officers elected to serve for the 
coming year were: President, 
George H. Ashdown; first vice- 
president, John J. Hayes; second 
vice-president, Ed Ande; third vice- 
president, Al Heinzerling; secre- 
tary, Harold Perfit, and treasurer, 
Ray Menendz. 


Parts Managers 
Meet with Chiefs 
Of Ford Division 


DEARBORN. — Fourteen parts 
sales managers representing the 
7,000 U. S. Ford dealers met with 
top Ford Division officials last 
week to review the parts and serv- 
ice operations and discuss future 
plans. 

The delegates compose a sub- 
committee of the National Ford 
Dealer Council. This was the third 
annual meeting. 


Attending were: Ernest Ward, 
Lalime and Partridge, Inc., Boston; 
James McKnight, Caldwell Ford, 
Inc., Montgomery, Ala.; William A. 
Kirkpatrick, Birkett L. Williams, 
Cleveland; Wayne White, Ten- 
voorde Motor Co., St. Cloud, Minn.; 
Paul J. Depke, Roeper Danz, Inc., 
St. Louis; Charles Powell, Lioyd 
Ford Co., Inc., Jackson, Méiss.; 
Frank Gregory, Frank Taylor, Inc. 
Los Angeles. 

Donald Anderson, Beasley Ford 
Sales, Inc., Altoona, Pa.; Claud 
Draughn, Lafayette Motor Sales, 
Inc., Fayetteville, N. C.; Morris 
Arkin, Jerry Bielfield Co., Detroit; 
Cc. C. Wittenberg, Kayser Motors, 
Inc., Madison, Wis.; James G. 
Greene, Kelley-Williams Motor Co. 
Kansas City, Kans.; H. L, Jones, 
Doenges Motors, Inc., Tulsa, Okla. 
and Ray Bade, Kerr Motors, Inc., 
Bremerton, Wash. 

Representing the National Dealer 
Council was Arthur Goebel, of Art 
Goebel, Inc., Anoka, Minn. 


Industrial Health Award 


Presented to Ford Motor 


ATLANTIC CITY.— Ford Motor 
Co. last week received the “Health 
Achievement in Industry Award” 
for 1958 from the Industria] Medi- 
cal Assn. The award was presented 
during the Industrial Health Con- 
ference here. 

It is made annually to an Ameri- 
can industry in “recognition of the 
development and improvement 
medical service.” Humble Oil Co., 
Houston, was last year’s recipient. 
Ford has had a medical department 
for nearly half a century. As early 
as 1915 it had a fully staffed depart- 
ment with a well-equipped hospital 
in its Highland Park (Mich.) plant. 
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Rima Acquires Ford Outlet 


Che: Rima, Sioux Falls, S. D., 
pas purchased Bitterman Sales & 
gervice (Ford), Scotland, S. D. 


FORD AND 
CHEVROLET 
DEALERS: 
WE NEED 


1958 CARS 


®@ Relieve Your Inventory! 


@ Step Up Sales Volumel 


@ Plan on Steady Business! 


OUR TRADES ARE GOOD 


AND CLEAN—QUALITY 
IS GUARANTEED! 
Cers Are Located 


In Your Area 


CALL US NOW— 
MUseum 4-6969 


EMKAY, INC. 


6850 Cottage Grove Ave. 
Chicago 37, Illinois 


Nationwide Automotive Leasing 
Service 








HOW TO SELL 
MORE CARS 
TO MILITARY 
PERSONNEL- 


Tell them that Federal Services will fi- 
nance their cars with these ad vantages 
—NO EXTRA CHARGE for financ- 
ing when cars go overseas—anywhere 
in the world. 
—UP TO 36 MONTHS TO PAY. 
—NO RED TAPE. No lengthy delay 
for investigation. Applications are 
immediately. 
You'll sell more cars if you let us finance 
service personnel on a world-wide basis 
We serve all officers and 3 top grades of 
non-coms. “ First ... oldest ... and largest 
firm offering financing for servicemen.”’ 
Address inquiries to office nearest you— 
Send us your service personnel customers 
for quicker action . .. faster sales — 


Address: FEDERAL SERVICES 
ALBANY, GA., 2015 W. Broad Ave. 
ALEXANDRIA, VA., 120 North Pitt St. 
AUGUSTA, GA., 108 Eighth St. 
BALTIMORE, MD., 2137 Dundalk Ave. 
BELTON, TEXAS, 121 North Main 
COLUMBIA, S. C., 2421 Forest Drive 
COLUMBUS, GA., 3300 Victory Drive 
ELIZABETHTOWN, KY., P.O. Box 549 
EL PASO, TEXAS, 618 E. Yandel! Bivd. 
FAYETTEVILLE, N. C., 850 Bragg Bivd. 
FRANKFURT /MAIN, GERMANY, 123 Zell 
HONOLULU, T. H., 1410 Kapiotan! Bivd. 
LOUISVILLE, KY., 4249 Dixie Hwy. 
PENSACOLA, FLA., 31 Navy Bivd. 
SAN ANTONIO, TEX., 2100 Broadway 
SAN FRANCISCO, CALIF.,1407 Bush St. 
WASHINGTON, D.C., 6400 Ga. Ave., N.W. 
NEW YORK CITY Gneneing affillate, 
1733 Broadway, Circle 7-4230 











Impressive 


Sa / e3 APPROACH! 





Hand your next 
prospect a 


FULL COLOR 
BUSINESS CARD 


These colorful business cords are now avoil- 
oble to the following dealers: 


Write today for Free Sample Folder 
UTLEY BROTHERS, Inc 
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NOW SERVING OVER 4000 DEALERS 


Row, Newberg Upped 
In Chrysler Shuffle 


(Continued from Page 1) 





a corporate vice-president to fill) Detroit area as announced on 
this position. March 18, 1958. 
* 


‘ : As regards the corporate plan- 
A SECOND new grouping will ning staff, Colbert stated that the| 


consolidate all basic manufac-| : | 
turing and assembly operations| new plans provide for stronger and | 


under a new office of group vice-| better coordinated and directed | 
president of automotive manufac-| staff operations in the four impor-| 
turing. tant co-related staff divisions of| 

R. S. Bright, a vice-president and | Product planning, production and 
director, who has been group vice- | V 01 u me - programming, CoEpOTENS | 
president of basic manufacturing,|™@arket planning, and manufactur- | 
becomes group vice-president of | '!"& staffs. 
automotive manufacturing. | Also included in the responsibili- 

Irving Woolson, a vice-president| ties of the executive vice-president | 
and director of the corporation who|*te the following staff and line) 
has been head of the DeSoto divi-| activities: Finance, under Vice-| 
| sion, will be vice-president, director | President F. W. Misch; | 
|of manufacturing services. |ing, under Vice-President Paul C. | 


| A third new grouping will co- | Ackerman; defense and special | 


Vice- 
| ordinate certain executive staff | products, under Group ‘ 
functions relating to product | President Thomas F. Morrow; per- 


. |sonnel, under Vice-President John | 
planning, programming and man- |D. Leary; export, under Vice-| 


ufacturing staff under a new . . in ot 
ofice of ‘viee-president-corporate | Gresidemt, Nicholas Keeley 3 
planning staff. | : ; 
President R. W. Todgham; pur-| 
Robert P. Laughna, who has been| chasing, under Director of Pur-| 
|@ group executive, was elected a| chases E. Lloyd; public relations, | 
corporate vice-president and will be| under Director of Public Relations 
| in charge of the corporate planning| James A. Baubie, and organization, 
| staff. |under Director of Organization R. 
“A basic purpose in these current|C. Mitchell. 
|developments in the company’s * * ‘ 


|organization program,” Colbert 
said, “is to unify responsibilities RGANIZATION structure and | 
in the sales and marketing areas;|.~ Key Personnel assignments to) 
to obtain greater market orienta-|i1™Plement the organization de- 
tion and distinctiveness in car line| V¢lopment were outlined by New-| 
planning and to enable the car| °©T8- 
divisions, without production and| In the automotive sales group 
assembly responsibilities, to con- (Continued on Page 38, Col. 1) 
centrate on product planning from | 
a customer point of view, service, | 
dealer relations, sales promotion 
and advertising. 

“In these areas the car divisions 
will have greater responsibilities. | 
Their former manufacturing func- 
tions will be assumed by the newly 
set up organization under the 
group  vice-president-automotive 
manufacturing. 

“Thus the car division heads will 
be in a position to devote full time 
and attention to the things that are 
most important to dealers—product, 
service, sales promotion and ad- 
vertising.” 


* * 











Cee tod 


* = : 


E C. QUINN, a vice-president 
* and director of the corpora- 
tion who has been head of the 
Chrysler division, will become vice- 
president, general sales manager of 
automotive products, responsible 
for field operations, sales training 
and distribution. 

Each of the car divisions will be 
junder a corporate-vice-president 
and general manager reporting to 
the new vice-president of automo- 
| tive sales. 

Harry E. Chesebrough, who has 
been director of product planning 
|\for the corporation. was elected a 
corporate vice-president and has 
been appointed general manager to} 


THE ALL-STEEL 





John P. Mansfield, vice-president 
and a director of the corporation 
and former head of Plymouth, | 
joins the staff of the first vice-| 
president. 

M. C. Patterson, a corporate vice- 
president who has been head of 
Dodge, will continue to head the 
Dodge division as a corporate 
vice-president and general man- 
ager. 

J. B. Wagstaff, formerly sales 
vice-president of DeSoto division, 
was elected a corporate vice- 
president and has been appointed 
general manager of that division. 

C. E. Briggs, formerly sales vice- 
president of the Chrysler division, 
was elected a corporate vice- 
president and has been appointed 
general manager of the Chrysler 
and Imperial divisions. 

Colbert also pointed out the im- 
portance of unifying all basic man- 
ufacturing and vehicle assembly 
under the group vice-president of 
automotive manufacturing. This, he 
said, will make for a more orderly 
flow from materials to finished 
products on the one hand and for 
better integration of all manufac- 
turing facilities on the other hand. 
This also is a further development 
of the realignments of manufactur- 
ing and assembly operations in the 


TEXAS 
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OUTDOOR SHOWROOM 


Needs Sales Representatives 


head Plymouth. If you are already calling on new and used car dealers, and would like to 
take on another line—primarily to follow-up live leads from our advertis- 
ing program, soon to be launched on a national level—then this may be 
the opportunity you are seeking. 

A word about the product. KAR-SHOW is the modern way to merchan- 
dise cars. Case histories prove that KAR-SHOW will increase sales up to 
33%. And at the same time, the overhead protection furnished by KAR- 
SHOW will reduce car maintenance costs up to 66%. These all-steel, pre- 
fabricated, attractive shelters—available from a single unit for two cars 
up. to a wide variety of units for any number of cars—are priced amaz- 
ingly low, easily within reach of any dealer. Financing can be arranged. 

We need representatives for the following territories: 


OKLAHOMA and KANSAS 
ARIZONA and UTAH 
SOUTHERN CALIFORNIA 
NORTHERN CALIFORNIA 
WASHINGTON and OREGON 


If you now cover part or all of any of those territories, write now, 
giving complete information about yourself, including lines now handled. 
Interviews will be arranged at strategic points in the various territories. 
All replies confidential. 


STEEL BUILDERS, INC. 


P.O. BOX 5157, COLUMBUS, GEORGIA—FAIRFAX 4-2452 
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IDAHO and MONTANA 

NORTH DAKOTA and SOUTH 
DAKOTA 

MINNESOTA and WISCONSIN 

NEBRASKA and IOWA 

NEW MEXICO and COLORADO 

NEVADA 








NOTICE 


The attention of automobile dealers is called to the fact that this is no 
time to experiment with gimmicks, push-button schemes, and all the 
get-volume ideas that have put us where we are today in the retailing 
: business. Dealers must strive for stability so as to give the public con- 
fidence. We are in a position to provide you with time-tested methods 
used by dealers all over the nation, who are operating currently profitable 
dealerships. WRITE US ON YOUR LETTERHEAD FOR COMPLETE INFORMA- 
TION, or tell us what you wish to accomplish. We have immediately 
available, hundreds of plans and suggestions for your requirements. 
AUTOMOTIVE ENTERPRISES, 1100 N. Woodward, Birmingham, Michigan. 





SEAMLESS of WELDED 
Ll as lethal’ 

Puta tal 
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STAINLESS PIPE 
STAINLESS FITTINGS 


STEEL TUBING 


SERVICE STEEL 


DETROIT, MICHIGAN 


Rona) Coin USO Sen Ok ida 
COLD DRAWN BUTT WELDED 





Automotive 
Mirror Manufacturers 


TAKE YOUR CAPITAL GAIN NOW BY SELLING ALL OR PART OF 





YOUR AUTOMOTIVE MIRROR BUSINESS TO MAJOR NATIONAL 
AUTO ACCESSORY MANUFACTURER WITH INCLINATION FOR 
DIVERSIFICATION — PRINCIPALS MAY PARTICIPATE IN MAN- 
AGEMENT IF SITUATION WARRANTS. 


Box AN-2, Automotive News, Detroit 26, Mich. 














This Factual 
Case History 
Shows You 
How! 





Here is the complete 
story of how a car 
dealer solved his parts 
storage problem. This 
parts department is 
fast becoming the talk 
of the automotive 
industry. 


TUBE-STRUT STORAGE RACKS DID THE JOB - 
BETTER, FASTER AND FOR FAR LESS COST 


The difficult problems of automotive 
parts storage have been eliminated 
through the use of Tube-Strut storage 
racks. Even such parts as tail pipes, 
fenders and other hard-to-store items are 
no longer a problem. With Tube-Strut, 
the ainenl dune and ordinary pipe 
it is possible to quickly construct the 
racks you need at one-half the usual cost. 
Improve the efficiency of your parts de- 
partment now. Send for your copy of this 
interesting case history. 


og ee ae 
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PLEASE SEND AUTOMOTIVE 


CASE HISTORY : 
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Called Step in Right Direction .. . 


Industry Supports Price-Tag Bill 


(Continued from Page 8) 

tions as to profits made by dealers. 

“It will put in proper perspec- 
tive the owner’s true equity in 
his automobile and establish a 
clear picture of the total cash 
difference existing between the 
purchase price of the new car 
and the tradein value of the used 
car,” he said. “Further, it will 
tend to eliminate unsound terms 
of finance and puncture the bal- 
loon note practice.” 


Purdy opined that if the Mon- 
roney bill had been in force in 1953 
“the slick operator would not have 
received the support rendered by 
some of the manufacturers, a sup- 
port which helped bring us to our 
present undesirable status.” 

** + * 


LLIAM M. McCUNE, NADA 
director for Pennsylvania, said 
the price pack is “neither new nor 
illegal” but that the effects of its 
resurgence in recent years has been 
“confusing to the public and ex- 
tremely damaging to our industry.” 
The good dealer, he said, never 
likes to pack, He added, however, 
that “those who were not forced 
into packing by the manufactur- 
ers were driven to it by competi- 
tion from those who practiced it.” 
McCune said the bad practices 
growing out of packing—such as 
“phony” discounts and misleading 
advertising—were accompanied by 
a decline in dealer profits. 
He said that current indications 


point to a red figure for the first! 


quarter of 1958 in the average profit 
return for dealers. 
> > > 


ADA recommended several 
changes in the language of the 
bill, including addition of provi- 
sions that would require the wind- 
shield sticker to carry the amount 


|of the Federal excise tax and the 
| manufacturer's 


“suggested dealer 
delivery and handling charges.” 

The association also asked that 
the bill take effect three months 
after enactment instead of six. 

Monroney said he welcomed any 
revision suggestions and indicated 
the Federal excise should definitely 
be disclosed. 

In his report on the bill, FTC 
Chairman John W. Gwynne said 
the legislation will not “appreci- 


ably affect” the duties of the Com-| 


mission since the assumption is 
that the Justice Department will 


| handle enforcement. 


> > > 
ILLIAM F. HUFSTADER, GM 


distribution vice-president, told 
the subcommittee the legislation 


|“can make a real contribution to 


the reestablishment of sound busi- 
ness practices in our industry.” 

He said GM believes the dis- 
closure bill would either eliminate 
the ‘price-pack or give the cus- 
tomer enough information to 
determine the pack and conse- 
quently the true cost of the vehi- 
cele, 

Walker A. Williams, vice- 
chairman of Ford Motor’s Dealer 
Policy Board, testified that the bill 
would correct price-pack abuses 
and “tend to minimize deceptive 
sales techniques and the dishonest 
and misleading advertising that so 
frequently accompanies the prac- 
tice.” 

“We think it is essential that 
these offensive practices be cor- 
rected if the industry is to pro- 
gress and continue to serve the 
public interest,” he added. “Neither 
the dealers nor the manufacturers 
have been able to devise measures 
to eliminate these practices.” 

- 7 ” 


(CaARLES L. JACOBSON, Chrys- 
ler Corp. dealer-relations vice- 
president, said “our feeling is that 
legislation in this area is not neces- 
sary.” 

He proposed voluntary labelling 
in a test area before taking legis- 
lative action. He added: 

“However, if the great majority 
of the authorized new-car dealers 
of the country feel that such a 
law would provide the best means 
of accomplishing the objectives 
they seek, then we have no ob- 
jections to it.” 

Hufstader and Williams sug- 
gested that the definition of “auto- 
mobile” in the legislation be 
changed to apply only to passenger 
cars and station wagons, and not 





| 





to buses, trucks, trailers, semi- 
trailers, chassis and bodies, 
. * < 


ACOBSON contended that a 

proposal to set the excise tax 
apart from delivery and handling 
charges on the label “is an unwar- 
ranted invasion of the privacy of 
contract between manufacturer and 
dealer, 


“If the retailer is required to 
reveal to his customer the precise 
amount he paid for the merchan- 
dise in the first place. he will find 
himself in an impossible position. 
It will be extremely difficult, if 
not impossible, for him to con- 
vince his customer that his 
markup is fair and reasonable.” 


H. Mead Norton, Oklahoma 
dealer who founded the Authorized 
Dealer Survival Assn., called the 
bill a step in the right direction 
but “will not cure all of the ills 
of the sick auto industry.” 

He said he believes “the small- 
town dealer must have almost im- 
mediate help from some source, or 
the existence of what has been 
historically considered the ‘small- 
town automobile dealer’ will soon 
be a thing of the past.” 

- * > 


ADA contended in a statement 

by Val T. Jones, executive vice- 
president, that the price of learn- 
ing factory suggested list prices on 
new automobiles under the bill 
would be higher car prices. 

The NIADA board of directors, 
representing some 11,000 dealers, 
most of whom do not hold fac- 
tory franchises, is on record as 
opposing arbitrary restriction on 
the sale or distribution of new 
cars, he said. 

“Hidden behind the publicized in- 
tent of this bill to affix prices on 
new automobiles is the mechanism 
which by intent or accident, can 
eliminate non-franchised dealers 
from competing with franchised 
dealers in the sale of new cars,”| 
Jones said, | 

A provision of the bill calling for 
a stamp designating, among other 
information, the name of the dealer | 
to whom the car was delivered from | 
the factory would make it impos-| 
sible for non-franchised dealers to | 
buy, near wholesale, cars from 
franchised dealers. 

The elimination of this compe- | 
tition, Jones contended, would 
“permit the public to pay more | 
nearly list price” than in the past. 

Jones said the contention of some | 
that lagging new car sales was the | 
result of confusion over price does | 
not explain the record sales of 1955 
when pricing practices were com-| 
parable to those of today. 

> * > 


} 
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peat W. KINTNER, FTC gen- 


eral counsel, who appeared in|in which the barter of goods, the 
| person, said he foresaw no anti-| 
trust problems so long as the bill| affirmations of faith in advertising 


is a price-disclosure device and not 
a mechanism to establish fair-trade | 


| pricing. 
Monroney commented that the | closure of car-cost information. 


bill in no way sets up resale price 
maintenance. He said it aims at 
providing the public with price 
“signposts” and leaves room for 
bargaining between the dealer 
and buyer. 

Kintner said he and other FTC 
staff members favor the objcctiveg 
of the bill, declaring that anything 
that “promotes truth in advertis. 
ing aids the businessman arid the 
consumer.” 

Taking the stand for the Assn, 
of Better Business Bureaus wag 
John L. O’Brien, president of the 
Akron BBB and chairman of 
ABBB’s bait -advertising commit- 
tee. 

In vigorously supporting the bill, 
O’Brien called the American car a 
“priceless wonder,” saying that a 
price tag on any unit today “is so 
rare a thing as to be almost non- 
existent.” 

* * + 
li SAID the public, in its pre- 
occupation with the value of 
its used car, has been victimized by 
what he termed the “double push- 
up.” 

He said car buyers shop around 
for a long tradein price on their 
used units with no regard for 
the sales price of the new vehi- 
cle. Dealers play along and over- 
allow on the old car, he con- 
tinued, but pack the new-car 
price to make up the difference 
—or more. 

O’Brien testified that the “de 
terioration” of auto marketing has 
accelerated in recent years and 
“apparently the quagmire is now 
so deep that individual dealers or 
groups of dealers are unable to 
find their way out. 

“Just as soon as a dealer posts 
his prices—and many have tried 
and are continuing to try—some 
neighboring ‘smiling slobovian,’ by 
the simple device of overbidding on 
used cars, is able to sweep that 
dealer’s doorstep clean of busi- 
ness,” he declared. 

= = > 

OSS NETHERTON, AAA legis- 

lative counsel, testified that the 
purchase of a new car with com- 
plete understanding of what goes 
into the final total price “may eas- 
ily become an impossible task for 
the average nonexpert car buyer.” 

“In a market place offering a 
great variety of combinations and 
options in car styles, special 
equipment, accessories, financing 
and insurance,” he said, “the 
average buyer deals as a non- 
professional without recourse to 
expert advice. 

“Frequently the purchase that 
finally results can best be charac- 
terized as a bargain concluded on 
the basis of incomplete negotiations 


balance of credit, and ceremonial 
play a leading part.” 


Netherton said there is a “defi- 
nite need” for more complete dis- 





Auto-Buy Campaigns Prod 
Car Sales Across Nation 


(Continued from Page 2) 


said sales were up 20 to 100 per- 
cent on the first two days of the 
nine-day drive due to end today 
(Apr. 28). Dallas dealers reported 
100 new-car sales on the first day 
of their promotion. 


‘The Detroit Auto Dealers Assn. 
reported its drive boosted new-car 
sales 48 percent in the first 15 days 
of April. 


AURICE J. MURPHY, execu- 

tive vice-president of the Auto- 
motive Trade Assn.—National Capi- 
tal Area, said Washington’s cam- 
paign was extended a week to Apr. 
26 because of a slow promotional 
start. 


Dealers in Miami, Dallas and 
Worcester, Mass., paid their em- 
ployes in $2 bills or silver dollars 
to emphasize the buying power 
of a single industry in the com- 
munity. 

Old Man Gloom, a Dummy in a! 
tuxedo, was hanged on a gallows! 
outside Philadelphia’s Sheraton 
Hotel, where the Philadelphia 





Automobile Trade Assn. kicked off 
its drive at a banquet. 

The Buffalo Automobile Dealers 
Assn, said a dealer told of selling a 
car to a woman who paid with 
money she had buried in two tin 
cans in her backyard. 


+ cd > 
OHN P. MANSFIELD, Plymouth 
president, was the principal 


speaker at a dinner launching the 
promotion in Mansfield, O. 


Chinese auction sales, in which 
the price of a car was reduced 
$5 every hour, were highlights of 
a 10-day campaign in the Char- 
lotte (N. C.) area. 

The Atlanta Automobile Dealers 
Assn. dubbed its campaign (Apr. 
18-26) “Y’all Auto Buy Now Week.” 

The Rhode Island Automobile 
Dealers Assn. postponed the start 
of its statewide drive from May 10 
to May 17. Other drives are being 
held or are scheduled for Newark, 
O.; Peoria, Ill.; Erie, Pa.; Sher- 
man, Tex., and Toledo. 
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Lincoln Buys Olds Deal 


Bob Lincoln, Medina, O., has 
(Olds- 


hased Andy Bell, Inc. 
mobile), Ft. Myers, Fla. 


———— 


0 y 


YOUR DEALERSHIP 
WITH THE NATIONAL 


. . + Your support of Vehicle 
Safety-Check is good for your 


industry . . . your community 
... and your dealership! 






MODERN DISPLAYS, Inc. 
Ko me ae ea 


ae) ) a ae de 


Safety-Check Program Materials 
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Car, Truck Output Estimates 


By Automotive News 
PASSENGER CARS 


(0, 8. PRODUCTION ONLY) 














Week Week Jan. 1 
Ended Same Ended Output, To 
Apr. 26, Week, Apr. 19, April, Apr. 27, Apr. 26, 
1958 1957* 1958* To Date 1957* 1958 

AMER, MOTORS*+ ...... 4,090 2,298 3,330 12,942 34,029 54,125 
BED ccccrnnintenennen 4,090 2,112 3,332 12,942 30,876 54,125 
CHRYSLER CORP. .... 10,900 27,829 11,606 44,432 473,331 202,095 
ED Siitecshanabinrenne 1,450 4,126 48,730 19,496 
BEES. ccctcscecnsevsuenss 450 ee eens 1,236 15,945 5,873 
IY -iivtahipiemismaccetiveites 1,100 2,427 549 2,240 54,378 12,931 
A 500 6,405 3,236 7,583 110,700 32,970 
a 7,400 8 14,861 7,821 29,247 243,528 130,825 
FORD MOTOR*** ........ 22,162 36,960 10,168 67,572 693,975 405,254 
i an 452 See einciane 4,396 
SITU boiisvcibiendevenndicniiciniendioe 17,900 29,346 9,304 57,326 550,012 346,294 
ee 450 834 412 1,683 17,628 11,334 
BE csccuneseseeemesenes 3,800 es Aaneness 7,727 125,955 42,730 
GENERAL MOTORS .. 21,702 55,366 46,856 141,142 1,062,722 833,804 
ee 4,997 8,407 5,091 15,402 175,551 96,989 
Re 2,560 2,974 3,223 11,552 56,114 50,604 
ee 2,600 28,302 26,744 77,533 524,375 471,400 
Oldsmobile .................... 7,045 8,416 7,289 23,335 163,655 126,266) 
Co 4,500 6,767 4,509 13,320 143,027 88,545 | 
yy re 960 1,180 1,257 3,352 26532 12,872 
ITE, dtninisinnnanncnnnees 45 133 53 149 5,802 1,276 
Studebaker .................. 915 10447 ° 120 3,203 20,730 11,596 
Total Cars, U. S........... 59,814 123,633 73,217 269,440 2,290,589 1,508,150 | 


*Revised 





NEW 
1958 


PENNANT 
CATALOG 
New Designs—New Lower Prices 


Send for our free catalog illustrating 
the largest line of traffic stoppers ever 
manufactured under one roof. You get 
attention with Myrlo products. 


MYRLO CO. 
Dept. N, 1231 Main Ave. 
Cleveland 13, Ohie 














**American Motors’ totals for 1957 include Nash and Hudson production. 
***Ford Motor Co. totals for 1957 include Continental production. 


COMMERCIAL CARS 
(U. S. PRODUCTION ONLY) 























Cars and Trucks, 


*Revised. 








are you a 
GUESSTIMATOR 


of new car costs? 
stop guessing! 

Be safe—know your competitors’ costs. 
Order the ALL NEW 1958 edition of 
“AUTO COSTS" — the 
authoritative book that 
gives complete list- 
of the DEALER 
COST of all new 1958 
American autos, 20 
foreign autos and 
Ford, Chev. and Dodge 
light trucks and their 
equipment. 

Don't lose sales to 
P\competitors because 
you ‘think’ you know 
what their costs are. A 
wrong guess of $25 may lose many deals. 
iow you can know the exact DEALER 
COST of competitive makes! You'll save 
many deals with this valuable informa- 
tion. All supplements are free. 


SATISFACTION GUARANTEED 
id no money! Just fill-out and mail the 
convenient coupon. We will bill you on 
delivery. Remit accordingly. If not entirely 
nd represented, return the k imme- 
diately for full credit. 
Don't delay. Mail today! 





| AUTO COSTS PUBLICATIONS 
P. O. Box 224 — Dept. R2 
New York I, N. Y. 


Please enter my subscription to 


! 

; “AUTO COSTS" for 
| ° 

| 


3 yrs. $18 
$............ .enclosed pone 
D Bill Me Ot yr. $10 

ee ee 
| a 2 Se 
RR a as nh ee da 
| Una an edaien ck cabot ne baeteeiedurdaice 
| oy Mg gba sia wigs Zone. ... .State...... 


Mack totals. 


Week Week Jan. 1 Jan. 1 

Ended Same Ended Output, To To 
Apr. 26, Week, Apr.19, April, Apr.27, Apr. 26, 

1958 1957* 1958* To Date 1957* 1958 
CHEVROLET ................. 4,600 6,318 5,906 22,201 123,139 97,272 
ED TE decssensnscnciins 110 82 107 423 1,433 1,822 
SIE © sisadhiDhdsehstesiabadteiataibiniia 60 80 53 220 1,246 966 
ERE 1,200 1,818 1,203 4,387 29,031 17,756 
SY ibisiiislbaidadalesicdaetanasin 4,550 9,063 3453 15,249 119,160 75,172 
SEE. <ibinhossthaiigls Sitesi betray 1,450 1,534 1,295 4,312 24,562 21,374 
INTERNATIONAL. ...... 1,825 2,757 1,819 6,347 33,057 34,853 
TOT iis cerccciasicuestaasiatichion 285 369 337 1,165 6,135 4,992 
STUDEBAKER  ............. RS 214 151 453 4,026 2,190 
TT  ncaceciniiiisatemninii 350 369 344 1,141 6,657 5,909 
WILLYS . a 1,351 1,884 5,971 21,104 25,885 
MISCELLANEOUS** .. 85 59 85 323 936 1,119 
Total Trucks, U. S..... 16,419 24,514 16,637 63,192 370,486 289,310 

Total Cars, Trucks, 
; . 76,233 148,147 89,854 332,632 2,661,075 1,797,460 
Total Cars, Trucks, 

Canada .... 8,950 11,733 9,010 30,502 167,707 130,476 

Grand Total, 


U. S. and Canada.... 85,183 159,880 98,864 363,134 2,828,782 1,927,936 


**Miscelianeous includes Corbitt, Marmon-Herrington, Federal, Four Wheel Drive, etc. 
| ***Autocar, Freightliner, Reo and Sterling are included In White totals; Brockway in 


| N.B. All U. 8, totals include cars and trucks for military orders. 


Charge Is Now 4% is 


|  Floor-Plan Rates Pared 





(Continued from Page 1) 


decrease since the money market 
began to ease in mid-November. 

The other members of the Big 
Four of the financing industry, 
General Motors Acceptance Corp. 
and Associates Investment Co., had 
reported no change in the floor- 
plan rate by press time. 


GMAC has been charging 4% 
percent for floor-plan financing 
since Feb. 1 when a cut from 5 
percent was made. Associate does 
not release a national rate. 

The CCC and CIT rates are now 
below the 5 percent charged in the 
1956 model year. The companies 
went to 6 percent for the 1957 

| model year and then made an in- 
| crease in the surcharge on floor- 
i plan money at the beginning of the 
1958 model year. 
! The surcharge increase was with- 
drawn shortly after it was an- 
1] nounced and the straight interest 
rate was cut from 6 to 5% percent 
|| in late January. 
| The reduction in floor-plan 
| charges last week came as 
| commercial-paper rates were 
i being reduced by major finance 
companies for the 11th time since 
! mid-November. 
|! ‘This series of cuts has reduced 


the amount paid by finance com- 
panies for short-term money by a 
total of 2% percentage points, 

Short-term money from another 
source tended to become cheaper 
last week. Banks began reducing 
their prime interest rate from 4 to 
3% percent. 

The prime rate is that charged 
the biggest borrowers with top 
credit ratings and other bank inter- 
est rates are scaled up from this 
base rate. 


CCC and CIT spokesmen said 
that lower short-term interest 
rates make it possible for them 
to reduce floor-plan rates because 
wholesale financing is also a 
short-term transaction. 


No finance company could see 
any reduction in interest charged 
on retail auto financing in the fore- 
seeable future. The long-term 
money used for this is costing as 
much or a little more, on the aver- 
age, than it has in the last year. 


Miller Takes on Simca 


D. L. Miller Auto Sales, 2703 Lin- 
coln Way W., Mishawaka, Ind. 
(Chrysler-Imperial-Plymouth), has 
added the Simca. 


Week’s Total: 59,814... 


Production 





Slumps 
»:|To Six-Year Low 


(Continued from Page 1) 


piled on the previous week’s 73,217 
assemblies. 
* * = 

AST week’s depressed production 

rate resulted from the closing 

of nine of Chevrolet’s 11 assembly 
plants and from short work-weeks 
and curtailment of output at some 
factories by several other manufac- 
turers. 

In addition to Chevrolet’s nine- 
plant shutdown last week, the 
Dodge Main plant in Detroit and 
Plymouth’s assembly unit in 
Evansville, Ind, were down all 
week; Ford division’s Atlanta, Dal- 
las, Louisville and San Jose (Calif.) 
plants were idle through Friday; 
Cadillac worked four days, and 
Studebaker-Packard worked three 
days. All other makers, except 
American Motors, which scheduled 
Saturday assemblies, worked a five- 
day week. 

Last week’s output, which was 
51.6 percent below the correspond- 
ing week a year ago, when 123,- 
633 cars were built, was the low- 
est weekly total since the steel 
strike of 1952, except for model 
changeover periods and holiday 
weeks. 

Estimated car output for April 
now stands at 310,500 units, 13 


| percent below March's 357,049 as- 
|semblies and a 43.4 percent drop 
from the 548,656 


cars assembled 
during April a year ago. 
Year-to-date output as of Satur- 
day stood at 1,508,150 cars, or 34.2 
percent fewer cars than were as- 
sembled during the Jan, 1-Apr. 27 
period of 1957, when year-to-date 
assemblies stood at 2,290,589 units. 


eee decline from the pre- 
vious week was at General 
Motors, which saw its five divisions 
| produce an estimated 21,702 cars 
jlast week, compared with 46,856 
| units a week earlier. 

Chevrolet, with only its Bloom- 
field (N. J.) and Norwood (0O.) 
plants operating, turned out 2,600 

| cars last week, compared with 
| 26,744 units a week earlier. All 
| other GM divisions also showed 
declines from the previous week. 
| In other corporate declines, 
| Chrysler Corp. was off from 11,606 
ito 10,900 units, and S-P dropped 
from 1,257 to 960 assemblies. 
> 


Y manufacturers to show 
output gains over the previous 
week were Ford Motor Co., up 
from 10,168 to an estimated 22,162 
| units, and AMC, up from 3,330 to 
an estimated 4,090 assemblies. 
The AMC boost jumped Ram- 
bler output to approximately 700 
units a day and recalled 400 
workers to AMC assembly lines. 
The main reason production is 
being increased, said Roy Aber- 





2 COMPLETE 
20” SQUARE 


DISPLAY TABLES 


Includes Motor, Controls; 
Ramps & %” Plywood Frame 
as shown. 


These are complete assem- 
blies and include spare drive 
units and crates. 


|same week a year ago, 








nethy, AMC vice-president, is to 
turn out more six-cylinder Ram- 
blers and Rambler Americans. 

He revealed that current produc- 
tion is running about 65.1 percent 
Rambler Six, 18.6 Rambler Ameri- 
can, 9.5 percent Ambassador, and 
6.8 percent Rambler Rebel V-8. 


* + > 


ORD division had an estimated 

17,900 assemblies last week, 
compared with the year’s low of 
9,304 units a week earlier. Only 12 
Edsels were scheduled last week. 

S-P turned out 915 Studebakers 
last week, compared with 1,204 a 
week earlier. Packard built 45 
cars last week, as against 53 the 
previous week. 

Plymouth built 7,400 cars last 
week, compared with 7,821 a week 
earlier, while Chrysler and Imperial 
returned to the active production 
list after a week’s layoff. 

Truck output remained about on 
par with the previous week. An 
estimated 16,419 assemblies com- 
pared with 16,637 a week earlier, 


| but was well under the same week 


a year ago, when the manufactur- 
ers turned out 24,514 trucks. 

Canadians produced an estimated 
8,950 vehicles last week for a slight 
decline from the 9,010 cars and 
trucks built a week earlier. The 
however, 
saw the makers produce 11,733 ve- 
hicles. 


Ford, Chrysler 
Oppose Deadline 
On Smog Devices 


LOS ANGELES. — Ford Motor 
Co. and Chrysler Corp. have told 
the County Board of Supervisors 
that it is impossible at this time to 
set a deadline on the sale of cars 
which are not equipped with smog- 
control devices. 

The replies were in answer to a 
board proposal Feb. 20 to prepare 
a rule which would prevent the 
sale of new or used cars that do 
not have such devices. 

When the board passed the pre- 
liminary proposal, it was estimated 
that the rule could not be made 
effective for 18 months to two 
years. 

Charles M. Heinen, an assistant 
chief engineer for Chrysler, wrote 
that efforts on afterburning de- 
vices have been accelerated during 
recent months, but he added that 
no final device has been developed. 

J. M. Chandler, supervisor of 
Ford’s test engineering section, 
also said no completion date could 
be set. “You can rest assured that 
our work on the catalytic after- 
burner is progressing at maximum 
speed under top priority,” he wrote. 


TURNTABLE SALE 


4 MACTON 
TURNTABLE BASES 


with square tops and para- 
vane. Ideal for all Automo- 
tive or heavy appliance dis- 
plays. Sacrifice at 


$2952° 


WRITE BOX AN-3 
Automotive News, Detroit 26, Mich. 
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Return to Centralization Seen .. . 





In Chrysler Shuffle 


(Continued from Page 35) 


the following assignments have| 
been made: 

William J. Bird, former sales 
executive in the automotive 
group, has been named executive 
assistant to Nichols and will be | 
responsible for dealer enterprise 
operations, service development 
and training and market analysis 
and research. 


Richard E. Forbes will continue | 
as director of corporate advertis- 
ing and sales promotion and will 
be responsible for coordinating 
divisional sales promotion and ad- 
vertising. 

In the automotive manufacturing | 
group, the following assignments | 
have been made: 

L. B. Bornhauser, former general 
manager of the axle and transmis- 
sion division, has been named group 
executive of power train manufac- 
turing and will be in charge of the 
engine, axle and _ transmission; 
electrical equipment, and forge and 
foundry divisions. 

F. M. Glassford jr., formerly in 
charge of regional assembly op-| 
erations, has been named group 
executive of car and truck as- 
sembly and will be in charge of 
all vehicle assembly in all Chrysler 
Corp. plants. 

Vice- ‘President John E. Brennan 





Obituaries 


James G. Veino 
HILLSBOROUGH, N. H. — James G. 
Veino, a retired automobile dealer who had 
operated dealerships in Hilisborough and 
in Worcester and Framingham, Mass., died 
Apr. 13. He was 71. 





Leon E. Roethlisberger 
OKLAHOMA CITY.—tLeon E. Roethilis- 
berger, 74, a former automobile dealer in 
Hitisdale, Mich., died Apr. 14. He came to 
Oklahoma City from Hilisdale in 1953. 
* . * 


Frank J. Santry 

CINCINNATI.—Frank J. Santry, a for- 
mer president of the Ohio Automobile 
Dealers Assn., died Apr. 16. He was 69. 
Mr. Santry was president of Nash Cincin- 
nati Motors for 20 years. He sold the firm 
im 1939 and became a zone manager for 
Trailer Co. of America. During World War | 
II, he headed the priorities division of the 


War Production Board in Cincinnati, 
. * * 


Herbert B. Damerow 
BEAVERTON, Ore.—Herbert B. Dame- 
row, 52, owner of Damerow Ford Co., died 
ape. 17. He was a former president of the | 
ashington County Automobile Dealers 
Assn. Mr. Damerow entered the auto busi- 
ness 36 years ago with a Buick dealership 
in Portland. He was vice-president and 
general manager of Wolfard Ford when he 


opened his own dealership tn 1952. 
* * * 


Ralph William Brautigam 
McKEESPORT, Pa. Ralph William 
Brautigam, former auto dealer in Mones- 
sen, Pa., died Apr. 12 at his home here. 
. . . 


Thomas Boyd 
DETROIT. — Thomas Boyd, 69, former | 
auto dealer, was found dead in his home 
in suburban Grosse Pointe Woods Apr. 17. 
He first had a Ford dealership in Grosse 
Pointe Park and had operated a DeSoto 
dealership in Detroit since 1953. He closed | 
the DeSoto dealership last Nov. 11. 
* * * 
John H. Baker 
NEW KENSINGTON, Pa. John H. 
Baker, former owner of Baker Pontiac, 
died March 28 in a Pittsburgh hospital. He 
also was formerly associated with Pontiac 
division. 





Osborn H. Cilley 
LANCASTER, Pa.—Osborn H. Cilley, 
75, a vice-president and director of 
sipotenten-Binahatten, Inc., died Apr. 15. 
* * 


E. Channing Coolidge 
CHICAGO.—E. Channing Coolidge, 
chairman of Croname, Inc., died Apr. 
* * * 


Leslie M. Farr 
BUFFALO.—lLeslie M. Farr, 54, former 
partner in Conshafter & Farr (Dodge- 
Piymouth), died Apr. 12 in West Palm 
Beach, Fia. 
* 


- - 
L. C. Thompson Sr. 
ATLANTA, Ga.—L. C. Thompson sr., 
TT, who formerly owned Thompson Motors, 
a@ used-car firm, died Apr. 14 at his home 
in Marietta. 


80, 
15. 


* * * 


Joseph A. Marr 
HAMILTON, O.—Joseph A. Marr, 80, 
founder of Marr Motors (DeSoto-Plymouth) 
and a former Durant-Star dealer, died 
Apr. 1. 
* * * 


Paul J. Griffin Sr. 
RICHMOND, Mo.—Paul J. Griffin sr., 
64, former assistant district manager af 
Ford Motor Co. in Kansas City and a Ford 
dealer here until 1954, died Apr. 13 at his 


* * * 


George P. Howard Jr. 
ATLANTA.—Services were held here for 
George P. Howard jr., district manager of 
White Motor Co., who died Apr. 20. 
Howard, 58, had been associated with White 
for 30 years. 


Chrysler Sales Off 53%; 


| $1,150,723,712 for the same period) 
}announced Thursday. 
| dend from 75 cents to 25 cents per 


continues as group executive in 
charge of stamping division and the 
parts and equipment manufactur- 
ing division. 

On the executive vice-president’s 
staff, B. W. Bogan, former execu- 
tive engineer of the automotive 
group, has been named executive 
assistant to Newberg. 

> * = 


i THE corporate planning staff | 
the following assignments have} 
been made: 

James A. Lawson, former director 
of market analysis, has been named 
director of the market planning 
staff. 

Robert Anderson, former exe- 


Reaching an estimated 
RATES: TWENTY-TWO CENTS 


errs 


PER WORD FOR EACH 


150,000 readers engaged in all branches of the nation’s automotive rrr ie 
INSERTION 


POSITION WANTED ADS 


Ile PER WORD. PAYMENT IN ADVANCE OF INSERTION REQUIRED. Ads may be signed with full meme 


and address at regular rates. 


TEN DAYS 


HELP WANTED 


FINANCE 
MANAGEMENT 
PERSONNEL 


Large regional automobile install- 
ment sales finance company, oper- 
ating throughout the Sovuthvest, 
has openings at the Branch Man- 





cutive engineer of chassis, elec- 

trical, and truck design, has been | 

named director of product and | 
volume planning. 

W. C. Childs, former executive | 
assistant to Laughna, has been 
named director of production pro- | 
gramming and traffic staff. 

John Hussey, former manager of 
profit analysis on the corporate 
comptroller’s staff, has been named 
executive assistant to Laughna, in 
charge of financial analysis and_| 
administration. 

In the engineering division the 
following assignments have been 
made: 

A. G. Loofbourrow, former execu- 
tive engineer of product develop- 
ment and planning, has been 
named director of engineering. 

Vice-President Virgil M. Exner 
continues as director of styling. 

In the defense and special prod- 
ucts group the following assign- 
ments have been made: 

Charles B. Gorey, formerly direc- 
tor of corporate manufacturing 
staff, has been named group execu- 
tive of special products, with re- 
sponsibilities for the Airtemp, 
Amplex, Cycleweld and marine and 
industrial engine divisions. 

Irving J. Minett continues as 
group executive of defense prod- 
ucts, with responsibilities for de- | 
fense operations and the Missile 
Division. 


j 
i 
| 
| 
| 
} 
j 
| 
| 


Quarter Shows Loss 


DETROIT. — Chrysler Corp.’s 
dollar sales for the first three 
months of 1958 were $537,234,081, 
or 53 percent below the sales of | 


last year, President L. L. Colbert 
Directors cut the quarterly divi- 


share. 

First quarter operations for the 
first three months of 1958 resulted 
in a net loss of $15,139,802, equal 
to $1.74 per share, compared with 
net earnings of $46,545,521, equal to 
$5.34 per share, in the first quarter 
of last year. 


Coffeen Sells Olds Deal 


Sale of Coffeen Oldsmobile Co., 
1225 N. Robinson, Oklahoma City, 
to Ralph L. Bowlen has been an- 
nounced by Henry F., Coffeen, pres- 
ident. The firm has been renamed 
Ralph L. Bowlen Oldsmobile, Inc. 
Two other Coffeen outlets and a 
custom body shop were included 
in the deal. 





Classified Want Ads 





HELP WANTED 





Help Wanted Male 


Attractive opening for hard-hitting, experi- 
enced new car sales manager. Volume Ford 
dealership situated principal Louisiana city. 
Excellent compensation and chance to pro- 
gress. Give complete details in confidence. 
Box 8169, c/o Automotive News, Detroit 26. 





SALES MANAGER, leading foreign car deal- 
ership in northern New Jersey metropolitan 
suburb offers a wonderful opportunity for 
the energetic, hard-hitting sales manager who 
has a proven background as a volume pro- 
ducer. Must be able to handle salesmen and 
spearhead sales department to attain 75 new 
car per month potential. Foreign car experi- 
ence preferred. Salary and other incentives 
commensurate with proven ability. Send com- 
plete resume with recent photo. Box 8170, c/o 
A ve News, Detroit 26. 


ager and Manager Supervisory 
levels. Applicants must have proven 
records as managers or supervisors, 
or experience which would qualify 
them for these positions. We are 
seeking men whose present con- 
nections do not offer them the ad- 
vancement for which they are qual- 
ified. Compensation open, and in- 
cludes salary, bonus, and excellent 
fringe benefits. All replies confi- 
dential. Our employes know of this 
ad. 


For further information, write 
P. O. Box 8168, c/o Automotive 
News, Detroit 26, Michigan 





YOU CAN EARN a better than average 
living in an established territory with us 
if you are a salesman between 26 and 


45, have car, and are interested in 
selling automotive hardware to dealers, 
fleets and contractors. Write L. O. 
Braden, Fullwell Motor Products Co., | 
__ 4005 Clark Ave., Cleveland 9, Ohio. | 
ACCOU NTANT - 

wanted to assume responsibilities of 
large volume GM dealership in Ohio. 


Must be familiar with all phases of au- 
tomotive accounting. Submit resume of | 
qualifications to Box 8172, c/o Automo- | 
tive News, Detroit 26. | 


Management 
Personnel 


Nationally recognized avtomotive 
service management company has 
been engaged to locate 


3—General Managers 
5—New Car Sales Managers 
5—Used Car Sales Managers 


Applicants for these positions must 
have successful backgrounds in the 
automobile business, and stand 
rigid investigation after interview: 
Unless you possess all these quali- 
fications, please do not reply. 


P. O. Box 8131, c/o Automotive 
News, Detroit 26, Michigan. 





PARTS MANAGER—Executive parts man- 
ager volume San Francisco Bay area 
dealer. Must be mature and experienced 
in all phases of management of large 
parts operation. Salary commensurate 
with ability. Send full resume with re- 
cent photo. Replies confidential. Box 
8088, c/o Automotive News, Detroit 26. 

SALESMEN to sell the book ‘AUTO 
COSTS’’ which gives factory invoice 
prices of 1958 American and foreign cars 
and trucks. Huge demiand. High com- 
missions—No territory restrictions. Auto 
Costs, Box 224, New York 1, N. Y. 


PARTS AND SERVICE 
MERCHANDISER 


large manufacturer with nationwide 
service facilities requires man to head 
up Service Merchandising Depart- 
ment. Must be aggressive and capable 
of developing own promotions and 
follow-through. Experience in automo- 
bile, truck or trailer field highly de- 
sirable. Compensation adequate for 
highest type man. Excellent retirement 


plan and other benefits. 


Box 8120, c/o Automotive News 
Detroit 26 





Add One Dollar 


Box Number ads are forwarded to advertiser, 





BUSINESS MANAGER | GENERAL MANAGER, 


| cinating 


($1) 
unopened. Display ads: 


per 


HELP WANTED 





AUTOMOBILE 
ZONE MANAGER 


Importer and Distributor for Simca, rated 


| America’s best imported car buy, has open- 
ling for 


region. 
in fas- 


district manager in central 
Permanen?, career-type employment 
imported car industry. Excellent 
salary and bonus plan, new car, credit card 
and travel allowance. Absolutely must have 
American or imported car district manager 
experience .. . Otherwise do not apply. Send 
resume and recent snapshot to Mr. Read, 
General Manager, Kurland Motors, 1144 
Broadway, Denver, Colorado. 





GENERAL SALES MANAGER, capable of 
taking complete charge Ford dealership, 
New Jersey. Salary plus percentage. Op- 
portunity to buy-in. Box 8138, c/o Auto- 
motive News, Detroit 26. 





POSITION WANTED 


To encourage this classification for the 
eM 
Position Wanted Ads accepted at 
Me a ee) 4 
Se each in- 
sertion SE 
Hoalf-rate does TT 1k 
Tet me ad ee 


ie) 


namely 


$1.00 per 


ahs 2B! 
for insertion 
rls 
eM hells al 


to display ads 





thoroughly experi- 
enced in all phases of retail operation. 
The days of gimmicks, fast systems and 
misleading advertising are over. Hard 
work, with quality policies backed with 
sincerity, is the foundation for success 
If you need a right hand 
you can trust and put confidence in to 
achieve a job, then I am your man. 


Would relocate for permanent position. 
Thirty-four years of age. college, mar- 
ried, two children, excellent character, 


best of references. Would consider in- 


vestment in the right dealership. Nine 
years’ experience. Box 8163, c/o Auto- 
motive News, Detroit 26. 





GENERAL MANAGER, thoroughly experi- 
enced General Motors. Trained all phases 
departmental organization and supervi- 
sion. Qualified to employ and train per- 
sonnel including aggressive sales man- 
agement. $10,000 token investment if 
desired. Direct answers to 5781 Madra 
Ave., San Diego, Calif. — 


GENERAL MANAGER, can offer 13 years’ 
automotive experience. Thoroughly ex- 
perienced in all phases of dealership 
operation. Three years as service man- 
ager, seven years selling, three years as 
general manager. Resume on request; 
available now. No high pressure razzie 
dazzle, just good sound management. 
Can furnish excellent references. Mar- 
ried, family, under 40 years old. Prefer 
to locate south of Ohio River. Box 8159, 
c/o Automotive News, Detroit 26. 

USED CAR MANAGER — Volume pro- 
ducer, 15 years’ experience. Sober and 
dependable family man, desires perma- 
nent connection with reliable dealer. 
Preference given southern locations, but 
all deals will be considered. Write Box 
8160, c/o Automotive News, Detroit 26. 


TRUCK OR USED CAR MANAGER—12 
years of truck and used car selling and 
managing. Married, two children, age 
35. Thorough knowledge of trucks—light 
and heavy duty, mostly Ford, Can hire, 
train and develop aggressive sales force. 
Box 8161, c/o Automotive News, De- 
troit 26. 


ACCOUNTANT - BUSINESS MANAGER 
diversified factory and large volume 
dealer experience with GM and Ford sys- 
tems. University graduate, have initia- 
tive and am aggressive. Can operate 
efficient office and handle business man- 
agement responsibilities. Box 8162, c/o 
Automotive News, Detroit 26. 


AVAILABLE SOON—High caliber service 
manager, complete knowledge of man- 
agement principles, promotion activities, 
customer relationship. Accustomed to 
earn over $10,000 yearly—must stay in 
‘metropolitan area, Westchester, north 
New Jersey, Long Island. Box 8134, ¢/o 
Automotive News, Detroit 26. 


AUTOMOBILE GENERAL SERVICE 
MANAGER-—ATTENTION — Would you 
like to have a mature man to handle 
your owner complaints at service repre- 
sentative level? Twenty years’ experience, 
wholesale and retail. Top references. 
Personal interview easily arranged at 
your convenience. Write Box 8139, c/o 
Automotive News, Detroit 26. 


TRUCK DIVISION MANAGER. Ten years’ 
experience both new and used with Ford. 
Interested only in permanency. Profit 
minded but with eye to volume. This is 
not a contact for chain or promotional 
type dealerships. Box 8173, c/o Automo- 
tive News, Detroit 26. 














SERVICE MANAGER, Ford, GM experi- 


location east 
Box 8165, c/o 


ence, desires permanent 
coast or southern state. 





Automotive News, Detroit 26. 
GENERAL, SALES MANAGER, “Big 
Three,’’ wishes to make a_ change. 


Twenty years’ experience, Prefer Phila- 
delphia, Camden, Trenton areas. Write 
to Box 8166, c/o Automotive News, De- 
troit 26. 


Titties. ee tt ee eM 


Replies to 


$12.30 per column inch. CLOSING 








IN ADVANCE OF PUBLICATION DATE. Contract rates supplied upon request. 
WANT AD DEPT., AUTOMOTIVE NEWS, 2666 PENOBSCOT BUILDING, DETROIT 26, MICH. 


DEALERSHIPS AVAILABLE 





SOUTHWEST 
HANDLING BUICK-OPEL-RENAULT 


BUY PARTS ONLY—Will lease equipment, 
fixtures, building. 300-500 new units Substan- 
tial profit 1957. Need Buick's approval. 


Would consider partner. All replies in strict 





confidence. Send bank references first letter, 
Box 8175, c/o Automotive News, Detroit 2, 
NO DISTRESS DEAL — Well established 
deal handling Buick-Opel, located in cen- 
tral Florida, 30 minutes from beach, 
Very substantial profit for many years, 
including °57. Excellent shop business, 
$25,000 includes parts, shop equipment, 
fixtures and improvements. Factory ap- 
proval and cash required. Box 8081, ¢/o 


Automotive News, Detroit 26. 


RE AL OPPORTU NITY . . . own or buy-in 
topnotch dealership handling Plymouth, 
Dodge, DeSoto, eastern Nebraska county 
seat. Consistent money-maker Low 
overhead, high service absorption. Buy 
only parts and equipment, Excellent op- 
portunity to take over management. 
oa reason other interests. Box 
S815 c/o Automotive News, Detroit 26 


DEALERSHIP IN THE MIDWEST han- 
dling M-E-L. 400 car deal, no real es- 
tate to buy. No used cars or accounts to 


buy, Not distressed—has been profitable 
for many years. $65,000 will handle. 
Send credit report first letter. Reply Box 
8142, c/o Automotive News, Detroit 26. 





WANTED 


Men between 21 and 40 years of age 


| With experience in establishing auto dealer- 





man whom | 


ships. Nine states to work. We are distribe- 
tors for the famous GERMAN GOLIATH, 
complete line of cars, station wagons, con- 
vertibles, buses, panels and pickups. You can 
earn big money with unlimited opportunity 
if you qualify. Contact in person, by letter 
or phone: M. B. or Glenn Thomas. 


M. B. THOMAS AUTO SALES 


275 Lemay Ferry Rd. St. Louis 23, Missouri 
Phone: Flanders 3-7393 





SOUTHERN FLORIDA: 
dling Mercury in good location. Well 
equipped shop, clean parts inventory, 
adjacent used car lot. Owner desires to 
devote more time to other interests. Will 
sell assets for $20,000 plus inventory. 
Will sell or lease facilities. Box 8080, 
c/o Automotive News, Detroit 26 


FOR SALE: dealership handling 
General Motors. 600 car potential. Rea- 
sonable rent. Only necessary to buy 
equipment and parts. State qualifications 
and available capital. John W. Stokes 
& Co., 1775 Broadway, New York 19, 
> Be 


DEALERSHIP HANDLING PONTIAC- 
VAUXHALL, midwest city, heavy agri- 


Dealership han- 








Chicago 





cultural and industrial, 125,000 pop. 
Parts and equipment at inventory value. 
No real estate. Real opportunity for 
anyone with good management. Must 
have factory approval. Send bank ref- 
erences in first letter, Box 8143, c/o 
Automotive News, Detroit 26. 





GOGGOMOBIL 
& SKODA 


Some Franchises Open 


Two of Europe's most wanted cars. Write or 
call for distributorship or dealership in your 
territory. 


Continental Car Combine 
1726 Broadway New York City 
Plaza 7-7790 





DEALERSHIP HANDLING DeSOTO- 
PLYMOUTH, west coast beach town 40 
miles from San Diego. Buy only parts, 
equipment, signs, etc. Excellent lease 
with option. $15,000 will handle. Box 
8104, c/o Automotive News, Detroit 26. 


HANDLING FORD in southern city of 
28,000 population. High per-capita in- 
come, stable employment, Dealership has 
good facilities and equipment. Will lease 
building. Sold 400 new units in 1957. 
Box 8144, c/o Automotive News, Detroit 
26. 


DEALERSHIP HANDLING DODGE- 
PLYMOUTH, southwest city 40,000. Long 
established. Box 8145, c/o Automotive 
News, Detroit 26. 








GOLIATH 1100 
DEALERSHIP FRANCHISES AVAILABLE Wis- 
consin, Upper Michigan, Minnesota, N 
Dakota, South Dakota, lowa, Nebraska. Cars, 
tools and parts available for immediate 


delivery. 
COUNTRY CARS, INC. 
Upper Midwest Goliath Distributors 
P. O. Box 122 Thiensville, Wis. 
Phone: Milwaukee, Flagstone 2-9408 
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News, Detroit 26. 


FORD OR CHEVROLET, 








——— 
DEALERSHIPS AVAILABLE 


ee 
SRSHIP HANDLING BUICK — 
RIDA. One of the best towns in 
Floris. approximately 15,000. Signed my 
first Puick contract in 1929 and want to 
e It will be necessary for you to 
have Buick’s approval and sufficient capi- 
tal, In reply give your entire business 
serience and banking references. Box 
8157, c/o Automotive News, Detroit 26. 
——— 
FOR SALE: New York suburban dealer- 
ghip handling General Motors, 300 car 
potential. Reasonable rent, Only neces- 
gary to buy equipment and parts, State 
‘ifieations and available capital. John 
. Stokes & Co., 1775 Broadway, New 
York 19, N. Y. 


————————————————————————=—=—_ 
FLORIDA GOLD COAST— 
METRO CITY 


Handling GM and Foreign Cars. Buy parts, 
accessories, equipment, some attractive real 
estate and excellent leases. Approx. $225,000 
will handle. Factory approval necessary. Box 
8i5!, c/o Automotive News, Detroit 26. 


———_————_—$ 


DEALERSHIP HANDLING LINCOLN- 
Mercury-English Ford located in San 
Francisco Bay area. New, modern facili- 
ties at low rent, with used car lot ad- 
joining. 70% service and parts overhead 
absorption. Over 200 new and 300 used 
cars retailed in 1957. Will consider rea- 
sonable buy-out agreement at low selling 
price. Have purchased larger dealership 
and must move quickly. Box 8174, c/o 
Automotive News, Detroit 26. 





FLORIDA DEALERSHIP — Handling 


DeSoto-Plymouth, good location. Nearly 
400 cars last year — potential much 
greater. Good location, well equipped 


shop. No blue sky or real estate. Sell 
outright or take in working partner with 
A-1 sales ability and some cash—privi- 


lege buy more, profit sharing arrange- 
ment. Box 8164, c/o Automotive News, 
Detroit 26. 





DEALERSHIP HANDLING FORD- 


MERCURY by owner who wishes to re-| 


tire. Potential 200 to 300 new units per 
year. Buy parts and equipment only. 
$30,000 should handle. Excellent loca- 
tion, facilities and lease. Write or phone: 
A. G. LaMontagne, Palmer, Mass. 
Phone: PAlmer 87 or 1017. 





DEALERSHIP HANDLING several 
ported lines. Fastest growing north Cali- 
fornia community. New building, ample 
lot—main highway. 39.6% net profit 1957 
capital. Selling to buy bigger agency 30 


miles away. Box 8167, c/o Automotive 


DEALERSHIP WANTED 





WANTED 
LARGE “BIG TWO” DEALERSHIP 


Must have annual potential of at least 
1,500. Locale anywhere except northeast. 


All replies will be answered and kept 
strictly confidential with you being fully 


protected. Have factory approval and 


capital. Box 8171, c/o Automotive News, 
Detroit 26. 





single point, 
within 300 miles of Detroit. Cash. All 
replies answered and kept confidential. 
Box 26, Birmingham, Michigan. 





TYRRELL CHEVROLET 
COMPANY 


“Wyoming's Largest Dealer” 
Desires Low-Priced Foreign Car Franchise 
Ample Capital and Facilities 


Call or write today: 












Brown-Reisert & Ha 


im- | 


— NOTICE — 


12 N. 9th St., Richmond, Indiana 
Phones: 2-3791 & 2-6310 


Appraisers - Auctioneers - Liquidators 
We Can Get Your Cash From Your Business Quickly 
147 automobile dealerships liquidated last year 


SPECIALISTS IN AUTOMOBILE BUSINESS 


None too small or too large 


DEALERSHIPS WANTED 





We Will BUY Your Dealership 


In Southwestern Area 
(not te operate but to re-sell) 
or Will SELL for You 


REECE-RAY, INC. 


Suite 9, Ambassador Bidg. 
1709 San Antonio St. 


Phone: GR 7-7473 
Austin, Texas 





CHICAGO AUTO DEALER—Very progres- 
sive, seeking an auto agency with good 
building and facilities. Will pay top dol- 
lar rent for right place. Box 8156, c/o 
Automotive News, Detroit 26. 








| $100 REWARD for information leading to 
| YFeeovery of 1956 Chevrolet V-8, 3104, 
%-ton pickup—Motor No. 0435441F56A— 
Serial No. V3A56K016718. Was light 
green, red seat covers, two holes in steel 
hitch for pipes. Contact, Teel Chevrolet, 
Clinton, Oklahoma. Phone: 133. 


|} $100 REWARD leading to the actual re- 
covery of 1956 Lincoln Hardtop, Serial 
No. 56WA 39367L, color maroon, pos- 
sible Florida license plate. Registered 
owner man known as Edward T. Cas- 
sidy, age 40, white; possible employment 
bartender, hotel clerk. Call collect: TEm- 
ple 3-1611, General Finance Corp., 2409 
No. Dixie, West Palm Beach, Florida. 


| DEALER SERVICES 


_ MILITARY BUSINESS 


— Got Your Share? — 

| Military people will want to: 

Finance for 30 to 36 months. 

Register and Title car out of state. 
Take car overseas without refinancing. 
Get low, money saving, financing rates. 
Take immediate delivery. 

ize in such transactions on a sim- 














Ac 
502 a Bidg., P. O. Box 2166 
2020 Milvia San Antonio, Texas 
Berkeley 4, Calif CApito!l 6-268! 








Inventory Service 
Buying or Selling a Dealership 
® Buy Right © Sell Right 


Call or write for service details. 
Automotive Inventory 
Service Co. 








Wm. A. T Mgr. 
Cheyenne, Wyoming Phone: 3-338! | 10040 Freeland, Detroit 27, Mich., WE 3-6445 
DEALER SERVICES 


gel Auction Co., Inc. 





DEALERSHIPS AVAILABLE 


Dealership Franchises available 





to a limited number of qualified 


dealers to sell Sweden's 85 HP Family Sports Sedan. Outstanding 
for speed, comfort cond economy, 


as well as Swedish precision and 


sports car handling and performance. 

Dealership Franchises are available in the following states: Ala- 
bama, Arkansas, Kansas, Louisiana, Mississippi, Missouri, Oklahoma, 
Tennessee and Texas. For information write or wire: 


SWEDISH MOTOR IMPORT INC. 


CA 4-9456 


Houston, Texas 












DEALER SERVICES 


TRUCKS, CARS DELIVERED, singles— 
towbar, 3-way. Anywhere. Carl’s, 6381 
UNiversity 


Ellsworth, Detroit. Phone: 


2-4895. 
DECAL TRANSFERS 
TRUCK DECALS; no charge for sketch; 
durable, brilliant colors, Write for sam- 
ples. Allied Decals, Inc., 8456 Hough, 
Cleveland 3, Ohio. 


CARS FOR SALE 


1956 
FORDS 


PLYMOUTHS 


Four-door 





ex-taxis with heater and 


defroster. Very good tires. Some with 


Automatic Transmission and Power 


Steering. 
* 


Don't wait... 


CURRY 
CHEVROLET 


3300 Broadway New York City 
Call Billi Curry — ADirondack 44630! 


call, wire or write 





DO YOU WANT 
PROFITS NOW?7? 


Wholesale to Dealers Only 
Fully Americanized 


VOLKSWAGENS 


1958s, 1957s, 1956s, 1955s, 1954s 
Sedans—Convertibles—Karmanns 


Shipped by the 
World's Largest Independent 
Volkswagen Operation 
A i Selected, Serviced, Cleaned 


nc 
Lyndhurst, New Jersey 
Phone: GEneva 8-7070 
or Call N.Y.C. Lines: Wisconsin 7-8221 
(Bank References Furnished 
Know Your Supplier) 
Also Station Wagons, 


Panels, Buses, Etc. 
Export industrial Corp. oe Ay 
Hamburg |, Germany 


1958’s 


Dealers Only 


Chevrolets, Fords, 
Plymouths, Buicks, 
Oldsmobiles, 


Pontiacs, Edsels, 
Cadillacs 


All with automatic transmissions, power 
steering, radio, heater. Buicks, Olds- 
mobiles, Edsels and Cadillacs have 
power brakes. Mileage 600 to 5,000— 
Like new. Also Ramblers and sports 
cors. 


George York c/o 


OLIN'S 


Florida's Largest 
2830 NE 2nd Ave. 


el 
Miami, 
Phone: FRanklin 1-659! 





Fleet Leased Cars 
1955-1956-1957 


At Wholesale 
All Makes & Models - Factory Equipped 
Available in All Major Cities 
HERTZ CAR LEASING DIVISION 


Address: 
l. E. SPATIG 


218 So. Wabash Avenue 








Jeeps 4-Wheel Drive 
Station Wagon & Pickup 
Both 1956 models, low mileage, good tires 
clean inside and out. Seli with or without 
front end winches. 
Elliott Motor Company 
400 W. High Jefferson City, Missouri 
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CARS WANTED 





Finance Co.s—Dealers—Banks 


WILL BUY 


Entire stocks new or used cars, fleets or 
repossessions anywhere in Midwest—East 
—South. 


GATEWAY MOTORS, INC. 


E. State St. Phone Elgin 3-6121 
Jacksonville 2, Fla. 








CARS WANTED 
Kind 


Any Year Any 
We have the largest wholesale outlet in a 
high market, Air conditioned cars a specialty. 
Write or Phone 


PHOENIX AUTO AUCTION 
2201 Westward Bivd. Phoenix, Arizona 
Phone: Alpine 8-5768 





SEVEN PASSENGER CADILLAC limou- 
sines. Ridgway-Baker, Belmont 4-6611. 
2836 N. E. Sandy, Portland 12, Ore. 

PARTS FOR SALE 

LARGE STOCK OLDSMOBILE PARTS no 
longer listed current parts list. 60% dis- 
count, List available. Fulmer Service 
Co., Toronto, Ohio (U.S.A.). 

PARTS WANTED 

WANTED: Chevrolet and Ford obsolete 
parts for export, 1928 and up. Passenger 
cars and trucks. Send lists for immedi- 
ate orders to: Jack’s Auto Parts, 492 
Main St., Fort Lee, New Jersey. 


TRUCKS FOR SALE 


HAULAWAYS—’56 Ford tractor with me- 
chanical trailer. ‘55 Chevrolet traffic 
trailer with ramp over cab. Contact Joe 
Sonc Auto Sales, 18018 Woodward Ave., 
Detroit 3, Mich. TOwnsend 5-5700, 


TRUCK 
AUCTION 


Every Friday—i1:09 A. M. 


DYER AUTO AUCTION 
641 Joliet St. Dyer, indiana 
UNion 5-2361 


Call us for limousine service 


from airports 
All checks and titles guaranteed 


Checks issued day of sale 

®@ $100,000 insurance thru Auction Insur- 
ance Agency 
Modern air-conditioned offices and 
restaurant 
Five acre blacktop parking lot, com- 
pletely fenced in 
Same location for 10 years 
The one and only Bruce Parkinson— 
Auctioneer 


Every Friday, 11:00 A. M. 
Prior to regular auto auction 


SCHOOL BUSES WANTED 


SCHOOL BUSES WANTED—one or twenty, 
1951s up—36 to 66 passenger. Quick ac- 
tion. Write Box 8060, c/o Automotive 
News, Detroit 26. 


ANTIQUE CARS FOR SALE 


LINCOLN - MERCURY DEALERS: 1939 
(First Line) Mercury coupe exhaustively 
restored to factory new; best in coun- 
try; has been displayed by L-M dealers. 
A once in a lifetime opportunity for 
your showroom. Sale or rental, William 
Mayo, 16761 E. Jefferson, Detroit 30. 


ANTIQUE DODGE CARS FOR SALE— 
one 1914 Dodge touring 4-door; one 1924 
Dodge 4-door sedan. In good running 
order. Taylor Motor Co., Rogersville, 
Tennessee. Telephone: 2285. 


FOR QUICK RESULTS 
USE AUTOMOTIVE NEWS 
WANT ADS 








39 


ANTIQUE CARS FOR SALE 


series CG. New 700 x 17 tires, 





1931 CHRYSLER IMPERIAL LIMOUSINE 
paint, 


chrome and top. Runs good, 56,000 orig- 


inal miles. $995. R. Breese Jones, 
Yakima St., Wenatchee, Washington. 


718 


1916. CHEVROLET ‘‘Baby Grand’’ touring 


car, $850, Harden Chevrolet Co., Circle- 


ville, Ohio, 
. M 


BLUE @ CHIP 
TOW-PILOT 


WITH LUBRICATED 
AUTOMATIC BRAKE 


& BRAKE CABLE 
DEALERS’ SPECIAL (F.0.8. Factory Net) 


$52.35 Fed. Tox included 





THE FAMOUS 
MOTO-MATIC 


TOW . GUIDE 


With Universal Swivel 


Action 


Four ont Hook-Up 
DEALERS’ SPECIAL (F.0.8. Factory Net) 


$44.85 Fed. Tax included 


Liberal Quantity Discounts 
To Distributors 
Write for Illustrated Catalog 
Factory Sales Division 


PILOT DISTRIBUTING CO. 
BATTLE CREEK 9, MICH. 
Phone WO. 2-5257 All Dept's 
“Leaders in the industry 
Since 1939" 


Conodion Distributors 
FIVE WHEELS, LTD. 


599 Y St. 
Toronto, 


SELL IT! 
HIRE HELP! 


BUY IT! 
TRADE IT! 


Through 
AUTOMOTIVE NEWS 
Classified Want Ads 


The “ORIGINAL YELLOW" 


Automatic BraKinG 


Is the ONLY—TOW BAR—TODAY 


WITH THE UNIVERSAL 
“wrist action" 34444 
Incidg. BRAKE HOOK-UP 


COMPLETE with 
GUIDE CABLES AND 
BRAKE HOOK-UP 


TowKinG \.c:0, 
ms, TRAIL-KING 


NEW 
AaL Pecolon at Amertsan Care S37 0 


Liberal “Trade in" or REBUILD 
Your OLD Tow Bers With Our 
SPECIAL CHANGEOVER KIT 


Tow Bar Sales Co. 


Exclusive Factory Distributors 
DE 2-0700 AN 3-888 Nites: BA 1-8717 


Call Collect "$2005 s20. 
40 So. Clinton St., Chicago 6, Ill. 


$5555 
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New Subscription Order 


Send Automotive News to Address Below 
U. S., Canada and U. S. Possessions 
One Year $8 [] or Two Years $14 [] 


All Other Countries — One Year $12 [] or Two Years $20 [7] 





AUTOMOTIVE NEWS, PENOBSCOT BLDG., DETROIT 26, MICH. 


| Sine) MAM, backs nncdccnsessseassadscbkacvcicadas Zane Maiesccckes 
: his iiss cadcicctcvepeteeceeed uae Quile..sacstabie mt 
| TRADE CONNECTION: 

| Car Dealer 0 Truck Dealer [] Manufacturer [] 
| Jobber [] Insyrance [] Financial [] Supplier [] 

| Make of Car.......... ppeeee Stee cece eeeeeeees Mevscccscccecccceses 
t 4-28-58 
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PAA JOLT ON ERE IG Min Seo 


cry Seite 


New official NASCAR economy record! 


33.956 MILES PER GALLON 


for full-sized, 6-passenger car coast-to-coast 


29.541 miles per gallon from a 
'/2-TON SCOTSMAN PICKUP! 


(3976.185 miles coast-to-coast) 


Here’s still further proof of rugged Scotsman economy. The Scotsman 14-ton Utility 
Pickup, America’s lowest-priced, full-sized pickup, set a new economy record of 29.541 
miles per gallon in its coast-to-coast run also completed April 17. NASCAR officials 
supervised and measured all fuel used by this unit! 


Studebaker-Packard 


CORPORATION 


Mile-A-Thon Official Route: 
San Francisco to Bangor, Maine—4,000.095 miles 


A new economy record holder! That’s the sturdy Studebaker 
Scotsman. Following a twisting, turning, coast-to-coast 

course from San Francisco to Bangor, Maine, it crossed the 
finish line April 17 with an average of 33.956 miles per 

gallon. That’s real proof of built-in stamina! And it’s a brand- 
new transcontinental economy record for a full-sized stock car. 


This new achievement by the Scotsman is another 
reason why the Studebaker-Packard franchise becomes more 
valuable with every passing day. And it’s another compelling 
reason why you should get all the facts about it today! 
Just fill out and mail the coupon. There’s no obligation. 


The two Scotsman Sedans, and the two Scotsman 
Pickups in the economy run, were personally inspected and 
sealed by NASCAR officials prior to the run. And NASCAR 
officials also measured and supervised all fuel used. 


Dealer Development Department 
Studebaker-Packard Corporation 
South Bend 27, Indiana 


Yes, without obligation, I’m interested in learning 
more about the Studebaker-Packard franchise. 


Name 
Firm 


Address 


City State 


SOOHSSSHSSSSHESSSSSESESESHESSSHEEEESESESESES 








